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State of - nation’s economy: 
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STEEL blenaenetee—Ativity last | 
week was scheduled at 100.1 per- 
cent of capacity, compared with 
99.4 percent in the preceding week 
and 98.2 percent a month earlier, 
American Iron and Steel Institute 
reports. Last week’s planned out- 
put would produce 2,079,000 tons. 

Rapio Sets—Everyone of voting 
age owns a radio set now, says a 
joint radio network committee, 
to bring the U.S. total to 105,300,- 
000. That’s an increase of 9.7 
percent over Jan. 1, 1950. 


Ap VoOLUME—National advertis- 
ing was up 2 percent in December 
over November and 17 percent 
ahead of December last year, ac- 
cording to Printer’s Ink. 


JAN.-MARCH CARLOADINGS — A 
boost of 2.2 percent in the first 
quarter this year over same ’51 
period is indicated in reports from 
the nation’s 13 regional advisory 
boards. Best gain is expected in 
Atlantic states—8.9 percent. Autos 
and trucks, however, will drop 30.4 
percent and vehicle parts, 13.1 per- 
cent, according to the projection. 

x * * 


Down 
Business Famures— There were 
only 142 in the week ended Jan. 24, 
states Dun & Bradstreet, against 
158 in the prior seven-day period. 
A year ago, 193 firms were listed 














New Leaders of NADA— 

Here are the officers of NADA elected last week at the 35th annual convention. Left 
to right: J. Saxton Lloyd, Daytona Beach, Fla., president; Robert S. Armacost, Kansas 
City, first vice-president; Foster W. Talbott, Baltimore, treasurer, and Carl E. Fribley, 
Norwich, N. Y., secretary. 








Output Trails 


Quota Pace 


Despite Rise in Week 


By Bernie Thomas 
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Vigorous Dealer Push 


Is Pledged by Lloyd 


By Pete Wemhoff 
Editor, Automotive News 

pein YORK.—A vigorous cam- 

paign to protect auto dealers’ 
interests, both within and outside 
the industry, was promised Wed- 
nesday by J. Saxton Lloyd, of Day- 
tona Beach, Fla., following his 
election as president of NADA. 

Besides Lloyd, a Buick-Cadillac 
dealer, the record NADA conven- 
tion (nearly 14,000 persons were 
present) also elected: 

First vice-president, Robert S. 
Armacost (Studebaker), Kansas City; 
secretary, Carl E. Fribley (Pontiac- 
Cadillac), Norwich, N. Y., and treas- 
urer, Foster J. Talbott (Ford), Balti- 
more. 

The 1953 convention will be held Feb. 
12-17 in San Francisco. Four cities put 
in a bid for the 1954 conclave, and the 
NADA Executive board will decide in 
March whether New York, Washington, 
Miami or Chicago will get it. 

* 7 * 





recent changes in Chrysler Corp. 
contracts which followed General 
Motors action of two years ago. 

The NADA Industry Relations 
committee has also been empow- 


e 4 
NADA Clinics 

Digests of three important 
NADA clinics are in this issue: 
Used Cars, page 17; Public Rela- 
tions, page 41; Highway Safety, 
page 22. The clinic on business 
management will be carried in 
the Feb. 11 issue. 








ered to hire legal counsel for a 
thorough study of all factory con- 
tracts, after which NADA may 
seek enabling legislation exempting 
products that require after-sale 
servicing (such as automobiles) 
from antitrust laws. 

(A. vanderZee, Chrysler Corp. 
sales vice-president, met with rep- 
resentative dealers handling Dodge, 

(Continued on Page 46, Col, 1) 
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Lincoln and Ford Make Their Debuts with 1952 Models 





pier ene ye a ik ata dee 


NEW FORD FEATURES ACCENTED IN CRESTLINE VICTORIA 


See page 14 for details and more pictures 


LINCOLN IS NEW FROM THE TIRES UP 
See page 44 for details ‘and more pictures 





2 


AUTOMOTIVE NEWS, FEBRUARY 








Deny Cuts Are Necessary... 





Auto Leaders Charge 
Artificial Shortages 


By Bernie Thomas 
Associate Editor 

UTO industry leaders told a 

government task force in De- 
troit last week that the nation’s 
supply of nearly all metals is ample 
enough to permit more civilian 
production. 

They insisted that hodge-podge 
controls are to blame for what 
are merely artificial shortages. 

Assigned to study and make 
recommendations for easing Mich- 
igan’s growing unemployment 
crisis, the task force was told that 
the only short-term cure is for 
NPA to grant more materials for 
car and truck production. 

Cc. E. Wilson, General Motors 
president, and L. L. “Tex” Colbert, 
Chrysler president, insisted to the 
task force that plenty of materials 
are available to sustain automotive 
production at 1,100,000 cars and 
275,000 trucks a quarter. 


* * * 


hw production is permitted 
at those levels, both Wilson 
and Colbert predicted that Michi- 
gan’s employment situation will 
worsen and there will be a serious 
shortage of new cars this spring. 

Harold S. Vance, Studebaker 
president, told R. E. Gillmor, task 
force chairman, that mass unem- 
ployment in the auto industry is 
directly attributable to the “non- 
essential” rating given the auto- 
mobile in the defense program. 

GM’s Wilson said the auto in- 
dustry has no defense projects 
under way which will ever ab- 
sorb the unemployment being 
created by cutbacks in civilian 
operations. 

Wilson said he sympathized with 


U. C. Price Errors 
In CPR 94 
Corrected by OPS 


WASHINGTON. — Amendment 2 
to CPR 94, the used-car ceiling 
price regulation, has been issued 
here by the OPS to take effect Jan. 
30. It corrects a number of inaccu- 
racies in the original order. 

In announcing the latest amend- 
ment, the OPS said it was issued 
to “correct a number of typograph- 
ical and other errors appearing in 
Appendix A,” the section which 
lists dollars-and-cents ceiling prices 
for used cars. 

The amendment also “adds the 
ceiling prices of several models 
and makes of cars inadvertently 
omitted from the original listing,” 
the OPS said. 

The revision applies only to Ap- 
pendix A of CPR 94, the OPS point- 
ed out, adding that all provisions 
of CPR 94 are applicable to Amend- 
ment 2, “including the requirement 
that a reduction of 2 percent in the 
ceiling price appearing in Appendix 
A be put into effect Jan. 1, 1952.” 

An example of the changes is a 
listing in Amendment 2 of a ceiling 
price addition of $150 in Region A 
for 1951 Chevrolets equipped with 
Powerglide transmissions. There 
was no ceiling price listed for 
Powerglide transmissions for ‘51 
models in the original regulation. 





|the task force in the problem they 


are trying to solve, but added: 
* * * 
yt NOT so hot for these cover- 
up committees that are formed 
to try and cover up the mistakes 
being made in Washington.” 

Wilson also threw cold water 
On a government plan to ignore 
low bids on war contracts in 
order to channel more defense 
work into the Detroit area, 

“General Motors,” he declared, 
“wants no part of such business. 
It usually comes back to kick you 
in the teeth.” 

Wilson charged that “artificial 
shortages of materials are being 
created because defense procure- 
ment officials completely ignore the 
“float system.” 

+: x * 
eo they want something,” 
Wilson said, “they grab it, 
even though they don’t plan to use 
the material in actual production 
for months.” 

Apparently prompted by Court- 
ney Johnson, NPA motor vehicles 
division chief, Gillmor suggested 
the establishment of an automotive 
defense council. He said such a 
group proved valuable in World 
War II, when it was under the 
direction of George Romney, now 
a vice-president of Nash. 

For the April-June quarter of 
1952, NPA has told the auto in- 
dustry it can build 930,000 cars 
and 225,000 trucks. Copper and 
aluminum, however, have been 
allocated for only 800,000 of the 
cars, 


There will be no way of easing 
Michigan’s unemployment problem, 
GM’s Wilson said, unless the ma- 
terial allocations are raised to per- 
mit 1,100,000 cars and 275,000 trucks 
in the period. 

* * * 

ILLMOR agreed with Wilson 

that there was not enough 
money available to institute new 
war contracts of any size during 
the rest of the government’s fiscal 
year which ends June 30, 1952. 

Despite auto industry leaders’ 
charges of bungling on metals 
allotments, Gillmor insisted that 
he had inspected the allocation 
programs and believed them to 
be fair and necessary. 

Vance admitted that copper was 
in critical supply, but not so criti- 
cal as the government contends. As 
for aluminum, he said, there should 
be no shortage. 

“The auto industry uses secon- 
dary aluminum,” Vance said, 
“while the defense program re- 
quires only virgin aluminum. NPA 
refuses to distinguish between the 

(Continued on Page 45, Col, 1) 
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Automotive News, reporting on the session. 


4. 1952 


Auto Leaders Lay It on the Line— 


The government task force sent to Detroit to investigate the unemployment heard auto 
leaders bluntly attribute the unemployment to bungling in Washington. The only 
answer to the problem, auto leaders said, was for the government to permit more 
car and truck output. Harold Vance (center), president of Studebaker, addresses a 
remark to R. E. Gillmor (left), chairman of the task force. Mayor Cobo of Detroit is 
at right. At the far right in the background is Bernie Thomas, associate editor of 





By Jack Weed 
Service Editor 
EW YORK.—This year’s equip- 
ment exposition, held in the 
Grand Central Palace concurrent 
with the NADA convention, was 
acclaimed by exhibitors and dealers 
alike as being the largest and best 
show ever held by the association. 
It included products having the 


= 


modern dealer operation. 

Exhibitors, and especially the 
old-line equipment makers, were 
outspoken in their claims that 
this year’s exposition was by far 
the most productive in direct 
sales of any show, NADA or 
after-market, in which they had 
ever exhibited. 

One old-line maker reported that 
by Monday noon his records showed 
over $85,000 in direct sales, which 
he said was by far the largest ever 
made by his company in any show. 

cd ok * 

N FACT the show was so suc- 

cessful that complications loom- 
ing for the 1953 NADA convention 
and show, to be held in San Fran- 
cisco, are causing considerable con- 
cern to both exhibitors and asso- 
ciation executives. 

Dates for the 1953 NADA con- 
vention have been set for over a 
year, as have dates for a regional 
equipment and parts show which 
will follow NADA by about 10 
days. 

Both groups have learned from 
this year’s show that by cooperat- 
ing in an equipment exhibition a 
very successful show can be built. 





Neither wishes to lose the benefits 


| 
| 


| 
| 


widest range of application to the | 





NADA Equipment Show 
Hailed as Best Ever 


of the pattern that has been set 


this year. 
* ~ 


= it would be a hardship for | 
many exhibitors to have to hold | 
their exhibition and factory men on | 


the coast for the 10-day interval 
between shows that will exist if 
both present dates are adhered to. 

Executives of both are now 
working toward finding a com- 
mon meeting place, dates and 
show ac 
work to the best interests of the 
dealers and the exhibitors. 

The early opening of the show 
this year on Saturday and Sunday 
worked out very successfully. Both 
days brought big crowds to the 
exhibition, without taking dealers 
away from any of their convention 
activities. It is claimed that on 
Sunday well over 5,000 tradesmen 
went through the show. 

7 ~ + 
hyper year the jobbers of the 
exhibiting manufacturers were 
sponsors of the exposition to the 
extent that they got behind an 
attendance drive in New York and 
nearby points so that not only 
dealers but dealer service managers, 
fleet operators, maintenance men 
and independent service men came 

to the show in droves. 

Green badges, designating job- 
bers, were much in evidence both 
Saturday and Sunday. Exhibitors 
stated that many of them had con- 
tacted dealers and other prospects 
before the show and met at the 
booth of the exhibitor. 








Colbert Cites Danger of Auto Cutbacks 


By Bob Finlay 

Managing Editor 
DETROIT.—Further cuts in auto 
production, as planned by govern- 
ment agencies, will impose needless 
sacrifice on thousands of workers 
and threaten dislocation of thou- 





sands of business establishments, L. 








30-Year Dealer Club Starts Rolling— 


William L. Mallon (right), Irvington, N. 


J., started collaring attendees at the con- 


vention early to organize dealers who had been in the business 30 years or more. 


In this instance he p 





A. C. Hall (left), of Milwaukee, and Turner Summers, of Louisville, are the other two 
joining the club at that moment. About 400 of the more than 12,000 dealers attending 
could qualify for the club, NADA said. 


d a 30-Year-Club badge on Ben Wright of Evanston, Ill. 


L. Colbert, Chrysler president, as- 
serted last week. 


the Automotive & Aviation Parts 
Manufacturers Assn., Colbert stated: 


“If this dislocation occurs, it 
means that the country will be 
experiencing a setback comparable 
in its economic consequences to a 
military reverse at the hands of an 
enemy.” 

Colbert pointed out that taking 
materials from auto plants, al- 
ready cut 40 percent, hinges not 
on military demand but on giv- 
ing allotments of scarce mate- 

rials to civilian groups now desig- 

nated as defense supporting. 

While Colbert had no quarrel 
with the designation, he emphasized 
that cars and trucks also are de- 
fense-supporting. 


“Certainly,” he said, “the task 


'| performed by a truck when it backs 


a load up to the receiving dock of 
a defense plant, and by the high- 
way over which that truck travels, 
along with the automobiles that 
carry defense workers to and from 
their jobs, is clear-cut defense-sup- 
porting activity.” 

Colbert added that no responsi- 
ble person in the auto industry 
has ever proposed that one pound 
of copper be taken away from a 





single war-production line that 


| 


Addressing the annual dinner of | 





is in operation, and no one has 
proposed that rearming of the 
country be delayed a single day. 

“We are certain,” he said, “that 
further curtailment in our indus- 
try will not produce a single extra 
gun, or add one tank, or one fight- 
ing plane.” 

A controlled economy means big 

(Continued on Page 48, Col, 2) 

















Full Price Hike 
Is Passed Up 
On Ford Lines 


By Mac Gordon 


Associate Editor 


ORD MOTOR CO. indicated a pos- 

sible industrywide trend last week 
by joining General Motors in 1952- 
model price increases substantially be- 
low the full amounts allowed by the 
Capehart formula. 

Ford was the first auto maker to 
apply less-than-ceiling prices across 
the board. GM kept below the Cape- 
hart limits on Buick Specials, Pon- 
tiacs and certain Oldsmobiles. Hud- 
son, the other maker to have received 
Capehart clearance, took the entire 
increase allowed by OPS regulations. 


Industry observers expected sub- 
ceiling price advances to be taken at 
first by several of the other makers 
with Capehart petitions before OPS. 
This group includes Chrysler Corp., 
Kaiser-Frazer, Nash, Studebaker and 
Willys-Overland. 


~ * ca 


HREE of these five auto companies 

received OPS authorization Wed- 
nesday for wholesale price boosts. Max- 
imum amounts approved for Chrysler 
and Studebaker matched requested 
totals, but OPS granted Kaiser-Frazer 
less than it asked “due to a lack of 
information to completely support the 
full amount of overhead cost claimed.” 

Chrysler Corp. may raise wholesale 
prices on Plymouth up to 4.1084 percent. 
an estimated $53.86 for “best selling” 
models; Dodge cars, 4.3221 percent, an 
estimated $65.92; DeSoto, 5.1196 percent, 
an estimated $88.68, and Chrysler, 
3.7456 percent, an estimated $78.55. 

Studebaker may advance Cham- 
pions 7.2671 percent, and Command- 
crs, 8.1716 percent. Kaiser-Frazer may 
elevate Henry Js and Allstates 11.68 
percent and Kaisers, 11.12 percent. 
K-F originally sought permission to 
boost Henry J-Allstate wholesale 
ceilings 2842 percent and Kaiser ceil- 
ings, 2442 percent. 

Chrysler, Studebaker and K-F are 
required to file suggested new whole- 
sale and retail ceilings with OPS before 
Tuesday of this week. OPS said it did 
not know how much of the allowed 
boosts would be taken by the three 
companies. 


* * * 


Wes prices were raised 
3 percent on 1952 Ford cars, 
18 percent on Mercurys and 1.8 
percent on Lincolns. Application of 
(Continued on Page 47, Col. 1) 








Maryland Names Officers for 1952— 

This group (left to right) will guide the Automobile Trade Assn. of Maryland this 
year: Ralph B. Smith, General Pontiac Corp., secretary-treasurer; Foster W. Talbott, 
Talbott Motor Co., president, and Mark R. Chenowith, Jarman Motors, vice-president. 
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" OW much for my used car?” 

That question has challenged 
salesmen in this trade for many 
years. Of course, it was of little 
importance during the immediate 
postwar years when there was a 
shortage of new cars and a waiting 
list of customers. 

Now with the reduced produc- 
tion, the technique we use in an- 
swering the question, “How much 
for my used car?” is going to de- 
terminine the difference between 
profit and loss in 1952. Selling a 
fair used-car allowance is going to 
be essential even though the lim- 
ited production creates a shortage 
of cars. 

If a shortage of cars develops 
in the selling season, we can no 
longer take the attitude to the 
customer of “Take it or leave it.” 
We must establish goodwill with 
each customer. If a shortage de- 
velops, it will be more important 
than ever to sell the fairness of 
our allowances. Failure to use 
care in explaining the used-car 
allowance during the postwar 
period was perhaps the major 
cause of the shocking public atti- 
tude toward automobile dealers 
as reported in the recent Roper 
Survey. 

If there are plenty of cars, com- 
petition will be keen. I believe there 
will be plenty of cars. We will then 
face the critical necessity of selling 
the fairness of our used-car allow- 
ances, if we are going to move cars 
at a profit in a competitive market. 

* . * 


Must Be Liked 


F yew through the years there has 

never been adequate sales help 
on this vital point—selling a fair 
used-car allowance. There has been 
plenty of material on selling the 
new cars on the basis of selling one 
make of new car against the other 
—selling by comparison. This sales 
training has taken the form of 
manuals, specification books and 
material for daily sales meetings. 
But there has been a woeful lack 
of material to help improve or 
strengthen the fulcrum on which 
the profitable sale of all new cars 


Plans Under Way 
For Louisiana’s 
Parley March 10-11 


NEW ORLEANS.—The Louisiana 
Automobile Dealers Assn. has an- 
nounced that plans are well under 
way for the 15th annual convention 
to be held at the Jung hotel, March 
10-11. 


Early enrolment for the conven- 
tion was advised. Registration 
blanks will be mailed to dealers 
shortly, the association said. 


J. A. Paretti, association presi- 
dent, said that a nationally known 
speaker will be featured, along with 
entertainment and a ladies’ pro- 
gram. Mike Persia has been named 
chairman of the _ entertainment 
committee. 


This year’s exhibit section is more 
than twice as large as last year’s, 
and half of the space already has 
been sold to national companies, 
the association said. 
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By John O. Munn 





rest—selling a fair used-car allow- 
ance, 

As many column readers know, 
just before the Korean War, I 
published a book entitled, “A 
Guide to Automobile Selling.” 
Many thousands of dealers and 
salesmen have since testified to 
its effectiveness. I am told it is 
the only treatise that adequately 
covers this particular subject of 
selling used-car allowances to 
the customer. It is the result of 
40 years’ experience in this field 
and careful observations of the 
methods that have been success- 
fully utilized to overcome this 
hazard. 


The original text comprised 75,000 
words but I revised, perfected and 
reduced it to 25,000 words so that 
each sentence and paragraph would 
be helpful. 

It seems to me that before we 
can solve any merchandising prob- 
lem satisfactorily the salesman, 
himself must establish confidence 
in the customer. He must be liked. 
So the first one-third of the volume 
is devoted to methods and tech- 
niques by which a salesman can 
develop and establish the confi- 
dence of a clientele. 

- * + 


Selling the Dealer 


URTHERMORE, the successful 

selling of a fair used-car allow- 
ance depends upon ability to sell 
the importance of the dealer to the 
prospect. Dealers are in close com- 
petition. If their selling canvass is 
limited to extolling the virtues of 
the new car, then the dealer is sell- 
ing a car for the dealer who sells 
the same make of car who may be 
located as close as across the street. 
But never is this competitive dealer 
more than a few miles away. Al- 
ways a short distance for one who 
travels by automobile and will drive 
miles for a longer used-car allow- 
ance. 

But a dealer isn’t merely selling 
an automobile, new or used. He is 
selling the use of that car. A given 
car is worth more when delivered 
by certain dealers than by others. 
So we must get the story over to 
the customer of the importance of 
the dealer’s contribution in the de- 
livery of what the customer really 
buys—satisfactory miles of trans- 
portation. Only by telling the dealer 
story can we stop people from 
shopping for long used-car allow- 
ances. We must get more people 
to understand and realize the im- 
portance of taking delivery from a 
dealer who operates on high stand- 
ards, with the policy whereby inter- 
est in the customer is first. So one- 
third of the book is devoted to tech- 
nique and methods of selling the 
dealer. 

When confidence in the sales- 
man and dealer has been estab- 
lished, then the amount of used- 
car allowance becomes’ mini- 
mized. But even that is not al- 
ways enough to convert new-car 

sales into profitable deals. There- 
fore, the last portion of the book 
gives definite methods for suc- 
cessfully selling a fair used-car 
allowance to the customer. All of 
us at the first of the year take 
an inventory of our physical as- 
sets. It seems now, as we return 
to competitive selling, that we 
should take inventory of our per- 
sonal assets to see whether we 
are prepared to meet the needs 
of a competitive market. One 
thing is certain this year. We 
will have fewer cars to sell. Ex- 
penses are increasing, and we 
must retrieve our loss in volume 
by a more proficient method of 
selling a fair used-car allowance. 
The only way to maintain profit, 
of course, is to strive to recover 
full gross markup on each and 
every sale. 

You will find copies of “A Guide 
to Automobile Selling” in most 
libraries. Your favorite bookstore 
stocks it or can order for you. Or, 
if you will send a check to me in 
care of AUTOMOTIVE NEws, we will 
see that one is immediately dis- 
patched to you. The price is $3.50 





@ copy. 


|Retail Reported ‘Just Fair’ 





Used-Cars Strong at Wholesale 


By Bob Gordon 
| Associate Editor 
Bp agen = prices and sales at 
| the wholesale level are still 
moving along at a very good clip, 
| but retail sales in most areas are 
| just “so-so,” reports indicate. 
Dealer optimism about spring 
business prospects is believed 
chiefly responsible for the im- 
provement in the wholesale mar- 


dealers are buying to replenish 
| depleted stocks. 
| Current retail sales of used cars, 
| while up from the low levels of 
December, are still none too good. 
| Prices at the retail level are gen- 
| erally steady. 
* * * 

hr erent was a very slight decline 
last week in Automotive News’ 
| overall average of used-car whole- 





Dealer Association Managers 


Here is a view of the semi-annual meeting of Automobile Trade Assn. Managers in 
conjunction with the annual NADA convention. The meeting was attended by repre- 
sentatives of trade Associations and their guests, and was headed by Association 
President Ed Cleary, of Chicago. Cleary is standing on platform. 


By Ed Brown 
Staff Correspondent 

NEW YORK.—In a resolution 
aimed at restrictive government 
controls, Automotive Trade Assn. 
Managers threw its full weight be- 
hind the activities of NADA in the 
fight to prevent enactment of any 
further harmful legislation to re- 
strict the business operations of 
the auto dealer. 

R. D. McKay, president of NADA, 
characterized the dealer as the gov- 
ernment’s “whipping boy.” 

At the ATAM meeting, the 
managers passed the resolution 
which called upon everyone con- 
cerned to assist in every possible 
manner in the battle against 
harmful legislation being pro- 
posed in Washington. This in- 
cludes working with the Public 
Relations Committee of NADA 
in every aspect of its struggle. 

Ed Cleary, president of ATAM, 
said that he and all ATAM mem- 
bers were seriously concerned over 
the restrictive legislation which has 
been passed and which is being pro- 
posed to the new Congress. He con- 
tinued that under existing terms of 
Regulation W, and all the complex 
rules and regulations of the OPS, 
a real “selling job” will have to be 
done by all auto dealers this year, 
in order to dispose of the 4,000,000 


and government authorities. 


ATAM passed another resolution 
calling upon NADA to approach 


relieve the difficulties being ex- 
perienced by some dealers in regard 
to transportation charge increases. 
NADA is further requested to seek 
a definition explaining the distinc- 
tion between the retailer and the 
distributor. 


The program of the ATAM 
meeting also included discussions 


Greensboro (N.C.) Dealers 


Elect Stewart President 


GREENSBORO, N. C. —S. IL 
Stewart, president of Stewart Mo- 
tors, Inc., is the new president of 
the Greensboro Automobile Deal- 
ers Assn. 

H. Y. Ingram, Ingram Motor Co., 
was elected vice-president, and 
Paul Brown, Gate City Motor Co., 








secretary-treasurer. 





cars promised by manufacturers | | 


OPS administrators in an effort to} | 





Meet— 


ATAM Calls for Crusade 
Against Adverse Bills 


on safety, unions, salvage, scrap- 

page, junker campaigns and a 
general roundtable session on 
where to hold the next ATAM 
meeting. 

Emanuel Razo, general manager 
of the Mexican Automotive Trade 
Assn., who joined ATAM in 1946, 
repeated his long-standing invita- 
tion to the association to hold the 
next meeting in Mexico City. 

However, after many counter- 
proposals and amendments, it was 
decided to hold the next meeting 
somewhere in Cook county, IIl., the 
end of July. 


Strickland Heads 


Indianapolis Assn. 


INDIANAPOLIS.—The Indianap- 
olis Automobile Trade Assn. has 
elected James D. Strickland (Lin- 
coln-Mercury), its president. 

Other officers named were: E. W. 
Tobey, vice-president; Bernard T. 
Gates jr., secretary, and Walter C. 
Hiser, treasurer. 

The directors are: Gale R. Fletch- 
er, LeRoy C. Gale and Sam Wolf. 
Thomas E. Hanika remains general 
manager. 





| from the preceding week’s level to 
| an average of $836. 

Actually the decline was brought 
| about by weaker prices for three 
| year-models—'48s, °47 and ‘41s. 
| The rest of the list either stayed 
| even or gained over the previous 
| week. 

| Accompanying the drop in prices 
|was a decline in the percentage 
|of units sold at auction. Sales at 


ket, although in many instances | sale prices. The index slipped $2 | cight widely separated auctions last 


week averaged 70 percent of en- 
tries, against 78 percent at the same 
auctions the week previous. 

Although the sales percentage 
was below the exceptionally high 
level of the preceding week, it was 
still a healthy 70 percent. The aver- 
age hovered close to 60 percent 
through most of December and the 
early part of January. 

* * * 
Fp oaban the drop in sales per- 
centage last week, most auc- 
tion operators reported continued 
confidence on the part of them- 
selves and their customers. 

“Firm prices” and a “good de- 
mand” for cars were reported by 
the Ebensburg (Pa.) sale, while the 
auction in Danville, Va., reported 
the “market improving nicely.” 

“Little change in the price 
spread from the previous week” 
was the report of E. M. Stafford, 
Inc., Charlotte, N. C., although it 
was noted there is a “real demand 
for sharp pieces.” 

Jack Layton and Harold Henry, 
Denver auction operators, said 
prices were up and demand was 
very good. The market at the Ama- 
rillo (Tex.) sale was described as 
“very good for late models” with 
“plenty of buyers.” 

a 2 

pee GREINER, who operates 

sales in Cleveland and Toledo, 
also reported “lots of buyers.” 
Greiner added that “prices are up 
on clean cars and steady on aver- 
age to rough units” even though 
“dealers say retail business is 
poor.” 

The Lebanon Auto Auction in 
N. Plainfield, N. J., reported a 
“brisk sale with prices up, re- 
flecting excellent retail business 
locally.” 

Tim Anspach said prices were up 
for the third time in six weeks at 
his Albany (N. Y.) sale, although, 
he added, the most recent increase 
was uneven and powered mainly by 
higher prices for ’51 models. 

There were some bright spots on 
the retail front, despite the fact 
that most dealers were not finding 
much to brag about as far as used- 
car volume was concerned. 
* So os 


USINESS was improved in 
Pittsburgh, several dealers re- 
ported, and there has been an up- 
ward trend developing in Cleveland. 
Used-car sales in Cleveland to- 
taled 1,949 units in the week 
ended Jan. 25. It was the fourth 
straight week in which sales in- 
creased and was also the highest 
weekly total in over two months. 
Even in areas where unemploy- 
ment has been a problem, such as 
Detroit, Toledo and New York, 
there has been some slight im- 
provement, although dealers’ in 
those areas report the market is 





still slow. 





J 
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are Sam Wolf, secretary; Ted Spooner, 





retiring president. 


Heading Columbus (O.) Dealers for 1952— 


The annual meeting of the Columbus Automobile Dealers Assn., held in January, 
elected officers for 1952. Edgar G. Planck was named president. Seated, left to right, 





treasurer; Neil Rush, vice-president, and 


Ed Planck. Standing are John B. Barton, executive secretary, and James lL. Saeger, 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
™ the dealers on every used vehicle accepted in partial payment for a new 
A car or truck. § 3. Every dollar of gasoline tax collected state or federal 
governments applied to the building and maintenance of highways. § 4. The 
elimination of government and bureaucratic controls over this industry. 
15. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


AUTOMOTIVE 
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Capsule Comment | 


Latest statistics on scrappage of autos show that, if the 
federal government’s contemplated cutback in new-car out- 
put this year is carried through, America’s vital personal 
transportation pool will be reduced below 1951 levels. 


In this age of America’s dependence on auto wheels, 
that could be national suicide. 


te 


According to reports from Washington, defense - produc- 
tion officials are now planning to spread their military pro- 
gram out over several more years, thereby releasing critical 
materials for current civilian output. 


In an election year—and at a time when defense pro- 
duction is bogged down anyway—that seems like the 
only sensible (and political) thing to do. 





Numerous state and local dealer associations recently have 
set up public relations committees, at the suggestion of | 
NADA whose survey showed a “shocking” public attitude | 
toward auto dealers. 

So far, well done. But just appointing a committee 
won’t solve the problem. 
a - 


American Automobile Assn. is celebrating its 50th anni- 
versary this year with several commemorative events. 


Congratulations to a pioneer organization which has 

done much for America’s motorists. 
py * * 

Various proposals have been made, at state and national 
levels, to hike unemployment benefits to workers idled by 
the shift from civilian to defense production. In at least one 
os. the increase would give idled workers about $60 per 
week. 

We have no quarrel with efforts to ease the plight of 
the innocent jobless, but we don’t believe it should be 
made profitable for a worker to remain unemployed. 

% ok * 


Activities at the nation’s wholesale used-car auctions re- 
cently indicate renewed interest by new and used-car dealers. 
Harbinger of spring? Or contemplated shortage of 


ears this year? 
* * * 


From current trends in new-car sales, it appears those 
cities holding auto shows this spring really had fore- 
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Female Anxieties 








Discussing female anxieties, 
Dr. Earl O. G. Schmitt, of San 
Jose, Calif., says: 

“I have a firm conviction 
that more nervous women are 
created over the bridge table 
than over the wash tub.” 

* of 5 

“The people who thought | 
they had money to burn are 
now sifting the ashes.”’—Garry 
Moore, on high prices and 
tazes. 








DON'T CALL THIS GAR 
A. "DEATH WEAPON." 
THERE'S THE WEAPON. 
TAKE A LOOK. 








* * * 


Huh? 


“This is your country, as well 
as mine. I have not given up 
the idea of advice from practical 
newsmen.” — President Truman. 

* * x 


Labor Willing 


“Labor is prepared to accept 
wage controls but only as a 
part of an overall economic 
stabilization program that ef- 
fectively controls the cost of 
living and places an equal re- 
sponsibility for economic stabi- 
lization on all segments of our 
population.”—Walter P. Reu- 
ther, UAW president. 


* * * 


Most Terrible 


“Of all forms of tyranny over 
the mind, none is more terrible 
than fear.”’—Paul C. Hoffman, 
speaking before a _ luncheon 
meeting of the Automobile Old 
Timers in San Francisco. 
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“Television is the greatest 


Vital to Defense 
thing since sliced bread.” — Calls Auto 


wore 

CoMEDIAN Rep SKELTON. og: cwcntish stomatile ranpor- I 
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‘Nobody Notices’ 


Columnist Bennett Cerf quotes 
a government worker in Wash- 
ington as telling the story of 
two lions who escaped from the 
zoo and who didn’t meet again 


RANKS WITH 





THAT, AS ARISTOPHENES 
SAID TO THE EPHESIANS, 


"GREEN AINT RED” 


SOME NEW CARS WILL HAVE 
"ASSIST STEERING Hews /TEm 


. WADOAYA, MEAN 
ASSIST STEERING"? 




















for three months. By that time 
one was sleek and overfed, the 








other on the verge of starvation. 
The unfortunate lion whined: 





—— Letterbox 


“I never saw you looking so 
well in your life. What on 
earth have you found to eat?” 

Said the other: “S-s-sh! I’ve 
holed up in the Pentagon Build- 
ing. Eat a general and admiral 
or two every day. So far nobody 
seems to have noticed it.” 

* * * 


readers, 


used, if you so request. 





‘Friendly Pickets ..... 


This is an open forum for the discussion of any subject of interest to our 
and your letters are welcomed. 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 


No attention is given to unsigned 








Salesmen’s Union 

The letter from Mr. Rohan in 
your Dec. 10 issue and the ensuing 
reply were highly enjoyable. 

Mr. Rohan’s letter was comical 
in its treatment of actual condi- 
tions in Seattle. The reply was a 
masterpiece of understatement. 


No one mentioned the exhorbi- 
tant fee of $125 extracted by the 
union for initiation, nor the monthly 
dues and assessments which now 
total approximately $16 per month. 
For this, the salesman is entitled 
to a job on a commission basis, 
with a guarantee of $125 per 
month. What self-respecting sales- 
man would be satisfied with that 
much per week? 

Another benefit widely heralded 
by the union is the fact that sales- 
men are protected against “house 
deals.” It is a well known fact, 
however, that while persecuting 
some dealers on that point, the 
union leaders look the other way 
for a favored few... 

In the “name withheld” reply, it 
was stated that no dealer in Seattle 
dared defy the powerful Auto 
Salesman’s Union. That is incor- 
rect. There is one dealer in Seattle 
who still believes in free enterprise 


Pedestrian Predicament 


Since 20 of the 26 persons 
killed in Detroit auto accidents 
in December were pedestrians, 
the record starkly illustrates 
that the person afoot is Detroit’s 
greatest accident problem.”’—In- 
spector Donald Quinn, head of 
the Detroit Accident Prevention 


Bureau. 
* *” x 


Pace of Progress 


“More material progress has 
been made during the past 150 
years under the American sys- 
tem of business enterprise than 
during all the preceding cen- 
turies in world history. This 
record of achievement is a 
challenge to those who would 
radically change that system.” 
—Dr. Karl T. Compton, noted 
educator, recently named a 
GM director. 

* 


* * 


Farming a Dollar 

“Farming has a challenge you 
can’t find on Wall Street. What 
financier ever raised a dollar 
that didn’t look like any other 
dollar?”—W. Alton Jones, presi- 
dent of Cities Service Corp., and 
a director of Chrysler Corp. 











sight. 





10 Years Ago... 


The Big Story 


Leon Henderson, OPA chief, has announced that undelivered new 
cars, or those ordered before Jan. 1, will get first consideration under 
the new U. S. rationing order. Dealers must produce bonafide proof, 
records or cancelled checks, that the sale was consummated before 
the first day of the year .. . The auto industry war orders totaled 
more than $8,000,000,000, it was announced by Ernest Kanzler, czar 
of converting the auto industry into war production. 

—From the files of Automotive News. 





and who has the courage of his 
convictions. For almost three years 
union pickets 
front of Wockner Pontiac, owned 
by E. R. Wockner. 


have paraded in 


Despite the pickets, and in the 


face of a costly publicity campaign 
by the union, and a vicious whis- 
pering campaign of slander and 
character assassination, Mr. Wock- 
ner’s business has grown and pros- 
pered. 


It can be done—ALL it takes is 


the guts.—D. M. Warters, Seattle. 


Epitor’s Note: A sample Wock- 


ner ad appears below: 





140—AUTOS FOR SALE 











SEE 


WOCKNER 


SEATTLE'S 100%, 


Outstanding 
Dealer 
With Friendly 


SALESMEN AND 
PICKETS 


To Greet You 


DRIVE THE NEW 


"52 


PONTIAC 
Dual Range Drive 
OPEN SAT. AND 
Sun. 
With Finer 
Guaranteed Used 
Cars 


4724 
Roosevelt Way 


VE. 3100 
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The meaningest man in town 


A “diplomat” clears his throat deep inside the Kremlin...and in 
Downing Street and along Pennsylvania Avenue, desks rattle. Why? 


A “statesman” throws his hat into the ring. Why? An indifferent radio 
comedian becomes a rage television comic. Why? A college changes 
its curriculum. Why? A labor union changes its philosophy. Why? 


Why? Why? Why? What does it all mean? What does it mean to you? 
That’s the big question that prods us, these restless and uneasy days, 
every time we pick up our newspaper. 


It’s the big question, too, that prods Lester Markel and his staff. And 
in the more than 25 years Lester Markel has been Sunday Editor of 
The New York Times, he has probably done more to answer it for anx- 
ious newspaper readers than any other editor in the country. 


To Lester Markel and his staff, putting themselves in the reader’s place, 
the bare facts of the news, lacking background and interpretation, are 
meaningless. Background gives the news shape and form; interpreta- 
tion gives it dimension and perspective. Both tie the loose ends of the 
news together to give it meaning and significance. 


Animated by this spirit, Lester Markel and his staff have helped make 
the Sunday Times a unique institution in world journalism. Stressing 


news background, The Times Magazine has become one of the most 
important U.S. magazines. Stressing news interpretation, the Review 
of the Week Section has developed into one of the most carefully read 
newsreviews. The Times Book Review is today probably the leading 
U.S. literary publication. The Arts Section is a must for everyone 
concerned with the theatre, the movies, music, art, the dance, radio, 
and television. 

Every day of the week, The New York Times is different from any 
other newspaper you know. It is alert, vigorous, interesting. It has the 
largest staff. Its editors, reporters and correspondents, men and women 
of many and varied skills and talents, are always restless until the 
reader is informed. And The Times informs readers with more news 
than any other source. 

* And when readers get more out of a medium, advertisers get more, 
too. That’s why, for 33 years, advertisers have made The Times their 
first medium in everybody’s first market. There’s a lot about today’s 
Times you ought to know. When may we tell you? 


Che New York Cimes 


“ALL THE NEWS THAT’S FIT TO PRINT 


6 


AUTOMOTIVE NEWS, 


FEBRUARY 


4, 1952 








Toledo Also Stirred ™ Layoffs... 





Detroit Wins Pledge 
Of Boost in Jobs 


By Mac Gordon 


Associate Editor 


headed for a successful windup 
Thursday after a special U. S. “task 
force” left town saturated with la- 
bor and industry solutions for the 
layoff situation. 

Sperry President R. E. Gillmor, 
head of the investigating group, 
promised prompt action toward 
relocating new defense contracts 
in the Detroit area, where unem- 
ployment has decreased to 105,000 
because of new-model resump- 
tions. 

Gillmor, NPA Aide Courtney 
Johnston and other members of the 
“task force” heard renewed appeals 
for more materials allocations to 
the automotive industry in the sec- 
ond and third quarters. 

The “task force” heard Michi- 
gan’s Gov. Williams report unem- 
ployment of 158,000 in the state, 
with 105,000 in Detroit. Proposed 
second quarter automotive cutbacks 
would raise the Michigan jobless 
total to 225,000 it was estimated. 

* * + 

N TOLEDO, uncertainty over 

continued employment was be- 
lieved to have defeated a call for 
a strike at Spicer Mfg. division of 
the Dana Corp. 

The company is an important 
manufacturer of gears, axles and 
transmissions for automobiles. 

Frank Szewczykowski, chair- 
man of Spicer unit of Local 12, 
UAW-CIO, said he thought uncer- 
tainty about reported cutbacks in 
automobile manufacturing in the 
coming year caused enough work- 
ers to vote against a strike to 
kill the issue. 

Only about 600 of the unit’s 2,700 
members showed up for the vote, 
and only 60 percent of this number 
voted for the walkout, he said. 

The shop committee asked for a 
strike vote to enforce demands for 
settlements of grievances. 

= aa > 

| Palade unemployment in 

several Toledo plants manufac- 
turing automotive equipment was 
predicted by a NPA specialist un- 
less defense contracts are granted 
to make up for cuts in materials 
allocations. 

Dale Good, of the NPA labor 
office, Washington, said this un- 
employment might occur by 
spring unless some way is found 
to make up for cuts in copper and 
aluminum and their alloys to the 


plants. 

He said 21 northwestern Ohio 
firms have been marked for less 
than 35 percent of the copper and 
aluminum needs for civilian pro- 
duction during the second quarter 
of 1952. 


Toledo industries affected, he 





Jack & Heintz Reports 


Tank Starter Order 


CLEVELAND.—Jack & Heintz, 
Inc., has reported an order totaling 
$462,977 from Continental Motors 
Corp. for tank engine starters. 

The order calls for delivery of 
the same type starters now being 
used on the General Patton and 
Walker Bulldog tanks. Continental 
is an engine supplier for Cadillac 
in the tank building program. 


| said, 
|tric Auto-Lite Co. and Dura, 
Dt ey hunt for more jobs| Po 





included DeVilbiss Co., Elec- 


D goceny labor developments last 
week were highlighted by the 
settlement of the contract dispute 
between Midwestern truckers and 
the AFL Teamsters union. The 
agreement averted a strike slated 
for Feb. 1. Wage raises ranged from 
15 to 19 cents an hour, and truckers 
agreed to reduce the working week 
from 45 to 40 hours in nine months. 
The NLRB ordered a collective- 
bargaining election this month 
for auto salesmen employed by 
members of the Tacoma (Wash.) 
Automobile Dealers Assn. On the 
ballot will be the AFL Teamsters, 
AFL Retail Clerks or “no union.” 

Combined forces of the AFL 
Teamsters and Machinists van- 
quished the CIO Retail Store union 
in an election at Hauser Nash Sales, 
Inc., Chicago. The AFL unions got 
20 votes to the CIO’s six votes. 

The NLRB ordered Herrall- 
Owens Co., Salem, Ore., to bargain 
collectively with the Machinists 
union. 

NLRB Trial Examiner John Lew- 
is, after hearing a complaint in a 
mechanic’s strike which started 
last June, recommended that States 
Motor Co., Bristol, Tenn., cease and 
desist from opposing the Machin- 
ists union’s moves to sign up em- 
ployes. The IAM has also been 
striking against Bristol Lincoln- 
Mercury Sales, 








Dodge Dealer Advisory Conference for 1952— 


Twenty-eight Dodge dealers, representing approximately 4,100 Dodge dealers in the nation, 
elect officers, form committees, and dicuss business conditions. Left to right, sitting, are: Albert Hill, Lawrence, Mass.; James A. 


Mason, Ferndale, Mich., 


met in Detroit in January to 


vice-chairman of the conference; D. G. Kelley, Grand Forks, N. D.; E. C. Dock, general sales manager 


of Dodge; C. M. Bishop, New York, national chairman; L. J. Ouellette, director of the conference; Jack Hutchins, San Jose, 
Calif., recording secretary; Clell S. Forsythe, Syracuse, N. Y., and S. T. Atkinson sr., Charlotte, N. C. Second row: Howard 


Koehn, Danville, Ill.; 


Ralph L. Fry, Pocatello, Id.; R. L. Bollinger, Lakeview, Mich.; 
H. D. Wetzel, Springfield, Mo.; Frederick M. Sutter, Columbus, Ind; Eddie Nelson, Huntington Park, Calif.; 


Edward Fisher jr., Collingswood, N. J.; 
Ben S. Handler, Cedar 


Rapids, Ia.; A. Blair Antrim, Roanoke, Va.; Fred J. Dose, Brooklyn, N. Y., and Tag Galyean, Charleston, W. Va. Back row: 


H. E. Johnson, Youngstown, O.; C. A. Pinney jr., El Centro, Calif.; 
L. F. Dockum, Oklahoma City; C. K. Davis, Sherman, Tex.; William H. Sadler, Little Rock, Ark.; W. T. 


C. Pendarvis, Tampa, Fla. 


Hopkins, Wheeling, W. Va.; 
Ryan, Fort Worth, Tex., and I. 


Oliver Joseph, Belleville, Ill.; 


J. W. Hills, Carroll, ta.; E. B. 


Officers Named by Dodge Council 


DETROIT. — C. M. Bishop, New 
York, was reelected last week as 
chairman of the Dodge Dealer Ad- 
visory Conference-for 1952. 

James A. Mason, Ferndale, Mich., 
was elected vice-chairman; Jack 
Hutchins, San Jose, Calif. was 
elected recording secretary, and D. 
G. Kelly, Grand Forks, N. D., was 








Used-Car Bulletin from Detroit .. . 





Jan. 30 


(Market continued very active. Sold 
101 units out of 145 offerings.) 
BUICK—’'50 RM 4-dr., $1,575*; 
4-dr,, $1,240; Super 4-dr., 
"49 Super 4- ar., $1,040. 
$910; 4-dr., $870; Super 2-dr., 

CADILLAC — ’48 (62) 4-dr., $1,690*. 
’47 (60) Special 4-dr., $1,075*; (61) 
club coupe, $1,005*. 

CHEVROLET — ‘51 SL Deluxe 2-dr., 
$1,610*, $1,530. '50 FL Deluxe 2-dr., 
$1,105. °49 SL Deluxe 2-dr., $925. 
"48 SM club coupe, oe FL aero- 
sedan, $830. 47 club coupe, 
$710; 2-dr., $700; OM 4-dr., $620. 
46 SM 2-dr., $515. 

DODGE — ’50 Wayfarer 2-dr., $1,055; 
Coronet 4-dr., $1,305. ‘49 Wayfarer 
2-dr., $970. ‘'47 Deluxe 2-dr., $600; 
Custom club coupe, $775. 


FORD—’51 Custom (8) club coupe, $1,- 
620; Crestliner, $1,625; Victoria, $1,- 
850*, $1,810. ‘50 Deluxe (8) 2-dr., 
$1, 040; Custom (6) 2-dr., $1,060. °'49 
Custom (8) 2-dr., $975; Deluxe (8) 
2-dr., $840, $795; club coupe, $810; 
Custom (6) 2-dr., $805. ‘48 Deluxe 
(8) 4-dr., $700; 2-dr., $675 

KAISER—’51 2-dr., $1,300, $1,265. 

MERCURY—’51 4-dr., $1,670*, ’50 club 
coupe, $1,360. ‘49 4-dr., $1,030*. 

OLDSMOBILE — ‘48 (98) club sedan, 
$1,035*, $930*; 4-dr., $1,030*. °47 
(98) 2-dr., $500*. °46 (76) 2-dr., 


$455. 

PLYMOUTH—’50 Deluxe 2-dr., $900; 
SD 4-dr., $1,200; club coupe, $1,165. 
48 SD 4-dr., $760, $710. '’47 SD 


Special 


4-dr., $610; Deluxe 4-dr. $515, 
PONTIAC— 50 Chieftain (8) 4-dr., $1,- 
425 sedan coupe, $1,450*; SL (8) 
+ $1,350, $1,285. '49 SL (8) 
2-dr., $1,250*. ‘48 (8) sedan coupe, 
$960*; 4-dr., $810; (6) 4-dr., $875". 
’47 (8) club coupe, $665; 2-dr., $690; 


conv., $630. 
STUDEBAKER — '50 Champion 2-dr., 
$1,230*; club coupe, $1,040. 





Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday) 





*Indicates automatic transmission or overdrive, 


Other Auction reports are on Pages 38, 39 


Jan. 23 
(High level of activity indicated a 
decided upturn. Prices were strong 
with increases ranging from $25 to 
$50 over previous week. Sold 95 units 
out of 124 offerings.) 

BUICK—’50 Super 4-dr., $1,625*. °49 
Special 4-dr., $1,060; RM 2-dr., $1,- 
225; Super 4-dr., $1,190*, $1,150. °47 
Super 2-dr., $725, $675; RM 4-dr., 

00. 


$6 
CHEVROLET — ’51 SL Deluxe 4-dr., 
$1,580*; FL Special 2-dr., $1,390. '50 


SL Deluxe 2-dr., $1, 230°; Bel-Air, 
$1,525*, °49 SL ‘Deluxe club coupe, 
$1,005; suburban carryall, $780. °46 
SM 4- ar. 51 

CHRYSLER—’48 Windsor conv., $800. 
’46 Windsor 4-dr., $645. 

DeSOTO—’ 49 Custom aie coupe, $1,- 
270; 4-dr., $1,255, $1, 

DODGE—'50 Coronet a ‘coupe, $1,- 
415; 4-dr., $1,395. °49 Meadowbrook 
4-dr., $1, 650; Wayfarer 2-dr., $980. 

FORD—'51 Victoria, $1,950; Deluxe (6) 

2-dr., $1,260. °50 Custom (8) 2-dr., 

$1,025. 


$1,190; Deluxe (6) 2-dr., 


HUDSON—’48 Super (8) 2-dr., $755. 
KAISER — ’51 4-dr., $1,185*, $1,175; 
Henry J (4) 2-dr., $780. 


LINCOLN—’49 club coupe, $1,125*. 
MERCURY — '51 club coupe, $1,755*; 
4-dr., *50 club coupe, $1,230. 


‘49 4-dr. $1,055*, $1,035, $1,010, 
$975; club coupe, $1, 040. 

NASH — '51 Statesman 4-dr., $1,410*. 
"49 (600) bs dr., $830. °48 (600) club 
coupe, $750 

OLDSMOBILE—’ 51 (98) 4-dr., $2,300°. 
’50 (88) 4-dr., $1,700*; 4-dr., $1,500*. 
"49 (76) club coupe, $1,110, $1,000; 
4-dr., $1,125*. °46 (66) 4-dr., $550. 

PACKARD — ‘49 4-dr., $1,060; club 
coupe, $870. °48 4-dr., $725. 

PLYMOUTH—’50 SD club coupe, $1,- 
150; Deluxe 2-dr., $955. '49 SD 4-dr., 
$960; Deluxe 4-dr., $775. °48 SD 
4-dr., $725. °'46 SD 2-dr., $525; De- 
luxe '4- dr., $520. 

PONTIAC—'51 Chieftain (8) 4-dr., $1,- 
860*; 2-dr., $1,845* 














Paper Honors NADA— 


The N. Y. Journal-American paid tribute last week to NADA by stopping its presses 


to replate page 1 with NADA convention news edited by Wallace M. Hughes, the 
Ray Chamberlain (right), convention manager, displays the 
paper to J. Saxton Lloyd (left), new NADA president, and R. D. McKay, immediate past 


Journal's auto editor. 


president. 





Riley Takes Over 
Ford Dealer Job 


DEARBORN.—Harley F. Riley 
has been appointed director of the 
dealer development office of Ford’s 
sales and advertising staff, Walker 
A. Williams, sales and advertising 
vice-president, announced last week. 

Riley succeeds Robert R. Nadal, 
who also has been serving as gen- 
eral sales assistant on the sales and 
advertising staff. The change will 
permit Nadal to devote his full ef- 
fort as general sales assistant, Wil- 
liams said. 

Riley joined Ford in 1950 and has 
been in charge of all field opera- 
tions of the dealer development 
office. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 





reelected chairman of the public 
relations committee. 

These four national officers, to- 
gether with Clell S. Forsythe, Syra- 
cuse, N. Y., comprise the national 
executive committee. L. J. Ouellette 
serves as director of the confer- 
ence. 

Following the election of national 
officers, the following committees 
were appointed: 

Public relations—Kelly; S. T. 
Atkinson sr., Charlotte, N. C.; 
Albert Hill, Lawrence, Mass.; W. 
T. Ryan, Fort Worth, Tex., and 
R. L. Fry, Pocatello, Ida. 

Vehicle service and maintenance 
—R. L. Bollinger, Lakeview, Mich., 
chairman; L. F. Dockum, Oklahoma 
City; I. C. Pendarvis, Tampa; C. A. 
Pinney jr., El Centro, Calif., and 
E. B. Hopkins, Wheeling, W. Va. 

Business management, reporting 
and accounting — Eddie Nelson, 
Huntington Park, Calif., chairman; 
Tag Galyean, Charleston, W. Va. 
Fred Dose, Brooklyn; Howard D. 
Wetzel, Springfield, Mo., and H. E. 
Johnson, Youngstown, O. 

Advertising and merchandising— 
Oliver C. Joseph, Belleville, IL, 
chairman; J. W. Hills, Carroll, Ia.; 
A. Blair Antrim, Roanoke, Va.; Ben 
S. Handler, Cedar Rapids, Ia., and 
Forsythe. 

Dealer-factory relations—C. K. 





Barnes Heads Up 
Montgorery Assn. 


MONTGOMERY, Ala. — Tom 
Barnes, of Tom Barnes Lincoln- 
Mercury, has been elected presi- 
dent of the Mont- 
gomery Automo- 
bile and Truck 
Dealers Assn. for 
the coming year. 

In the _ auto 
business since 
1934, Barnes pur- 
chased the Lin- 
coln - Mercury 
dealership, then 
operating under 
the name of W. 
Cleve Stokes, in 





Tom Barnes 


1950. 

Ben M. Wilbanks, Nash dealer, 
was named vice-president, and 
Frank Armour, of General Truck 
Sales, secretary-treasurer. 





Davis, Sherman, Tex., chairman; 
Howard B. Koehn, Danville, IL; 
Edward Fisher jr., Collingswood, 
N. J.; William H. Sadler, Little 

Rock, Ark., and F. M. Sutter, 
Columbus, Ind. 

Resolutions—H. E. Johnson, 
Youngstown, O., chairman; S. T. 
Atkinson sr., Charlotte, N. C., and 
F. M. Sutter, Columbus, Ind. 


* * * 


Babcock (Packard) Dies 


At Council Parley 

DETROIT.—John R. Babcock, 
Packard dealer in Spokane, Wash., 
died here Jan. 25. Mr. Babcock suf- 
fered a heart attack while attend- 
ing a factory-dealer council meet- 
ing at the Packard factory offices, 
and died enroute to a hospital. He 
was representing Packard dealers 
in the Portland (Ore.) zone. 





‘|NPA Holds Up 


Fisher Machine 


Tool Contract 


WASHINGTON.—NPA held up a 
$69,000,000 Fisher Body division 
machine tool contract last week be- 
cause of Air Force revisions of jet 
engine requirements, it was admit- 
ted by Henry H. Fowler, NPA 
chief. 

The contract called for Fisher 
Body to build 757 vertical turret 
lathes and was a subcontract from 
Bullard Machine Co., Bridgeport, 
Conn. 

Whether the contract will be per- 
manently revoked won’t be decided 
until a meeting of the Munitions 
Board and other defense agencies 
on Feb. 6, Fowler said. 

Whatever the decision at that 
time, Fowler said, Fisher Body 
facilities will still be used for ma- 
chine tool production. If the com- 
pany does not build Bullards, it 
will produce some other machine, 
he said. 

Both Fowler and Manly Fleisch- 
mann, DPA chief, denied any 
knowledge of reports that the con- 
tract had been suspended because 
of objections by the Bullard com- 
pany over the entrance of the auto 
company into its specialized field 





Top NADA Committee— 





This view shows the executive committee of NADA in session before the convention 
started. From left to right are William Mallon, Lloyd Morton, H. A. Crockard, George 
Ziesmer, Mead Norton, Turner Summers, J. Saxton Lloyd, R. D. McKay, Fred Sutter, 
M. Robert Deo, Foster M. Talbott, R. S. Abbott, Fred L. Haller and C. C. Freed. 
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[f'wo Chevrolet Dealers Linked . . . 





Ark. Fleet Car Deals Probed 


LITTLE ROCK, Ark.—An Arkan- signed by Brown. However, he said, | Baker made a gross profit of about 
is highway department probe here | he could find no record that the|$700 per car on his 12 units. He 
has linked two Chevrolet dealers in| 50 sedans were approved for pur-| said the Crawford dealership at 


. deal whereby 50 Chevrolet sedans 
vere allegedly obtained “over- 
juota” from the factory, on the 
premise that they were for deliv- 
ry to the state. 
It was charged in testimony 
before the Arkansas audit com- 
mission, which is conducting the 
probe, the cars were ultimately 
sold to private buyers. 
Dealers named in the transaction 
are H. T. Crawford, Chevrolet deal- 
er at Glenwood and Benton, Ark., 
and Truman Baker, Chevrolet deal- 
er at Searcy, Ark., and a member 
of the Arkansas highway commis- 
sion. Crawford also sells Buicks. 
Crawford has already filed disso- 
lution papers for Crawford Motor 
Co. at Glenwood. Incorporation pa- 
pers filed for the Glenwood firm 
on Nov. 3, 1949, list Arkansas High- 
way Commissioner Olen Hendrix as 
one of the incorporators. Crawford 
denied that Hendrix was one of the 
incorporators. 
In testimony before the audit 
commission, Crawford said that the 
50 sedans were ordered by John K. 
Brown, highway department pur- 
chasing agent, with the understand- 
ing that Crawford would dispose of 
them if the state couldn’t make de- 
livery. 
Crawford denied making a 
profit of $600 a car on the 50 
sedans, saying that he realized 
only a $275 to $300 per car profit. 
He also insisted that some of the 
cars were charged against his 
regular allotment from the Chev- 
rolet factory. 
Peter G. Wilson, chief auditor for 

a firm which checked the highway 
department’s books in preparation 
for the investigation, testified that 
the purchase orders for the 50 se- 
dans were tied in with highway 
department orders for 100 trucks 
and 20 carryall sedans. 
All the orders, Wilson said, were 





Spencer Predicts 
Smoother Output 
In Second Half 


NEW YORK.—Steady civilian au- 
tomotive output and smooth - work- 
ing government controls during the 
last half of this 
year were pre- 
dicted last week 
by LeRoy Spenc- 
er, executive vice- 
president of Pack- 
ard, who held a 
press conference 
at the NADA con- 
vention here. 

“The period of 
April through 

®, June will be the 

LeRoy Spencer worst,” Spencer 
said, “but once we get over it, the 
controls should be working smooth- 
ly and we will see better opera- 
tions.” 

Spencer explained that Packard 
is currently shut down to permit 
a shift in production emphasis to 
the higher-priced 300 and 400 lines. 
Sales Chief Clare Briggs declared 
that there is a shortage of Pack- 
ard’s higher-priced models and that 
dealer stocks are down one-third. 

Spencer said Packard has no 
plans to seek higher prices, noting 
that his company already had re- 
ceived a boost under the new- 
product formula and_ therefore 
would not seek a hike under the 
Capehart formula. 

He said Packard would offer 
power steering in the near future. 

In commenting on dealer busi- 
ness volume, Spencer said that 
“there is business in the bushes, 
but the dealer has to dig it out.” 





ib @ 





Goodman Heads 


Auction Assn. 


NEW YORK.—Sam Goodman, 
manager of the Aptco Auto Auc- 
tion, Detroit, was elected president 
of the National Auto Auction Pro- 
tective Assn. at the group’s annual 
meeting here last week. 

Tim Anspach, Albany (N. Y.) 
auction owner, was elected first 
vice-president, while Eleanor 
Schaefer, owner of Ken Schaefer’s 
Auction, Indianapolis, was reelected 
secretary-treasurer. 


|chase by the highway commission, 
nor any record showing that orders 
for them had ever been canceled. 

Wilson said that Crawford re- 

ceived the purchase orders for all 
the 120 commercial vehicles and 
50 sedans. Upon receiving the 
cars from the factory, said Wil- 
son, Crawford sold 17 of them “at 
cost” to Baker, the Chevrolet 
dealer in Searcy. 

Twelve of the cars, Wilson added, 
were traded to Crawford’s dealer- 
ship at Glenwood, and the remain- 
ing 21 sold by the Crawford dealer- 
ship at Benton. 
Wilson _ testified 


further that 





Vesper Widow’s Estate 
ST. LOUIS.—The estate of Mar- 
garet Castles Vesper, widow of 
Frederick W. A. Vesper, pioneer 
St. Louis auto dealer, has been esti- 
mated at $1,300,000 in an inventory 
filed in probate court. 





Benton grossed about $600 per unit, 


| but that he could find no record of 


the profit made on the 21 cars by 
the Crawford outlet in Glenwood. 
Crawford, Wilson said, realized 

a gross profit of $25,100 on the 

120 commercial vehicles which the 

highway department did take de- 

livery of. 

It was brought out in testimony 
that the purchase orders for the 50 
sedans made no provision for ex- 
empting Arkansas from the pay- 
ment of federal excise taxes, while 
the purchase orders for the 120 
commercial units did take advan- 
tage of such an allowable deduc- 
tion. 

Don Hayes, highway department 
equipment chief, admitting writing 
requisitions for the entire 170 ve- 
hicles. However, he said, he could 
not recall why he failed to list ex- 
cise tax deductions for the 50 cars. 





Dayton Dealers Pick '52 Officers— 


The Montgomery County (Dayton, O.) Automotive Dealers Assn. has elected its 
officers and trustees for 1952. Seated left to right: H. K. Raney (GMC trucks), retiring 
president and trustee; A. D. Shellabarger (Chevrolet), treasurer; B. J. Borchers jr. (Ford), 
president; Jack Klyce (Studebaker), vice-president, and E. C. Crane, secretary-manager. 
Standing left to right: Ralph Rodgers jr. (Pontiac), Jack Kreiger (DeSoto-Plymouth), 
John V. Walker (Lincoln-Mercury), Ed Stevens (Buick), and Robert Shannon (Buick), 
trustees. Trustee B. L. Penny (Oldsmobile) is not shown in the picture. 





announced last week at the main 
offices here. 

F. W. Davies, president of Trail- 
mobile Canada, Ltd., said that the 
plant is the first Canadian factory 


New Trailmobile Plant 


Opened in Canada 


CINCINNATI.—Production facil- 
ities of Trailmobile, Inc., have been 





trebled by construction of a new 


to be designed specifically for com- 
plant in Scarborough, Ont., it was 


mercial truck-trailer production. 
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Wagner Electric @rporation 
6393 PLYMOUTH AVE., ST. LOUIS 14, MO., U.S.A, 
(Branches in principal cities in U.S. and in Canada) 


Our 350 units get rugged serviee... 


their fine performance wouldn’t be possible 


except with 




















August 20, 1951 Ks 
. y. 
ic Corporati 
Wagner Blecth park says R. A, Baensch, Executive Vice Pres. 
anions? Illinois DECATUR CARTAGE COMPANY 
t Y ill find—if ip th 
: ce Departmen ou, too, wi n if you equip the 
Gentlemen omplimenting our Maintend they told me, — vehicles in your fleet with Wagner 
have just been ° ance of our trac we complimente naven't Air Brakes—maintenance is no prob- 
I ine performe about time ©* rakes. We he lem. Reason—they require less main- 
on the f t it was heir Air B . uip- y req 
very bluntly: ; Corporation on t fnecause of this ed tenance than ordinary air brakes 
ri 
Wagner Elec 


because of such engineering achieve- 


ssinally ments as the Wagner Rotary Air 
ment since we hav was the feature that OT these Compressor, fie the Wagner 
Air Compressor wa t and we have maintenance. Power Cluster. Then, too, when 
The gg 4 trying your Pr oeiring a minimum of ‘i maintenance becomes necessary, it 
sold °, roublefree and T wes simple and easy can be quickly and economically 
Bra found your Air pare us to specify handled because the compressor 
; sse, we have have influe -. is of such simple design. 
Likewise siese features Barr. to our flee , 
install. new addi ice an It will pay you to investigate the 
2 ' on an service. ) g , 
wwagner’ © well know, get rugeee be possible many advantages of Wagner Air 
350 units, aS — our trucks WO Brakes. Equip your present vehi- 
the fine performance | Brakes: cles with Wagner Air Brakes, 
except with Wagner yours very truly: and when ordering new equip- 


ment specify WAGNER. Cou- 
pon below will bring you Cata- 
log KU-201. It gives 
complete information. 











GET YOUR COPY 


OF THE WHEW 
agner 


Air Brake 


DESCRIPTIVE 























NoRoL . . CoMaX BRAKE LINING .. AIR BRAKES. . TACHOGRAPHS 
ELECTRIC MOTORS . . TRANSFORMERS . . INDUSTRIAL BRAKES 


Ks2-1 





NAME_ CATALOG 
Ma. COMPANY 
ADDRESS. 
Wagner Products Serve the 
Automotive and Electrical Industries city STATE 
LOCKHEED HYDRAULIC BRAKE PARTS and FLUID We operate Vehicles 


(NUMBER) 











8 


Cites ‘Serious Soft Spots’ in Rural Auto Market. . . 





Hold Tax Line, McKay 


* * * * 





Old and New Officers— 


This photo at the NADA convention in New York last week shows a group of present 
and former officers. Left ‘to right: J. Lloyd Saxton, president; R. D. McKay, retiring 
president, Turner A. Summers, treasurer, and M. O. Anderson, president in 1947. 








Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 


Here’s a great new 
Burroughs to speed 


your accounting 
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Urges 


By Ed Brown 
Staff Correspondent 

NEW YORK.—‘“Business is gen- 
erally good throughout the country, 
although there are very serious soft 
spots,” R. D. McKay, 1951 president 
of NADA, said on the eve of the 
annual convention here. He said 
that dealers in rural areas seem to 
be the hardest hit. 


Contributing factors to the slow 
| business trends, he said, are rising 
|eosts of production, increased 
freight charges and mounting auto 
and income taxes. 

“In principle,” McKay said, 
“NADA is against any further 
increases in taxes, whether they 
are federal, state or local, because 
taxes are ultimately passed along 
to the consumer, and it appears 
that the consumer saturation 


point has been reached.” 

McKay said he felt that the deal- 
er-manufacturer relations are prob- 
ably better today than they have 
ever been since the formation of 
NADA in 1917. He also contended 








| 


| 








It's Kuhnel John Munn Now— 


Speaking for Gov. Weatherby of Kentuc 


ky, Lew Ulirich (right), manager of Kentucky 


Automobile Dealers Assn., presents to John O. Munn (second from right) veteran 
columnist for Automotive News, a certificate making him a “colonel” on the governor's 


staff. R. D. McKay (second from left), retiri 


ng president of NADA, and J. Saxton Lloyd 


(at extreme left), NADA first vice-president, also received certificates at the NADA 


directors meeting in New York last week. 


stocks are normal, and are caused 
by any one of a thousand business 
reasons. 


McKay and J. Saxton Lloyd, elec- 













Never before have automobile dealers had the opportunity 
to mechanize their accounting at such moderate cost— 
because never before has there been a medium-priced 
machine so flexible and fast, so easy to operate, 


as the sensational new Burroughs Sensimatic. 


This is the all-new, amazingly versatile figuring tool— 
the machine with a “mechanical brain” that directs it 
through every accounting job swiftly, easily, accurately. 


The Sensimatic makes possible the complete mechanization 


of all your accounting from a single machine. 


Investigate now. Learn how the Sensimatic can save dollars, 
hours and effort ... how surprisingly little it costs to own. 
Write for complete information today. Burroughs Adding 


Machine Company, Detroit 32, Michigan. 


Tts the Sensational 











Bunnougha 


moachimy 


in 
i | 
| 11] He sell 
Ty! | 
me) 
a = >t 
. ee ie 
— 
WS 
=S= 





Handles all These Jobs 
and more 


Accounts Receivab] 
and Statements 
New-Car Deposits 
Monthly Financial Statement 
General Ledger 
Payroll 
Accounts Payable 
Age Analysis 
Revenue Distribution 


e Ledgers 











WHEREVER THERE’S BUSINESS THERE'S Burroughs 


ted 1952 president of NADA, agreed 
that dealers would be able to sell 
the 4,000,000 cars which are prom- 
ised for this year, and predicted 
that at the end of the year, there 
would be more buyers in the mar- 
ket than there were new or used 
cars available. 


In support of this opinion, they 
cited the survey just completed by 
|the Crowell-Collier Publishing Co., 
| Stating that 4,000,000 sales poten- 
| tials exist throughout the country. 
|They both emphasized that this 
|would be a year of hard selling, 
| but were confident that dealers 
| would see it through. 
| Lloyd said he felt this would be 
|more like a normal year than any 
|since the end of the war. He said 
|every dealer could well follow the 
jadvice which NADA is giving: Cut 
| fixed expenses to the bone, get out 
and sell new cars and service and 
then do a good merchandising job 
}on used cars. 
| This advice is based on a re- 
cent NADA survey showing that 
27,000 dealers in NADA have an 
average annual volume of 92 cars, 
Lloyd said. The new-car dealer is 
in all respects a small business- 
man, who cannot afford any fur- 
ther cuts in business, production 
| or the imposition of higher taxes 
| at this time, he noted. 
| McKay reported that the dealer 
| reaction to the public relations 
| survey has been almost immediate, 
|and that there have been “amaz- 
| ing” improvements shown already. 
|Relations with the public were im- 
| Proved as soon as dealers under- 
| Stood what opposition they were 
| meeting, he said. 


Haley’s Sinclair 
Named Head of 
|D of C Dealers 


| WASHINGTON.—A. Leftwich 
|Sinclair jr., head of Haley’s, Inc., 
| Dodge-Plymouth dealer, is the new 
| president of the Washington Auto- 
motive Trade Assn. He succeeds 
William H. Emerson, Buick dealer, 
who served two terms. 

Other officers: Edwin L. Stohl- 
man, Stohlman Chevrolet, Inc., first 
vice-president; Tom K. Wheeler 
(Chrysler-Plymouth dealer), second 
vice-president; M. Marshall Mars- 
ton, of Mayflower Motors, Inc. 
(Lincoln-Mercury), treasurer, and 
Joseph B. Paul (Oldsmobile), secre- 
tary. 

New directors chosen are: Ralph 
H. Dillon (Studebaker); Mitchell 
Herson, of Mitchell’s Motors, Inc. 
(Kaiser-Frazer, Willys); Curtis E. 
McCalip jr. (Ford), and retiring 
President William Emerson. 

Holdover directors are: Earle O. 
Baker (Nash); A. Lee Painter, 
American Trailer Co., Inc.; I. Al- 
bert Peake (DeSoto - Plymouth): 
Frank Small jr. (Ford), and Frank 
G. Stewart, Standard Automotive 
Supply Co. 

Associate members C. J. Caith- 
ness and J. Leo Sugrue were named 
delegates from adjoining Maryland 
and Virginia. Caithness is a Buick 
dealer and Sugrue represents Nash. 

Fred L. Haller, Stanley H. Hor- 
ner and J. Melford Sanders were 
elected honorary directors. Haller is 
a Hudson dealer, Horner, Buick and 
Sanders, Ford. Paul B. Lum, a past 
president of WATA and veteran 
Autocar representative in Wash- 
ington, has long been an honorary 
director. 


| 
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_ Stressing Public Relations 


Alabama Officers and Directors Meet Feb. 21 
To Frame Plans for This Year 


MONTGOMERY, Ala.—An active | 
rogram for the coming year, with 
special emphasis on a concentrated 
public relations effort, will be dis- 
ussed by officers and directors of 
the Alabama Automobile Dealers 
Assn. at a meeting here Feb. 21 
it the Jefferson Davis hotel. 

Association President W. M. 
Turner, of Selma, Ala., said: “Deal- 
ers face one of the most difficult 
periods in their history because 
they must satisfy the public while 
conforming to many factors of eco- 
nomic control now in force. 


“We must make every effort,” 
he said, “to see that the automo- 
bile owner and the prospective buy- 
er understand our problems, and 
we must make certain that we 
understand his problems in this 
critical era of our national history. 


“This can be done only through 
an organized public relations pro- 
gram, with local, state and na- 
tional dealer groups working to- 
gether. This way, we will be able 
to utilize the advantages available 
on a national and state level, and 
take the program right down to 
the grass roots level. 


Executive Vice-President Frank 
R. Broadway said plans are being 








Capital Policeman 
Bares Gray Mart 
New-Car Deals 


WASHINGTON. — Metropolitan 
Police Lt. Jacob Wolf told a Senate 
crime investigating committee here 
last week that he has purchased 21 | 
new cars from Washington-area 
dealers since March, 1946, and ad- 
mitted reselling many of them at a 
profit. 

Testimony developed that Wolf | 
bought new cars in postwar as fol- | 
lows: 

In 1946, an Oldsmobile, Pontiac) 
and Plymouth; in 1947, two Chev- 
rolets, a Buick, two Fords, a Dodge 
and a Pontiac; in 1948, two Buicks, | 
an Oldsmobile and a Pontiac; in| 
1949, two Pontiacs and a Chevrolet. | | 

Further testimony showed that! 
Wolf bought a new Pontiac in 1950 
and another new Pontiac in 1951. 

Wolf admitted to U. S. Sen. 
Welker, Idaho Republican, that he | 
was in the car business “for a| 
profit.” 

“This sideline business of yours 
was nothing more than gray mar-| 
keting, wasn’t it?” asked Welker. 

“Yes,” Wolf replied, adding that 
he was able to get the cars because | 
he was a “friend of the dealer,” | 
but that his official position had | 
nothing to do with the friendship. | 





Indiana Assn. 
To Honor 25-Yr. 


Dealers in March 


INDIANAPOLIS.—Special tribute 
will be paid to dealers in Indiana 
who have been in the automobile 
business for 25 years or more at 
the annual meeting of the Indiana 
Automobile Dealers Assn. 

More than 200 of the 25-year men | 
and a record crowd of members| 
are expected to attend the event 
March 20-21. 

Awards will be given to the vet- 
eran dealers, and a special banquet 
will be held in honor of Stude-| 
baker’s Corp.’s 100th birthday. 

A banquet will be held the fol- 
lowing day in conjunction with the | 
annual meeting, at which a promi- | 
nent speaker will be featured, the 
association said. 





Hambro Trading to Handle 
Rolls-Royce, Bentley Cars 


_NEW YORK.—National distribu- 
tion of Rolls-Royce and Bentley 
automobiles has been assigned to) 
Hambro Trading Co. of America, | 
Inc., it was announced by John Mc- 
Leod, Hambro’s executive vice-pres- 
ident. 

C. B. Webb, vice-president of 
Hambro’s automotive division, stat- 
ed that sales of the Rolls-Royce and 
Bently during 1951 had indicated an 
increasing market potential for 
these world-famous British automo- 
biles in the U. S. 








studied to make full use of all ma- | 
terial and suggestions expected to} 
come out of NADA's public rela-| 
tions program. 

This will be supplemented as nec- 
essary to gain maximum results at| 
the local level, he said. 

Rush Stallings, of Montgomery, | 
past president of the association, | 
has been named chairman of the! 
committee on public relations. 








Alabama Dealers Public Relations Group— 


A dealer program on public relations, to supplement the efforts of NADA, will be 


|studied by the officers and directors of the Automobile Dealers Assn. of Alabama. 


High Coast OK’s Curb 


On Hauls of Explosives 


WASHINGTON. —A government 
order forbidding truckers to haul 
explosives and other dangerous 
cargo over heavily traveled routes 
has been upheld by the U. S. 
Supreme Court. 

The decision was an outgrowth 
of an indictment against a truck- 
ing firm after a load of carbon 
bisulphide exploded in the Holland 
tunnel in 1949, injuring about 60 
persons. 





| Shown here, from left to right, are, front row: W. S. Edwards jr., Birmingham, state 
|NADA director; Frank R. Broadway, executive vice-president of the Alabama dealers; 


David W. Canon, Opelika, vice-president; W. M. Turner, Selma, president; Rex Sikes, 
Luverne, secretary-treasurer; R. K. McMillan, vice-president, and H. C. Christopher, 
vice-president. Next row: Directors J. R. Hubbard, Dadeville; D. T. Stuart, Evergreen; 


| Grady Hughes, Marion; Charles Stover, Sylacauga; John Anders, Tuscaloosa; B. F. Crew, 


Jasper; Tom Callaway jr., Gadsden; Collier Freeman, Dothan, and John B. Hampton, 
Tuscumbia. Others, left to right, are Rush Stallings, Montgomery; M. H. Salmon, 
Birmingham; Joe Wittmeier, Oneonta; R. S. Hicks, Decatur; J. Sam Smith, Huntsville; 
Tom Kirven, Jackson; Harry Rowe, Anniston; J. E. Gaston, Fairhope; M. S. Williams, 
Eufaula, and Carl Golson, Fort Deposit. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 





|Floridans Pick 
PR, Convention, 


Finance Groups 


TALLAHASSEE, Fla. — Fred T. 
Woolverton (Oldsmobile), Jackson- 
ville, has been named chairman of 
the public relations committee of 
the Florida Automobile Dealers 
Assn., it was announced by Presi- 
dent Stanley Peeler. 


Also named to the public rela- 
tions committee were: J. O. Brad- 
ford, Daytona Beach; Jas. L. Fer- 
man, Tampa; Ed Lee, Pensacola; 
Sam Murray, Miami, and E. W. 
Richardson, Tallahassee. 


The state convention committee 
for 1952 includes: C. B. Tutan, 
chairman, Miami; Leo J. Adeeb, 
co-chairman, Miami Beach: W. J. 
Grant, St. Petersburg; J. M. Lee, 
Pensacola, and B. N. Nimnicht, 
Jacksonville. 


Named to the association’s finance 
committee were: E. R. Elkes, chair- 
man, Tampa; Charles S. Brooking, 
Gainesville, and Byron H. King eo 
Orlando. 








Ever Hear of 
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People-Power ? 


The “Valvoline Motor Album” 
now appearing in The Satur- 
day Evening Post is packed 
with people-power to help 
you sell more Valvoline. 
Nearly ten million people see 
each issue of the Post—and 
just look what Valvoline is 
doing to turn them into cus- 
tomers for you! Already, this 
series of entertaining yet 
hard-selling, fact-packed mes- 
sages has drawn heavy mail 
from fans. Already, it is clear 
that this series will be among 
the best-read of all motor oil 
advertisements. 

And among the millions 
who will be attracted by this 
sure-fire formula of showing 
ancient cars, luxurious cus- 
tom jobs, glamorous foreign 
makes, and fascinating new 
American innovations will be 
many who could be your cus- 
tomers. They‘ll be pre-sold on 
Valvoline’s big advantages— 
Valvoline’s record-making re- 
fining experience — Valvo- i 
line’s extra plus of wonder- 
ful new additives. 

They'll be looking for a 
Valvoline sign. Is yours out 1 
front? If not, how can you j 
cash in on all the people- 
power of the Valvoline adver- 
tising? If you have no sign, 
call or write your nearest 








Valvoline branch today! 
New lew 1/2 Page Valy Valveline ads 


"isis vaetlans ax cubes of 
9,815,000 each insertion in 








OLD... The 1910 Amplex had no valves. Nevertheless, it 
needed the lubricating protection afforded by Valvoline, 
“The World’s First Motor Oil” 











CUSTOM... Lovely to look at, costly to make. But easy to 
keep running smooth and sweet. Valvoline’s natural oiliness 
protects the engine from wearing action of dirt and friction. 








FOREIGN... The French Lago Record sport convertible by 
Talbot. Valvoline helps keep any car running “‘new” for 
years and years. 





YOUR CAR Deposits of Sludge (Acid & Dirt) wear out 
engines, cost you money in repairs. Valvoline prevents the 


accumulation of sludge, prolongs the life of your car. 
Valvoline’s natural oiliness gives lasting protection. 


arfermance in Yous, at / 








\ it your cor 
heavy duty oil, vse Valvoline HPO { 
MOTOR OIL 
H The World's First Motor Oil 
J FREEDOM-VALVOLINE OIL COMPANY—FREEDOM, PENNSYLVANIA 
4 An Affiliate of Ashland Oil & Refining Company 
J Old Car—Courtesy Floyd Clymer's Historical Scrapbook Custom Cor—Courtesy Motor Trend Mogazine 
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A Cadillac Motor with Top Speed of 10 Miles— 

Looking back 50 years, C. E. Wilson, president of General Motors, D. E. Ahrens, 
Cadillac general manager, and J. M. Roche, Cadillac general sales manager; inspect 
the first single-cylinder engine built by Cadillac. The engine, said to be the most 


powerful of its day, generated 9.7 units of horsepower with maximum speeds as high 
as 10 miles per hour. Left to right: Roche, Ahrens, and Wilson. 





Duncan Ave. The sales and service 
branch is conveniently located for 
trucks moving south from New 


Autocar Branch Moved 


JERSEY CITY, N. J.—The Jersey 
City branch of Autocar Co., manu- 
facturer of heavy-duty trucks and York through the Holland tunnel. 
tractors, has moved into a new|The Jersey City branch sells and 
building on U. S. Route No. 1 at|services Reos as well as Autocars. 














—= Coming Events== 








Dealer Conventions 


March 10-11—Annual convention of Louisi- 
ana Automobile Dealers Assn., Hotel 
Jung, New Orleans. 

Apr. 7-8—i3th annual convention, Missour 
Automobile Dealers Assn., Muehlebach 
hotel, Kansas City. 

May 22-24—Annual convention of Wash 
ington State Auto Dealers Assn., Chi- 
nook hotel, Yakima, Wash. 

Sept. 14-16— Annual meeting, New York 
State Auto Dealers Assn., Hotel Syra- 
cuse, Syracuse, N. Y. 

Sept. 20-22 — Annual convention, 
Carolina Automobile Dealers Assn., 
Ocean Forest hotel, Myrtle Beach, S. C. 


Oct. 19-21 — Florida Automobile Dealers 
Assn., Sans Souei hotel, Miami Beach, 
Fla. 

* * * 
Dealer Auto Shows 

Feb. 16-24— 44th annual Chicago Auto 

Show, International Amphitheater, Chi- 


cago. 
Feb. 19-23—Syracuse Automobile Dealers 
Assn., County War Memorial, Syracuse, 


Feb. 22-March !—Washington Automo- 
tive Trade Assn., National Guard Arm- 
ory, Washington, D. C. 

March 3-8—40th automobile show, Coli- 
seum, Denver. Sponsored by the Denver 
Automobile Dealers Assn. 

March 7-16—Los Angeles Motor Car Deal- 


ers Assn., Pan Pacific auditorium, Los 
Angeles. : 
March 8-I15— Kansas City Auto Show, 


sponsored by Motor Car Dealers Assn. 





of Greater Kansas City, Municipal audi- 


ers’ Assn., Hunt Armory, East End 
Pittsburgh, Pa. 

March 14-23—Motor Show, Pacific_Interna- 
tional Livestock Exposition, Portland. 
Sponsored by the Automobile Dealers 
Assn. of Portland. 


6 — Seattle Auto Show, 
Seattle Automobile Deal- 
Field Artillery Armory, 


March 29- Apr. 
sponsored by 
ers Assn 
Seattle, 

* * * 


Aftermarket Shows 


28- March 2— Pacific Automotive 
Pacific auditorium, Los 


Feb. 
show, Pan 
Angeles. 

March 17-18—Canadian Automotive Whole- 
salers and Mfgs. Assn., Mount Royal 
hotel, Montreal, Que. 

March 20-23—Il0th annual Southwest Auto- 


motive show, Sam Houston Coliseum, 
Houston, Texas. 
+ * * 
General 
Feb. 3-8— American Society for Testing 
Material Shoreham hotel, 


meeting, 

Washington, D. C. 

Feb. 5-l0—National Assn. for Stock Car 
Auto Racing, second annual motor and 
accessory exposition, National Guard 
Armory, Daytona Beach, Fla. 

Feb. 7-8—Ii3th annual meeting, National 
Council of Private Motor Truck Owners, 
Hotel Statler, Washington, D. C. 

Feb. 11-12—American Management Assn. 
meeting, Hotel Statler, New York City. 

Feb. 18-19—American Petroleum Institute 
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Since back in '47, when a few of the 

ufacturers started to ship their fenders pro- 

by CADWRAP, the automobile dealers 

} been saved time and money. The use of this 

ve, patented, cushion-type wrapping has prac- 
eliminated the dings, dents, scratches and 
damages that were then inevitable and expected 

ments from the factory. 

most of the car and truck manufacturers use 

for shipping all sheet metal parts to their 

he factory men realize that a dealer's profit 

) fast when he must bump out dings, sand over 
‘ yreprime. They know that, for the dealer to 
: ised af a profit, the part should be in good 


fotects it. 


ADWRAP. You ma 


RING THE LAST 
BECAUSE OF 





YOU MUST KNOw Cadwrap 


You may not have known it’s name 
until now, but most dealers now re- 
ceive sheet metal parts from their 
factories wrapped in CADWRAP 
First developed to protect fenders, 
it is now used on all such items as 
doors, decks, hoods, fenders, etc. 


WHAT 1s Cadwrap? 


It is a patented wrapping consisting of tough, 


extra-heavy, creped paper, laminated to ex- 
celsior cushioning pads. Because it conforms to 
the shape of the part, it is easily handled and 


fastene 


ives. And it does arrive in good shape 


ve sheet metal parts, take a second 
sted. That heavy, tough, creped 


y then 


ithe factory whose 


in place. 


WHAT ARE Cadclips? 

A patented metal device which slips 
over the doubled edge of CAD- 
WRAP and is easily clipped in place. 
They eliminate the unhandy wire or 
cords formerly used, making the 
parts easy to handle and, perhaps 
most important, cut down storage 
space because they nest so well. 


YEARS 


meeting, Sheraton-Cadillac hotel, De- 


troit. 
| March 3-7—American Society for Testing 
Materials, spring meeting, Hotel Statler 

| Cleveland, Ohio. : 
March 20-21—Annua! meeting, 
Dealers Assn. of Indiana. : : 

March 22-Apr. 6—Chicago Internationa 
Trade Fair, Navy Pier, Chicago. 

Apr. 7-9—Annual meeting, National Truck 
Leasing System, Conrad Hilton hotel 


Chicago 


Oldsmobile Calls 
Dealer Council 


On 752 Outlook 


LANSING. — Twenty - four Olds- 
mobile dealers will attend the 
quarterly meeting of the Oldsmo- 
bile dealer council Feb. 6-7, it is 
announced by J. F. Wolfram, gen- 
eral manager. 

The outlook on auto production 
for the first half of 1952 will be 
discussed by Wolfram and G. R. 
Jones, Oldsmobile general sales 
manager. 

T. C. Downey, works manager, 
will describe the company’s prog- 
ress on its defense contracts for 
3.5-inch bazooka rockets, 90-mm. 
tank cannon and rotating parts for 
the J-65 Sapphire jet aircraft 
engine. 

The meetings will be held in the 
new conference room in the Olds- 
mobile engineering building. 
Johnny and Lucille, Oldsmobile’s 
“singing sweethearts,” will provide 
the entertainment at the dinner 
scheduled for Wednesday night at 
the Olds hotel, Oldsmobile execu- 
tives will be hosts at a luncheon at 
the Lansing country club Thursday. 

Members of the dealer council 
for this meeting are: Israel Hoff- 
man, East Hartford, Conn.; Ger- 
ald J. Murphy, Newark, N, J.; 
R. A. Myers, Lemoyne, Pa.; C. A. 
Alber, Washington; Albert Tra- 
passo, Niagara Falls, N. Y.; C. N. 
Trenor, Springfield, O.; A. E. 
White, Columbus, O., and E. A. 

| Gage, Ferndale, Mich. 
| W. A. Zeigler, Altoona, Pa.; E. W. 
|Tomlinson, Atlanta; P. N. Froelich, 
| Winston-Salem, N. C.; W. F. Roun- 
|tree, Shreveport, La.; Jim Austin, 
Baton Rouge, La.; W. C. Whitfield, 
Fayetteville, Ark.; L. G. Kailer, 
Chicago, and A. W. Allen, Cedar 
Rapids, Ia. 

J. W. Taylor jr., Independence, 
Mo.; A. A. Haasch, Wauwatosa, 
Wis.; Andy Darling, St. Paul: 
Dennis Simms, St. Louis; Alan G. 
Hoskins, Engelwood, Colo.; R. H. 
Stewart, N. Hollywood, Calif.; L. G. 
Brown, Lodi, Calif., and Robert R. 
Lynch, Yakima, Wash. 


K-F Completes 
Booklet Series 


On Service 


WILLOW RUN.—“Customer for 
Keeps,” the last in a series of five 
service management booklets, has 
been mailed to the Kaiser-Frazer 
dealer body, the company an- 
nounced last week. 

The booklet states that the pur- 
pose of every service department 
is “to direct activities toward find- 
ing customers, keeping customers 
and profiting through continued 
satisfactory relations with the cus- 
tomers.” 

A four-point service-sales policy 
was offered in the publication to- 
wards reaching the goal of lasting 
customer relationships. It was ad- 
vised that the service department 
should take a personal interest in 
each customer, and sell “preven- 
tive” service. 

Other advantages of an efficient 
service department were said to be 
keeping in touch with the customer 
and knowing when he is in the 
market for a new car. It also point 
ed out that the “word of mouth” 
reputation of the dealership is 
formed through its service policies 


$43 Million Estate 
Of Nash Divided 


LOS ANGELES.—The estate of 
| the late Charles W. Nash, who died 
in June, 1948, has been valued at 
| $43,634,332, according to a final ac- 
counting in probate court. 
Beneficiaries, according to Su- 
perior Judge Newcomb Condee, are 
Mrs. Nash’s sister, Mrs. W. W. Eld- 
ridge, Washington, for whom a 
trust fund of $1,370,795 has beer 
set up, and two daughters, Mrs 
Mae N. Brenton, of Beverly Hills 
and Mrs. Ruth N. Bliss, of Gross« 
Pointe, Mich. Judge Condee ordered 
distribution of the funds. 


Automobile 
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allotment, would have been sufficient to maintain car pro-|} 
duction at very close to the¢ ; 
million-per-quarter level that |in width, bar steel is made accord-| © 
|ing to hundreds of different chemi-| ™ 
to | cal specifications. 


was anticipated. 
While vigorous exceptions 
these figures have been taken both 


Auto Industry Eves 


Unused Rail Steel 


STATISTICIAN for one of the large automobile com- 

panies has figured out that the amount of steel deliv- 
ered to the railroad industry in recent months that was not 
used to build freight cars, if added to the present automotive | 


by Washington and representatives | 


of the railroad industry, the com- | 


putation is considered accurate by 
highly placed auto officials. The 
figures were used recently to jus- 
tify charges 
against the automobile industry. 
Cutting back auto output, willy 


of discrimination | 





Bar steel output is divided 
among several thousand different 
products. An extremely wide va- 
riety of shapes and sizes is need- 
ed, ranging from rounds, squares 
and flats to hexagons and round- 
cornered squares. Sections vary 
from a few thousandths of an 
inch to 5 or 6 inches. 








This means shorter mill runs. It 
means more time lost in changing | 
and adjusting rolls. Rolling gered 


nilly, does not necessarily in- 
crease output for defense. A rea- 
son why this is true may be 
found by examining the condi- 
tions surrounding steel produc- 
tion, particularly under today’s 
hectic conditions. 

A surprisingly large amount of 
the very high production steel 
equipment in use today came into 
being as a result of the demand 
for steel to build automobiles. It 
seems unlikely that many of the 
continuous hot mills would have 
been installed except to meet auto- 
motive requirements. 

. > + 


Used in Autos 


THE biggest share of flat, cold 

rolled light gage steel goes to) 
the auto industry. The appliance 
industry, which uses automotive 
processing methods, also requires 
big tonnage of cold finished, light 
gage steel. 

If the demand for flat rolled 
steel is cutback far enough, much 
of the cold finishing equipment in 
the country’s steel mills will be 
idled. 

Some of the hot mills in steel 
plants have already been converted 
from hot rolled strip to plate. How- | 
ever, direct defense requirements 
can keep this equipment busy only 
a few hours each day. The bulk of 
all the steel produced by the mills 
will still have to be produced to 
satisfy civilian and defense-sup- 
porting industries. 

“” - * 


Demand Varies 


F iggeer big change in steel product 
mix resulting from production 
for defense has been an increased 
demand for plate and bar steel, par- 
ticularly the latter. In contrast to 
automotive sheet which is virtually 
all carbon steel varying primarily 


are slowed down even though the 
steel ingot is not reduced in sec- 








Chrysler Dealers 
Join Factory’s 
Drive for Scrap 


DETROIT.—Chrysler Corp.’s 10,-| 
775 car and truck dealers have | 
joined the company’s campaign to | 
step: up collection of scrap metal to | 
help meet the nation’s steel require- 
ments, H. L. Weckler, vice-presi- 
dent and general manager, an- 
nounced last week. 

The company’s program consists 
of gathering all dormant scrap) 
available in obsolete tools, dies, | 
jigs and fixtures no longer needed | 
for service production; speeding 
collection and use of production | 
scrap metal and routing into steel | 
mills the scrap from dealers’ serv- 
ice shop operations. 

The company’s drive for dormant | 
scrap has provided a total of 9,- 
476,141 pounds of metal, as of the 
end of last December, Weckler said. 

Chrysler’s scrap campaign 
reached an eight-month high in De- 
cember, with 1,357,422 pounds of | 
scrap metal flowing to steel mills. 
Of the month’s total, 713,040 pounds 
were obtained at Chrysler plants, 
and 644,382 at plants of vendors 
who hold such equipment for the 
company. 

The dormant scrap program is a 
continuing campaign carried on by 
a special staff which carefully re- 
views about 2,500 part numbers 
every month for possible scrappage | 
of the tools they represent, Weck- | 
ler said. 


permits standar 


simple snap rings. 
Standard annular ball 


nate cramping and thrust 


widely spaced and acting 


Conant Avenue, Detroit, 


A midshaft bearing hanger for trucks that 


ee engineering has perfected a center bearing hanger assem- 
bly that assures exceptional ease of service. The unit is completely 
symmetrical. Its flexibility eliminates the need for precise positioning by 
shims. Adjustments are eliminated because the bearing is retained by two 


self-aligning type. Free swinging, the swing arms and rubber bushings elimi- 
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Coremaker in Buick's Foundry Plant— 


An innovation in Buick division's foundry operations has been announced by the 
company—a coremaker which is said to make cores faster and more accurately than 
the old hand method. Two workers operate the five-station turntable, where as many 
as six small cores or one large one can be made at one time. Buick developed the 
device in conjunction with Osborn Mfg. Co., Cleveland. 








tion as much as in processing many | ated a situation that is entirely new 

automotive flat rolled grades. |to the steel industry. Not even the 

* * * most competent steel experts can 

New Si ° anticipate all of the consequences 

New Situation ‘of the mill schedules they are being 
a pipe veiagece defense on top| handed by Washington. 

of civilian production has cre- All they can be certain about 
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is that: 1. Mills produce less fin- 
ished tonnage when their prod- 
ucts are assigned rather than ac- 
cumulated by the mill to produce 
the most efficient rolling sched- 
ules. 

2. Because the varieties of steel 
|they must roll is increased, shut- 
|down for roll changes is increased. 

3. There is an overlapping in civil- 
lian and defense demands for bars 


and plates that will keep these 
items in tight supply even though 
cutbacks in civilian production 
would seem to indicate that steel 


ought to be plentiful. 


Oklahoma City Dealer 


Sued in Sale of Car 

OKLAHOMA CITY.—Clarence Q. 
Burr, of Central Auto Sales Co., 
has been sued for treble damages 
for alleged OPS price violations in 
the sale of a used car. 

The buyer, Edward C. Deal, said 
|that Burr charged him $165 over 
the ceiling price on a 1940 Mercury, 
for which Deal reportedly paid $580. 
Burr denied the charge. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 











dizing on propeller shaft lengths. 





bearing has longer life and greater capacity than 
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loading of the bearing due to frame twist and drive 


line movement. A combination of shaft seals and slingers provides ideal 
bearing operating conditions. 
High frequency vibration is reduced by the use of 4 small rubber bushings 


in tandem instead of the conventional large 


mass of rubber that permits major displacement resulting in shaft 
shimmy. The hanger insulates the vehicle drive line fromthe frame, 
reducing the tendency to transmit noise to the vehicle cab. 


Investigate this Thompson development. Let us tell you 
how it will cut production and distribution costs. If you 
have steering or chassis problems, let Thompson engineers 
help you solve them. Thompson Products, Inc., 7881 


Michigan. Phone: WA 1-5010 


(hompson & Products, Inc. 
DETROIT DIVISION 
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THE VOICE 


"a refreshing relief from 
the hard-hitting type of 
variety show" (John 


Crosby, Herald Tribune) 


"an ingratiating performer 
whether he's spieling lines 


or singing tunes" (Variety) 


"figured to sell itself 
solidly to adults who just 
want some relaxed general 
entertainment...Sinatra... 
has become an amazingly 
polished performer... 

a truly pro light comedy 
style" (The Billboard) 


"a tremendous talent, and 
a personality to match" 


(Philip Minoff, Cue) 


"he has proven himself a 
great, charming personality, 
a far more mature and much 
broader performer than 
before" (George Simon, 


Metronome ) 


The young man steps out on a television screen, 
and sells. Sells a song, sells himself, and sells 


for sponsors. 


Up against the toughest competition in all 
television, he’s been able to draw and hold big 
audiences... . bigger, in fact, than those of 31 


other leading nighttime network programs. 


Even more important, he has brought in those 
audiences to a sponsor at a remarkably 
moderate cost-per-thousand viewers... ata 
cost that beats no less than 47 other leading 


nighttime network programs. 


He can do it for you... week after week or on 
a ‘‘limited engagement” basis. He can do it for 
you...on a quarter-hour, half-hour, or full hour 


basis, to suit your demands, your budget. 


He can sell you, if you ask him to. 
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More Power, New Bodies Featured .. . 


52 Ford Bows with 18 Models 


YEATURING “Coachcraft” bodies | engine has been increased in horse- 
and more powerful engines,| power from 100 to 110, while the | 
Ford’s 1952 models went on display | new overhead valve _ six-cylinder | 
in Ford dealerships throughout the engine, the “Mileage Maker Six,” is | 
nation last Friday (Feb. 1). A total rated at 101 horsepower. | 
of 18 models is offered in the three 92 Ange } 
|new lines—eight in the Mainline prende styling identity is pre-| 
series, seven in the Customline served in the low-wide lines of | 
series and three in the Crestline|the hood and front-end of the new | 
series. cars, centering around a triple-| 
“Ford Mainline cars are for | spinner, air-scoop grille arrange- 
buyers chiefly interested in low- | ment. The new cars have curved Cystomline Four-Door Sedan— 
i a Me oe halon, ST some ance This is one of seven models available in Ford's 1952 Customline series. Major styling 
po ened a the Ford di | sweep backward from extended | Changes include curved one-piece windshield and rear window, new grille, bumpers 
vision. “The Customline models | headlights along the hood and | nd rear fenders. The company’s ‘52 line features 18 models. 
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Suspended Pedals— | ineor ial refine- |higher fender line to the jet-tube * + * * * + 
} porate many special refine igher fender line to e j : P om ve ke eins 
All 1952 Fords have suspended brake| ments and conveniences, and the | taillight sections. The Ranch Wagon in the Mainline ior a eg eetd oh 7 
and clutch pedals attached to a bracket; Crestline series features three | Among the 1952 models are three | series is a two-door, six-passenger | Ve —r we = Coane y+ : _ € 
anchored to the dash and instrument| luxurious body styles.” | new utility passenger vehicles, one} unit, with all-steel — Pn the eae “Sa cae ae 
Ae - ne 2 > i f cars.| Customline, there is the Countr a , elght- > 
panel. ; Pe | The company’s “Strato-Star” V-8 | for each of the _three lines o cars.|Customline, there is the Count y a Gan Geek WER Gwar the 

steel side panels. C4 


All three of the utility units 
are convertible for light hauling 
tasks. The rear seat of the Ranch 
Wagon folds into the floor, and in 
the two four-door models, the 
center seat folds into the floor 
and the rearmost seat is remov- 
able. 

L. W. Smead, general sales man- 
ager, said: “Only Ford in the high- 
volume class offers both six-cylin- 
der and V-8 engines, three trans- 
missions, foam rubber padding on 
all passenger car seats, center fill 
gasoline fueling, suspended-type 
power pivot clutch and brake ped- 
als and a dash-mounted master 
brake cylinder. A greatly increased 
use of safety glass makes our cars 
much safer to drive, and all four- 
door models have rear-door safety 
locks as standard equipment.” 

* * ca 


MEAD added that the 1952 Fords 

are more maneuverable and 
have a more comfortable ride be- 
cause of new “tailored-to-model” 
springs, a longer wheelbase, wider 
front tread, a more rigid frame 
and a new steering linkage with a 
higher turning ratio. Front tread 
is 58 inches and wheelbase is 115 
inches. 

In introducing the new 101- 6) 
horsepower “Mileage Maker Six,” 
the company described it as a 
high-compression, low-friction en- 
gine produced after four years of 
intensive research and testing. 

Both Ford engines are designed 
to operate on regular gasolines and 
are said to embody many features 
found only in more costly cars, 
such as aluminum autothermic pis- 
tons, full-pressure lubrication, free- 
turning valves and weather-tight 
ignition. 

Ford Coachcraft bodies feature 
weather - and -dust-tight all-steel 
construction, automatic posture 
control seats, curved front and rear 
glass, new insulation and sealing, 
curved flight-style instrument pan- 


els and insulated body bolts which 
A PRODUCT OF THE TIMKEN - DETROIT AXLE COMPANY preteen "aaa yrs wabendinna be- 
tween chassis and the passenger 


DETROIT 32, MICHIGAN — 


fps luggage compartment con- 
tains over 25 cubic feet of 
loading space. Counter-balancing 
springs help to raise the luggage 
compartment deck lid and the hood 
and to hold them open for servic- 
ing or loading. The deck lid hinges 
are side-mounted to prevent inter- 
ference with luggage. 

A range of 10 two-tone exterior 
body color combinations is avail- 
able for closed car models, and 
there are 12 single body colors, 
all with matching and harmoniz- 
ing trim and upholstery, adding 
up to more than 80 combinations. &3 

The curved instrument panel 
blends into the doors in the cockpit 
styling of the driver’s compart- 
ment. Operating controls, such as 
the key-turn starter-ignition switch, 
windshield wiper, light and venti- 
lation controls, are grouped in a 
safety position to the left of the | 
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TIMKEN- DETROIT 
"3 ror] AXLES | 


Don’t compromise! Gear your truck to do a specific | and in a complete range of capacities. What’s more, 


job—the one you specialize in! Standardize on trucks all three types of final drives are interchangeable in steering column out of the reach 
equipped with Timken-Detroit “3 for 1” Axles and the same axle housing, using the same axle shafts. of children. = 
choose the axle capacity and final drive that fit your Given the specifications for the job to be done, the gas oe —— ae, a. 

' ° . ° er, eater-detfroster-ventiiator 
needs exactly! correct final drive can easily be supplied for any and radio are grouped to the right 
Only Timken-Detroit offers all three types of final axle Capacity. of the steering column, with the 
drives—single-reduction, double-reduction and two- The next time you buy trucks specify Timken-Detroit = and ash tray near the center 
speed double-reduction—each with Hypoid gearing ‘3 for 1” Axles! ofthe pan. lg 

HE heater unit itself has been 

’ moved to clear the passenger 

WORLD'S LARGEST MANUFACTURER OF AXLES FOR TRUCKS, BUSES AND TRAILERS Guinastmnent and to teeaked Gander 
PLANTS AT: Detroit and Jackson, Mich. @ Oshkosh, Wis. © Utica, N.Y. © Ashtabula, Kenton and Newark, Ohio © New Castle, Pa. the hood. An adjustable door has | 
been added to provide warm air . 


directly to the right front seat. The 
defroster slot extends over the en- 
(Continued on Page 15, Col, 1) 
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‘lore Power, New Bodies Featured .. . 





°52 Ford Bows with 18 Models 1 


(Continued from Page 14) 


the Sunliner convertible has an 


+ 


re interior width of the curved | I-beam X-member. 


lass windshield. 
Ford Mainline body styles for} 
)52 are the business coupe, two-| 
ioor and four-door sedans, and the 
Ranch Wagon. Customline units | 
ire the two-door and four-door 
sedans, club coupe and the all- 
metal Country Sedan station 
yvyagon. Crestline cars are the Sun- 
liner, Victoria and Country Squire. 
All models feature foam rub- 
her padding in both front and 
rear seats. Seats have newly- 
designed zig-zag springs and 
feature pillow-back cushioning to 
fit the body contour of pas- 
sengers, the company said. 
Center fueling is another innova- 
tion on the Ford ’52 line. The gas-| 
oline filler pipe has been moved} 


from the luggage compartment to| 


the rear center of the car behind | 
the license plate, which conceals | 
the gas filler pipe neck and cap. 
> = * 
THER body features include | 
welded steel joints and new 
moldings around windows and} 
windshields. Wide-opening doors 
have new hinges permitting two-| 
way adjustment to fit door open-| 
ings accurately. | 
Locks for doors and the rear} 
deck have been refined, the com-| 
pany said, and safety locks for rear | 
doors are standard equipment. | 
Visibility has been increased on 
all models by the narrowing and 
positioning of the front pillars | 
and by use of more glass, the | 
company revealed. | 
The one-piece curved windshields | 
of 1952 Ford sedans and coupes! 
have 940 square inches of glass) 
area and the curved rear windows 
have 978 square inches. Total glass 
area for the Customline two-door 
sedan is 3,297 square inches and 
for the Customline four-door se- 
dan, 3,211 square inches. 
a 5 * 





‘bpm improvements have pro- 
4 duced greater maneuverability 


_ * * 


| JN BOOSTING the 








Controls on Left— 


Controls on the 1952 Ford are grouped 
ina safety position to the left of the 
steering wheel. All models in the line are 
also equipped with foam rubber padding 
in both front and rear seats. 

* * * 
and riding comfort, the company 
said, through a system of “tailored- 
to-weight” springs, longer wheel- 
hbase, wider front tread and rigid 
frame. 

Six different sets of front coil 
springs are offered to match the 
weight and equipment of various 
models. Rear springs have been 
lengthened to balance the varying 
weights. 

There are four different sets 
of front coil springs for pas- 
senger cars and two designed for 
the three station wagons to 
match the various body-trans- 
mission-engine combinations. 
Wheelbase of the cars has been 
increased to 115 inches and the 
front tread widened to 58 inches. 
Ford engineers claim a 25 per- 

cent reduction in effort required to 
steer the new cars. Maneuverabil- 
ity has been increased by a new 
steering linkage and the steering 
ratio has been increased from 23.2 
to 1 to 26.3 to 1. The cars also have 
.‘ smaller turning diameter. 

New K-member frames — with 
‘five cross members—are heavier 


ind have greater torsional rigidity, 
the company said. The frame for 





horsepower of 


the V-8 engine to 110, Ford 
raised the compression ratio of the 
jengine from 6.8 to 1 to 7.2 to 1. 


Compression ratio of the new six- 
cylinder engine is 7 to 1. 


Ford claims an industry “exclu- 


sive” in the use in both engines of 
|“precision - molded” cast alloy 
|crankshafts, camshafts and ex- 


haust valves. The crankshafts are 


claimed to give up to 30 percent | radiator cap. 


longer life. 


Both engines have close-fitting 
expansion control aluminum pis- 
tons, full- pressure lubricating 
systems which keep all bearings | 
oiled by pressure, free-turning | 





Look for 
this sign 


AXLE HOUSINGS, SHAFTS AND BRAKES 


sO Ge" 


a2. @ 5 
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DOUBLE-REDUCTION PARTS 


It’s just plain common sense to protect a major 
investment—such as the motor trucks 


operate! The longer 
operating condition, 


ment pays off. That’s why you'll want to install 
only genuine Timken-Detroit Axle Replacement 
Parts whenever your Timken-Detroit-equipped 


trucks need them. 


Timken-Detroit Replacement Parts are identical in 
every respect with the original 
and brakes. This eliminates adjustments—means 


you can do an easier, 


What’s more, many of these parts are “kit-packed” 
for added convenience and protection! 


Remember! No other manufacturer can duplicate 
the Timken-Detroit quality and precision engineer- 
ing you bought originally. So always look for the sign 


that reads “Genuine 
whenever new axle 


|head, a full-flow oil filter, timing 
chain, and all-steel cylinder head} 
gaskets. The cylinder block and} 


on 





| 
| 
| 
| 


ing and eliminate sticking, and 
the Ford automatic power pilot 
carburetion-ignition system. 

The Ford six has integral valve} 


| 

valves to give better valve seat- | gre 
} 
; | 

guides cast as part of the cylinder 





' 
crankcase are cast in one piece, Ranch Wagon s for Work or Play— 
extending below the center of the| The Ranch Wagon is an all-metal utility car in Ford's 1952 Mainline series. It fea- 
crankshaft. In addition, the engine|tures two seats holding six passengers. The rear seat folds into the floor to form a 
employs the series flow type of| load area for light delivery tasks. It is available in 10 single colors and three two-tone 
cooling system and a pressure-type | combinations with either the six or eight-cylinder engines. 
| * . + * ¥ t 
“ 4 tions, 16 harmonizing upholstery| Country Sedan and Victoria, The 
pres ears for 1952 are available} combinations and six interior metal| Victoria also is available in six 
in more than 80 color, trim and| color schemes. single body colors. 
upholstery combinations, the com-| Two-tone colors are available To point up the _ fashionable 
pany reported. There are 12 single| as extra-cost options on four |quality of Ford upholstery materi- 
colors, 10 two-tone color combina-| body styles and standard on the (Continued on Page 43, Col. 4) 
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own and 
ae can keep them in peak 


the more your original invest- 


MAIL THIS COUPON FOR FREE ILLUSTRATED LITERATURE 


The Timken-Detroit Axle Company 


arts in your axles 100 Clark Street, Detroit 32, Michigan 


Gentlemen: Please send me free literature on Timken-Detroit Axle Parts 


more economical installation. for “3 for 1” Axles. 


NAME — 
ADDRESS ienichieai 
Timken-Detroit Axle Parts’’ any STATS 
and brake parts are needed. | operate sy eee ee ee (number of trucks.) 
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{ Regular Monthly Section for those who make, sell and service 


{mrerica’s 
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Truckin’ 








--+ by Jack Weed 











ENERAL MOTORS TRUCK is 

all ready to invade a brand new 
market for diesel trucks, a market 
that has a potential nearly four 
times the size of the market that 
all builders of diesel lorries have 
been fighting for the past decade 
or so. This new market is in the 
16,000-19,500 GVW sizes and runs 
to approximately a hundred thou- 
sand vehicles each year. 

GMC is going after this market 
with its new “welterweight” en- 
gine and 2%-ton truck that has 
been built to take full advantage 
of the new 110-horsepower diesel 
engine. The new engine, Johnny 
Johnson, sales manager of GMC, 
claimed at a press party last Sat- 
urday, is about 300 pounds lighter 
than any other diesel engine in 
the line and allows a truck to be 
built some 2,000 pounds lighter 
than other engines would permit. 

The new job is also equipped 
with a two-speed axle and new 
electric “push button” control for 
the shift from one gear range to 
the other in the axle. This new 
shift makes the driver independent 
of vacuum or air supply systems, 
which is particularly important in 
driving over hilly country. 

Prexy Roger Kyes of GMC really 
looks forward to throwing lunch- 
eons for us_ writing machine 
pounders. Every time he throws a 
feed, it marks another milestone 
and accomplishment in his drive 
to put the Pontiac (Mich.) truck 
plant one step nearer the top of 
the truck field. 

* 


* * 


Another Lunch? 


tye of the boys at this last get- 
together asked Kyes when he 
thought GMC would be getting 
down into the light truck field with 
a diesel. His answer was rather 
cute. All he said was “that will call 
for another lunch.” It didn’t say 


Ford Truck Line 
Includes New 


Sedan Delivery 


EARBORN.—Ford’s truck line 

for 1952, announced publicly 
last week, offers the widest range 
of engines and power combinations 
in company history, according to 
L. D. Crusoe, general manager of 
the Ford division. 

A new sedan delivery, the Cour- 
ier, tops the truck line for this 
year. The company said that the 
model provides about 100 cubic feet 
of loading space, and offers a 
choice of six power combinations 
with two engines and three trans- 
missions. 

Although the Courier is de- 
signed for light hauling, the com- 
pany said that it embodies the 
smartness and styling features of 
the 1952 passenger car line. The 
vehicle has two side doors and a 
rear door 45 inches wide. 

Buyers have a choice of two en- 
gines in the model—the 101 horse- 
power six or the 110 horsepower 
V-8. To make up the other six 
power combinations, either engine 
is available with the conventional 
transmission, overdrive or Ford-O- 
Matic, the company said. 

o . . 





N ADDITION to the Courier, the 
series F-1 through F-8 Fords 
range from light pickup units of 
114-inch wheelbase and 4,700 pounds 
G.V.W. up to extra heavy-duty 


(See FORD TRUCK, Page 18, Col. 5) 


anything but left the impression 
that he was hard at work on just 
that task. 

Despite the remarkable job Kyes 
has done at GMC thus far, taking 
this company out of the red and 
making it one of the top dividend- 
paying vehicle divisions of the 
corporation, capturing one-half of 
all of the 2%-ton, 6 by 6 military 
tactical vehicle business and whip- 
ping that company into a compact 
alert driving force, I am afraid 
that he isn’t going to be invading 
any more fields for a little while 
at least. 


It would not have been good 
strategy for GMC to have in- 
vaded this new size market un- 
less it had already done about the 
finest job of training diesel me- 
chanics that has been done to 
date in the years that diesel en- 
gines have been used in the truck 
field. Today GMC has 54 diesel 
schools in operation, as I have 
mentioned before, and some 1,300 
points where operators can get 
diesel service. 

T'll stick my neck out a mile and 
hazard a guess that, unless some 
of the other diesel people wake up 
suddenly and do something about 
it, GMC will have more points of 
diesel service in this country one 
year from today than all the rest 
of the industry combined. 

* * x 


Which Comes First? 
A™ to my humble thinking, one 
of the main reasons why we 
don’t have more diesels on the road 
today is because of the lack of 
widespread diesel service. On the 
west coast they are pretty well 
equipped, and on the west coast 
they use a lot of diesels. It may be 
another phase of that old hack- 
neyed question of which comes 
first, the hen or the egg? GMC is 
laying the service “eggs” first, and 
I'll gamble along with them that 
order “chickens” will hatch in 
sufficient volume to make the in- 
itial effort pay off. 

Speaking of diesels, I'll just have 
to give you boys in the truck busi- 
ness, who use heavy diesel equip- 
ment, a little tipoff that should 
warm the cockles of your heart. I’m 
sworn to secrecy until I am given 
the right to “shoot the works” on 
the whole story, but there is a de- 
velopment that has been perfected 
that will enable an operator to start 
a heavy diesel in 65 degrees below 
zero in less than two minutes and 
at a cost of less than five cents. 

(Continued on Page 34, Col. 3) 








Average Per Vehicle Put at $735. . . 





HE average small truck dealer 

makes a gross profit of $735 per 
vehicle, according to a_ recent 
NADA survey as brought out in 
the truck clinic at the NADA 
convention in New York last week. 
The clinic was under the direction 
of R. S. Abbott (Ford), Alexan- 
dria, La. 

NADA’s survey showed that 
small truck dealers, those selling 
from one to 25 trucks a year, 
grossed $388 on the sales of each 
vehicle, $23 on each used truck, 
$218 on truck parts used in serv- 
ice, $20 on equipment and $86 on 
truck repair labor. 

The clinic brought out that if the 
dealer did a good job of selling 
special equipment, he could add an- 
other $326 gross profit to every 
average vehicle sale. 

For dealers selling more than 100 
trucks a year the extra profit from 
equipment, parts and labor sales 
averages $211. 

* * * 


"os truck clinic was opened by 
W. F. Frame (Chevrolet), New 
York, convention chairman, who in- 
troduced Carl B. Fribley (Cadillac- 
Pontiac-GMC), Norwich, N. Y., the 
program chairman. 

Fribley said that new and used- 
truck sales account for 10.5 percent 
of the average combination-dealer’s 
dollar sales volume. Saying that 
10.5 percent can spell the differ- 
ence between failure and success in 
the automobile business, Fribley 
emphasized that good management 
in handling truck sales was tanta- 
mount to success. 

The entire clinic was conducted 
in the manner of a fact-finding 

probe to determine “just what 
conditions exist in the business 
and what changes should take 


Dealer Truck 


| place to make truck selling a 
| profitable operation.” 
| R. S. Abbott (Ford), Alexandria, 
|La., keynoted the clinic hearings 
with the following statement: 
* + * 
ye LIKE to explain to the com- 
mittee, the press and witness- 
assembled, what we are driv- 
ing at here. This 
is a fact-finding 
group. Like our 
brethern, who 
spends thousands 
of dollars in 
Washington and 
other places 
throughout the 
country to find 
facts, we are go- 
ing to hear wit- 
‘ nesses. These wit- 
R. S. Abbott nesses, all experts 
in their own way of thinking, have 
prepared statements. They will tell 
us what they believe. We will weigh 
all the evidence and try to come up 
with some concrete facts that can 
be applied to business. 

“I hope, gentlemen, that we can 
say with more truth than we 
now say it: ‘That motor truck 
business is profitable when profit- 
ably managed.’” 

Karl Richards, of the Automobile 
Manufacturers Assn., as first wit- 
ness, testified that last year the 
American people spent more than 
$2,800,000,000 on the purchase of 
new trucks. He said that today’s 
truck registry of about 9,200,000 is 
almost double that of 1941. 

Richards said that truck usage is 


es 








growing more rapidly than pas- 
senger car usage. He held that 
trucks are vital to the nation’s 
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Ford's F-7 'Big Job’ for 1952— 

The 1952 Ford series F-7 “Big Job" truck is powered by a completely new Cargo 
King 145-horsepower V-8 engine which is exclusive on this series Ford truck, the 
ed. The cab on this truck features such comfort and convenience 
items as armrests, dome lights with automatic door switches, key locks on both doors, 
cigar lighter, large dispatch compartment and insulation. 











Ruck dealers and truck sales- 
men will have to undergo one 
of the biggest buying-habit changes 
ever attempted in the history of 
the truck business, if many school 
districts are not to be disappointed 
in getting needed bus equipment for 
next fall’s term, it is claimed by 
both chassis makers and bus body 
builders. 

The heart of the problem is the 
refusal of NPA to permit chassis 
makers and bus body builders to 
carry over the unused material 
of one quarter into the succeed- 
ing quarter. 

This ruling is particularly dam- 
aging to the school bus industry 
because for years it has been cus- 
tomary for over 40 percent of all 





-School-Bus Selling Policies 


school buses sold annually to be 
sold in the third quarter of the 
year. 
* * ok 

Tas NPA has already told mak- 

ers that they will not be per- 
mitted to carry over the unused 
|material of the first and second 
|quarters of the year into the third 
| quarter, it has been learned. 
| The NPA reportedly said that 
it will take an appeal and a test 
case to get that agency to change 
its ruling in the matter. 

The problem is so serious that 
Earl J. McGrath, U. S. commission- 
er of education, has sent out an 
appeal to all educators and others 
interested in the purchase of new 
pupil transportation for this year 





Upset 


to adopt a year-round program for 
purchasing their school buses. 

But endeavoring to change the 
buying habits of years standing, 
especially when dealing with state 
and local school districts is no 
small matter. 

* * * 


a few responsive boards but, 
in all sincerity, it is felt that it is 
going to take much more than an 
appeal from the commissioner of 
education, plus even the education- 
al directors of the various states, to 
divert enough purchases to the 
early months of the year to pre- 
vent material shortages and possi- 

(Continued on Page 30, Col. 1) 





Trucks. 


Profit 


economy, pointing out that 3,000,000 
are in use on farms alone. 
* - o 


i ey operation of the remaining 
6,000,000 or so trucks, Richards 
said, requires the services of al- 
most 6,000,000 workers and accounts 
for one of every 11 paychecks. 

He said that trucks account for 
three times as many workers as the 
combined operations of all the rail- 
way, airline, wa- 
terway and pipe- 
line systems in 
the U. S. 

Trucks, Rich- 
ards said, han- 
dle 75 percent of 
all the freight 
that moves in 
the country. 

Touching on the 
economic future 
of trucks, he 
said that econo- 
mists predict that by 1971 there 
will be 20,000,000 trucks in use. 


x * * 


be IS a business with great vital- 
ity,” Richards said, “and with 
an unlimited future.” 

In setting the stage for the 
tenor of the clinic, Richards 
brought out that in 1950 the av- 
erage dealer who sold between 25 
and 49 trucks lost about 11 per- 
cent on the sale of used trucks. 
He said there are some dealers 
who believe the truck business is 
not profitable. 

Further testimony revealed that 
about 56 percent of all trucks on 
the road are owned by individuals 
who must depend upon a dealer to 
take care of their service problems. 
It was contended that the truck 
repair business is much more prof- 
itable than the car repair business 
for the following reasons: 

1. Repair business is on a busi- 
ness basis. Parts volume is high, 
body repair work is better. 

* * * 


Karl M. Richards 





2 MORE service is required for 
* trucks than for cars. This is so 
because trucks operate more miles 
and on the average more money is 
spent on them per mile than on 
cars. 

3. Preventive maintenance serv- 
ice is easier to sell to a truck 
owner. 

Parts sales average higher for 
trucks, it was said, because the 
truck means more economically 
to its owner. He would rather 
replace parts than repair them in 

(Continued on Page 18, Col. 1) 
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Top Trucks 
New-truck registrations for 11 
months, plus 24 states for De- 
cember: 
1951 Pos. Make 1950 Pos. 
1—337,482 Chev. 398,056— 1 
2—240,926 Ford 301,409— 2 
3—101,971 Dodge 93,283— 4 
4— 96,439 GMC 91,735— 5 
5— 91,904 Inter’ 94,359— 3 
6— 31,324 Stude. 43,896— 6 
i— 23,284 Willys 23,121— 7 
8— 11,801 White 11,163— 8 
9— 9,492 Mack 8,730— 9 
10— 4,350 Diam. T 5,393—10 
1l— 3,664 Divco 4,138—11 
12— 3,329 Reo 3,560—12 
13— 2,107 Brockway 2,200—13 
14— 2,017 Autocar 1,935—14 
15— 979 Federal 1,400—15 
16— 867 Pontiac 1,321—16 
1j— 651 Kenworth 624—17 
18—- 473 FWD 302—20 
19— 420 Crosley 405—18 
20— 312 Sterling 326—19 
21—  ## 290 Peterbilt 
Total All Makes 
965,443 1,089,036 

For further details see page 
40, today’s issue. 
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Profit Potential Stressed at NADA Convention Clinic .. . 





Five Viewpoints on Used Cars 


Eprror’s Note: Herewith is a | 
digest of the talks given at NADA | 
convention clinic on used cars. 
The session was opened by Har- 
old J. Moye (Chevrolet), Newton, 
Mass., who introduced Ray De- 
Ridder (Buick), Red Bank, N. J.; | 
Bill McFadden (Buick), Bath, N. 
Y.; Jim Adams (Nash), Bangor, 
Me., and Howard Cates (Ford- 
Lincoln-Mercury), Pottstown, Pa. 

By Harold J. Moye 

— panel is composed of five 

dealers. We handle varied makes 
of cars. Our franchises range from 
large to small. We 
operate in five 
different geo- 
graphic areas. We 
operate according 
to five different 


plans. And our 
personalities dif- 
fer widely. 

In planning this 
presentation, we 
have been im- 





pressed with the 
fact that we have 
one thing in common: this is a de- 
termination that used cars repre- 
sent a great opportunity for addi- 
tional profits in our automobile 
businesses. 

There are many dealers who 
share our thinking in this, and it 
is from some of them that we 
have, in large measure, drawn 
our material. 

This panel will deal only in gen- 
eralities as they apply to all deal- 
ers. Our efforts are directed to- 
ward one objective: to convince all 
new-car dealers to either enter or 
expand the used-car field now, to 
do so according to 1952 methods 
rather than warmed-over 1920 or 
1930 ideas, and to do so without the 
costly trial - and - error methods 


Harold J. Moye 





which merely repeat the mistakes 
and expenses of others who have | 
already done the research. 

* * * | 


{Aa to a public rela- 
+4 tions survey recently, new-car | 
dealers are not high in the public’s 
regard. There is, however, one 
bright spot on the horizon: a large 
percentage of used-car buyers pre- | 
fer to buy their automobiles from a | 
new-car dealer. 

Could this be because only a 
small percentage of new-car deal- 
ers are actually in the used-car 
business? 
It is important that in the new-| 
car dealer the public recognizes a 
reliable source of used cars, prop- 
erly reconditioned, soundly financed, 
and reliably guaranteed by a mer- 
chant to whom goodwill is valua- 
ble. 

Let us accept this public recog- 
nition, and accept the accompany- 
ing responsibility to provide: 
attractive facilities, sound organi- 
zations, proper processing and 
honest merchandising programs. 

* * * 

HE members of this committee 

will present these four phases 
of the used-car business in the 
above order. 

The various manufacturers have 
provided to their dealers used-car 
programs which contain many ex- 
cellent ideas. Every dealer should 
carefully explore these programs, 
and adopt those parts of them which 
fit his own requirements. This is 
particularly true where the dealer- 
program is designed to augment a 
national advertising program. 

Let me repeat that this com- 
mittee is sincerely committed to 
the belief that the used-car busi- 
ness is a good and profitable one 
at all times, and that every new- 
car dealer should give serious 
consideration to the complete 1952 
version. 

If, in making our presentation, 
we plant a few “thought-starters” | 
in the mind of each new-car dealer, 
we will have been successful in our 
aims and will be deeply gratified. 

* * * | 





By Ray DeRidder 
ACILITIES, in the retail auto-| 
mobile business, are those items | 
of plant and equipment which are 
needed in order to store, handle, 
recondition and display our prod- 
ucts. None of the other phases of 
the used-car business can be satis- 
factorily performed or properly con- 
ducted unless facilities are ample 
and convenient. 
Large investments may be 
made. Unless such investments 





are properly planned, they may 
quickly develop into heavy losses. 
Much study is needed to deter- 


|mine the proper facilities for re- 


tailing used cars, and no long-term 


| arrangements should be made with- 


out thorough investigation before- 
hand. 

Statistics are available which 
make it possible to determine the 
space required to buy, trade, store, 


recondition and display a used car. | 


Dealers whose operations are simi- 


lar in size to your own, and who} 


are successfully retailing used cars, 
will be willing and able to provide 
individual assistance 
your facilities. Call on your friends 
for help. Analyze your competitors 
from the standpoint of facilities; if 
possible, profit from their mistakes. 
* * * 

OCATIONS should be chosen 

with care and forethought. Traf- 
fic surveys and geographic factors 
can indicate good or bad locations. 
Easy access and adequate parking 
are absolutely essential to any used 
car location. 


in planning | 


fective in some parts of the coun- 
try, whereas they may result in lit- 
tle—if any—floor play and few 
sales, when used in other areas. 
Also, future real estate values 
should influence any purchase of 
property, and careful thought 
should be given to possible future 
developments before signing leases. 

Signs and buildings must be 
chosen carefully, and should blend 
with the area in which the dis- 
| play is located. Display, as repre- 
sented by signs and lighting, 
| plays a major part in your mer- 
chandising scheme. A survey con- 
ducted by this committee indi- 
| cated that in one large dealer- 
ship, attractive display and light- 
| ing was responsible for 59 percent 
| of the traffic, and 76 percent of 
| the sales, in a month in which the 
| dealer spent $13,000 on radio and 
| television advertising and over 
| $5,000 on newspaper advertising. 
| Usually, your local electric com- 
|pany will furnish you with plans, 
| statistics and suggestions concern- 
ling good lighting practices. Many 
.of our factories have prepared, and 








Indoor display rooms may be ef- 
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_GMC's New Welter-Weight Diesel, D450-37— 

This new GMC model, called the GMC D450-37, is claimed by the company to be 
|the smallest and lightest diesel truck ever to be commercialized for use on U. S. 
highways. The new engine, GM 3-71, is a three cylinder model, said to produce 110 
| horsepower at 2,100 rpm. The new model was introduced by GMC Truck and Coach for 
|operators using trucks in the 19,500 pound G.V.W. class, or highway tractors in the 
35,000 pound G.V.W. class. 








are distributing, excellent signs and|of dealerships, none of which are 
other facilities for our ee ee the same. The executives 
departments. However, if you buy|who plan them are usually trying 
| such signs hastily, and without first |to be helpful; however, they are 
|checking their application to your|also trying to maintain uniformity. 
own location, you may find that | Sometimes, the road-man who sells 
you have wasted your money. These |them is prompted by the urge to 
.Signs are designed to fit thousands (Continued on Page 21, Col, 1) 
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ACK WHEN” 


--- The Diablo Dam near Seattie, Washington, was 
PERFECTION already had 
over eleven years of experience in building 
outstanding truck bodies and hoists for rugged 
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Photo shows a modern 
PERFECTION Heavy-Duty 
general purpose Dump 
Body and Iso-Draulic 
ROLL-A-LIFT. Inset is a 
PERFECTION Heavy-Duty 
Rock Body. 









Tode 


PERFECTION 


— builds the powerful hydraulic 
hoists and the rugged dump bodies 
to do today’s toughest hauling jobs 
— and do them year after year. 


Dealers know that PERFECTION 
hoists and bodies are built to carry 
more and heavier loads than ex- 


pected of them. 


PERFECTION is the name to remem- 
ber for standard and special purpose 
Bodies and Hydraulic Hoists — for 
steady, long time service. 


Write for Literature 


Engineered and Manufactured by 


THE PERFECTION STEEL BODY CO. 
Galion, Ohio, U.S.A. 
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Average Per Vehicle Put at $735... 


Clinic Cites Profit in Trucks 


that 





ward it. Marks said most 


‘Continued from Page 16) nine months of 1951 ran 13 percent 
order to avert the chance of a |Of the same period of 1950. unpleasant factors of the business 
breakdown. This, in turn, enables 5. Sales per unit sold jumped stem a from improper 
the dealer to save time on repairs from $229 to $299 in the same management, 


Discussed as one of the most dif- 


to turn out a ( 
4 ficult problems was price-cutting. | 


and allows him nine-month period. 

better service job. 6. Gross profit jumped from $16 \ 
Witnesses agreed that truck serv-|to $218 in the same period, and at This was rated a subject of major Zz 

ice facilities should be separate | the same time truck customer labor importance, and it was held that | * 

on eet OE ee ne, nowee an increase of 23 percent. pay > Roc Ro > Tagg Ra? 

possible, an at mechanics should} 7 Gross profit per unit jumped |!" Order to se ks y. x 

= pen tt Cee neranined that {70m $58 to. $86. " mumpe"| With some dealers, however, it White 


* ” * 
too many dealers overlook truck 


Trucks Pays Tribute to Adamski— 


was said, price-cutting has become | At ceremonies in Cleveland, White Motor Co. presented Alex Adamski (center), 
a habit that a customer expects | ATA champion truck driver in 1951, with the keys to a new truck just like the one he 
















servicing, both from the standpoint | ‘ROM the standpoint of selling. | yi) be continued as long as the|drove in the Chicago competition. Here, Robert F. Black, president of White Motor 


witnesses testified, it is most is in busines 
|important for the dealer and 4 aca or re eae 
 iceak Gaek aaeker Goce ton! HE dealer, the fact-finders said, 
di that small truck |™uch trucks cost him, both as to | doesn’t hurt anyone but himself 
d seca pT ne A should go | °Perational and initial costs; know | when he cuts prices to "that deal. | 
» cetaggeellRg FO occ cae 8°|what earnings trucks bring him; |Chandise and it is time that deal-| 
after special equipment sales: lknow what he wants in the way of ers act to see that price-cutting | 


1. Special equipment sales were | pe : lis stopped. 
up 18 percent in 1951 over 1950. |a guarantee; what his purchasing 


|habits are, how often he buys and|_ Price-cutting was 


of profit and from the standpoint of 
good customer relations. 
* * + 


. points were cited in rec- 


called the | 


Co., shakes hands with Adamski, while J. N. Bauman, sales vice-president, looks on. 
Adamski drives for George F. Alger Co., Chicago. 





dealers realized about the same 
profit on new truck sales in 1951 
that they did in 1950. This was 
because the gross profit per unit 
| showed an increase of about $50. 


oe so eat py ad this is often enough. | death-knell for any peseerege were higher in 1951 than in 1950, 

3. Gross profits per unit sold| Marks, in summing up clinic More facts from NADA’s sur- especially for heavier trucks. As a 
jumped from $14 in 1950 to $20 in| conclusions, said that the most vey concluded the clinic. _Al- | result, the small dealer’s average 
1951. . | important factor in a truck busi- though sales of trucks declined |investment jumped from $752 to 


dealer’s 








4. Truck parts sales in the first 13 percent for most dealerships, | $1,961, while the larger 


ness is the dealer’s attitude to- 








brazes a trail to low-cost castings 


Higher compressions get you more power. But they boost 
engine heat, too. That's why designers are taking a fresh look at 
aluminum castings for cylinder heads, manifolds, cylinder 
blocks. Because aluminum conducts heat fast! 








Too expensive, you say? Maybe, as complex cored castings. 

Alcoa development engineers tackled this cost problem from a new 
angle. Why not make a cylinder block in five sections—each 

a relatively simple permanent-mold casting—then braze ’em into 
one piece with a single furnace pass? They tried it. It 

worked. It put a low, competitive price tag on the aluminum 
cylinder block, and cylinder heads, too. 


Could this “sandwich” technique cut the cost of aluminum 
parts for you? Military needs limit the metal we can supply. 
But perhaps we can help you émagineer with aluminum for 
future improvements. Call your nearby Alcoa sales office. Or write 
ALUMINUM COMPANY OF AMERICA, 1842B Gulf Building, 
Pittsburgh 19, Pennsylvania. 


FUSED INTO ONE 





|jumped from $4,363 to $8,679, more 
| than double in each case. 


* * oe 
gerne genes reported that they car- 
ried more than 43 percent of 


|their trucks in inventory for 30 


Average new-truck inventories|days or more. For small dealers 


|the figure was 39 percent and for 
larger dealers, 48 percent. 

It costs money to keep trucks 
in stock. The dealer pays for it 
in lost profits. The way to make 
money on used trucks is to move 
them fast. 

The committee did not intend to 
|come up with any definite laws by 
|which a truck business should be 
operated. It merely intended to 
| plant some seeds for dealer thought 
|in the years that lie ahead. And, it 
did. 





Ford Truck 
(Continued from Page 16) 
trucks with a maximum 195-inch 
wheelbase and G.C.W. ratings up to 
41,000 pounds. 

Three new overhead valve en- 
gines have been added to the 
Ford truck line. They are the 101- 
horsepower Cost Clipper Six, the 
145 horsepower V-8 Cargo King 
and the 155-horsepower’ V-8 
Cargo King. 

The other two engines offered are 
more powerful versions of former 
truck engines—the 106-horsepower 

| V-8 and the 112-horsepower Big Six 

both L-Head types, Crusoe said. 

| 7 * x 

E DESCRIBED the new low- 
friction truck engines as the 
most modern in the industry, and 
said that they had been developed 
by Ford engineers over a four-year 


period. 
“In more than 1,500,000 miles of 
road testing, the new’ engines 


showed high performance and fuel 
{savings up to 14 percent,” Crusoe 
said. 

According to L. W. Snead, gen- 
eral sales manager, the engines and 
| models are lined up this way. Se- 
|ries F-1 through F-5 trucks, and 
|the F-5 and F-6 school buses, are 
| powered either by the 106-horse- 
| power V-8, or the Cost Clipper Six, 
at the option of the customer. 

The F-3 parcel delivery unit is 
powered exclusively by the new 
six, and the F-5 cab-over-engine 
truck is equipped with the 106- 
horsepower V-8 only. The F-6 
cab-over-engine, and the F-6 con- 
ventional trucks are available 
with the 106-horsepower V-8 or 
the Big Six engine, he said. 

| Cargo King V-8’s are the exclu- 
sive engines for Ford’s extra heavy 
duty trucks. The 145-horsepower 

| V-8 drives the F-7 jobs with G.C.W. 
up to 38,000 pounds, and the 155- 
horsepower Cargo King powers the 

series F-8 trucks with G.C.W. rat- 

ings up to 41,000 pounds. 
* * * 

roRD truck engines boast an in- 

dustry “first” in offering preci- 

| sion-molded cast alloy crankshafts, 
camshafts and exhaust’ valves, 

| Smead said. The new engines also 
| have integral valve guides, full- 
flow oil filters, timing chain drives 
and all-steel cylinder head gaskets. 

The company said it had de- 
signed new combustion chambers 
for the three new engines, and 

shortened the piston stroke to 
equal the cylinder bore. Shorten- 
ing of the stroke lowered the pis- 
ton travel, the company said, re- 
ducing friction between the pis- 
tons and cylinder walls and cut- 
ting thermal losses. 

All regular truck units are avail- 

able with five-star cabs, or five- 
star extra cabs which feature such 
extras as foam rubber seat padding, 
insulated headlining, key locks on 

| both doors, cigar lighter, dome light 

| with automatic door switches, arm 
rests and interior insulation. 
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In a class by itself is 
the Clark Housing—a 
one-piece forging, heat- 
treated. Its presence is 
clinching proof of a quality- 
built vehicle. 





It’s good business to 
Work with Clark. / 7 
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CLARK PRODUCTS 
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CLARK EQUIPMENT COMPANY, Buchanan, Michigan 


Other Plants: BATTLE CREEK AND JACKSON, MICHIGAN 
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AND POWERED HAND TRUGKS - 


O, 


Please send: [) Material Handling News 


Name 
Firm Name. 
Street. 


City Zone 


AUTHORIZED CLARK INDUSTRIAL TRUCK PARTS AND SERVICE 


CLARK Fork TRUCKS 


INDUSTRIAL TOWING TRACTORS | 


INDUSTRIAL TRUCK DIVISION - CLARK EQUIPMENT COMPANY - 


BATTLE CREEK 12, MICH. 


] Condensed Catalog 


State 


STATIONS IN STRATEGIC LOCATIONS 
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by means of (LARK VARDLIFTS 
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Five Viewpoints on Used Cars 


(Continued from Page 17) 


report the completion of a big sell- 
ing job, rather than by any regard 
for the signs’ practical application. 
Therefore, don’t buy these signs 
until you have first made certain 
that they will be suitable. 
* * * 

Napalm estimating your potential 

used-car volume, you must then 
decide if the processing volume will 
support a separate processing facil- 
ity You may decide that it will be 


a welcome source of additional rev- | 
enue from your present service de- | 


partment. 

On the other hand, if your pres- 
ent service facilities are crowded 
and your reconditioning volume 
small, you may find that it may 
pay to subcontract your process- 
ing work. Then again, your re- 
conditioning volume may be large 
enough to warrant the additional 
rent, overhead, supervision, or- 
ganization and equipment of a 
separate reconditioning plant. 
Don’t guess here; the stakes are 
too high. Study and plan. Only then 
can you provide the facilities which 
will fit your own individual cir- 
cumstances to the best advantage. 
We urge that you look on your 
used-car department as an inter- 
esting and profitable part of your 
dealership. This is the only way in 
which the old-fashioned $200 used- 
car loss on each new-car sold may 
be eliminated. This is especially 
true today, when overhead is more 
important than ever before and 
business taxes are at the highest 
levels in history. 

* * 


By Bill McFadden 
N ORGANIZATION is a number 
of individuals whose efforts are 
systematically united in order to 
accomplish some end or work. 

An organization is doomed to 
failure from the start if the es- 
sence of it is not the cooperation 
of individuals working with each 
other, rather than at cross-pur- 


poses. 

The systematic factor of any 
automobile dealer’s operation, 
whether large or small, must begin 
with the dealer himself. The size, 
type and general make-up of the 
organization depend on a number 
of factors which must be studied 
by the dealer. These include the na- 
ture of his market, his projected 
reconditioning and sales volumes, 
the number of employes required to 
maintain these volumes, the amount 
of salary or wage he can afford to 
pay for each job, and whether a 
sound incentive plan will assist in 
the reduction of overall operating 
and increase employes’ earning ef- 
ficiency. 

Only after these and other ques- 
tions are studied and answered can 
an employe or group of employes 
be systematically included in the 
dealership’s operations. 

* * + 


BevoRE engaging in any hiring 

activities, a dealer should give 
careful study to NADA’s employer- 
employe relations committee spe- 
cial bulletins. These aid in avoiding 
the many pitfalls which await em- 
ployers under modern employment 
and labor legislation. For example, 
the dealer may wish to employ a 
salesman who is a member of a 
particular race, creed or national- 
ity, in order to better serve a por- 
tion of his market. Extreme cau- 
tion in determining the basis of 
selection, and in choosing the ac- 
tual employe, must be used. 

After the prospective employes 
have been thoroughly “screened,” 
and have passed all tests to the 
dealer’s complete satisfaction, the 
task of shaping them into an or- 
ganization begins. 

The dealer or general manager 
should give to every employe a 
complete summary of company 
policy with respect to employes, 
customers and factory represen- 
tatives. The managers of the new 
employes’ departments should be 
careful to clearly define all of his 
duties to each employe. A com- 
plete understanding of the com- 
pensation plans in effect, as well 
as a knowledge of other available 
employe benefits, is essential to 
employes’ peace of mind. Time 
taken to explain these subjects 
at the beginning of an employe’s 
service will avoid later misunder- 
standings. 

The next step is the employes’ 
practical application to the job at 


| These facilities, 





hand. Obviously, this varies from 
job to job. However, the organiza- 
tion will have a much better chance 
of success if it is built on a solid 
foundation. An organization built 
along these lines, encouraged with 
a sensible and sympathetic man- 
agement spirit, and improved with 
a continuing and_ well-prepared 
training program, is certain of suc- 
cess. 
* * * 
By Jim Adams 

_ IS not possible to set up a 

standard program for the proc- 
essing, or “reconditioning” of used 


| cars, because of the wide variations 


which occur from dealership to 
dealership. Certain fundamental 
processing practices are common to 
all of us; however, other methods 
must be individually tailored to 
conform to the size, location and 
physical facilities of each dealer- 
ship. 

Let’s enumerate some of the 
points common to all dealers: 

First, it is impossible for any 
dealer in used cars to operate prof- 
itably without assigning full respon- 
sibility for “processing” control to 
one individual. 

A certain large dealer who han- 
dles 1,500 used cars each year re- 
cently proved this contention. He 
placed a former shop foreman in 
charge of the diagnosis of all used 
cars before processing was begun. 
In less than 60 days, a $20 reduc- 
tion in the average per-car proces- 
sing costs resulted, and the dealer 
found that the used cars on his lot 
were of better quality. The net re- 
sult of the move was a cash saving 
of $30,000 per year, in addition to 
various “fringe” benefits. 

* + * 


= second point common to all 
dealers is that no used-car op- 
eration has ever been successful 
without a_ well-established, fast- 
operating program which places 
used cars in a saleable condition 
with a minimum of delay. 

The third point common to all 
dealers is this: the same buyer ap- 
peal attaches itself to a used car 
on every dealer’s lot. While proces- 
sing procedures may differ in ac- 
cordance with the final application 
of dealers’ warranties, certain fun- 
damental appeals are vital to every 
buyer. If you will think of the used- 
car buyer as a new-car buyer who 
cannot afford the new-car price, 
you will realize that the same ap- 
peals which “sell” the new-car 
buyer will sell the used-car buyer. 

This is what you would want 
if you were the buyer. Eye-ap- 

peal, ear-appeal and nose-appeal 
are desired by buyers everywhere, 
and in setting up your processing 
plan you should give these fac- 
tors the fullest consideration. 

Dirt in corners, a loose bumper 
or a rattling door may easily kill 
the sale of an otherwise perfect 

used car. 

There are any number of proces- 
sing policies and features which 
vary from dealership to dealership. 
Two of the more important varia- 
tions are the extent of the mechani- 
cal repairs which are made on each 
car, and the facilities available for 
carrying-on processing activities. 

* ~ * 


Tus extent of mechanical repairs 
often depends on the extent of 
the warranty given. Some dealers 
prefer to do as little as possible 
before sale of the car, but extend 
a very liberal warranty. Many 
dealers, however, prefer to perform 
elaborate processing work before 
selling the car, and thus avoid any 
large amount of policy work. 
Either method may be good; 
the important thing, however, is 
that they cannot successfully be 
mixed. A _ pre-determined, all- 
around policy must be established, 
and must be understood by the 
entire organization. Your proces- 
sing plan must tie-in with your 
merchandising program, and is 
worth careful study and planning. 
The processing facilities available 


;to you will determine where and 


how you recondition your used cars. 
in most cases, are 
already established; they must be 
examined, therefore, with respect 
to the ideal pattern of used-car 
reconditioning. 

The perfect used-car is one which 
has had the motor and chassis 
steam-cleaned, a general tightening 
done, a complete mechanical inspec- 
tion and repair, the interior cleaned 


and sanitized, all body and fender 
dents removed, and any necessary 
painting done. In addition, any tire 
replacements have been made, and 
the final touch given to the under- 
coating and polishing. 

* * * 

S A_ used-car operator, you 
“& should compare your processing 
program with this ideal and decide 
which features you wish to include 
in your operation. 

Familiarity with your processing 
program is an aid to your sales 
force, since car-appraisals may be 
made with the cost of processing 
the individual car in mind. Furth- 
ermore, it will help remove uncer- 
tainty from the job of the man 
responsible for used-car appraisal. 

Remember, a_ pre-determined 
policy is the important thing. The 
old-fashioned idea that all serv- 
ice managers, mechanics, body 
men and polishers hate used cars 
has been disproved by many suc- 
cessful dealers, both large and 
small, who have taken the trou- 
ble to the right training and in- 
centive programs, 

A few hours spent in selling your 
shop organization on the soundness 
of your plans will avoid days of 
selling effort by your used-car sales 
force. It is important to completely 
study your own problem and, with- 
out going through the costly trial- 
and-error method, set up the proc- 
essing program that is most suit- 
able for your dealership. 

7” * * 


By Howard Cates 

ERCHANDISING is the trad- 
. ing, buying and selling of used 
cars. It is vital to the dealer’s 
used-car income. 

Every successful dealer knows 
that good public relations are 
necessary to his continued suc- 
cess. He knows that courteous 

(Continued on Page 26, Col. 1) 
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South Pasadena (Calif.) New Year's Float— 


Colliau Chevrolet Co., South Pasadena, Calif., 
appearing in the New Year's Day Tournament of Roses parade. The 
showed an elephant entering the White House door, and a dejected donkey leaving 


was one of the sponsors of this float, 
“Rosy Dream" 


The float was powered by Chevrolet parts, and mounted on a 








Television Slur 
On U.C. Dealers 
Brings Protest 


NEW YORK.—A story involving 
the merchandising of a used car 
on “Racket Squad,” a _ television 
program sponsored by Philip Mor- 
ris, has brought protests from new 
and used-car dealers. 

James C. Downing, president of 
the National Used Car Dealers 
Assn., protested that the program 
depicted used-car dealers as gyps 
and thieves. “As reputable used-car 
dealers,” Downing said, “we resent 
these libelous, unfair and unwar- 
ranted programs.” 

By resolution, the directors of 
the Milwaukee County Automobile 
Dealers Assn. asserted that the 
broadcast did not distinguish clear- 





ly between reputable dealers in 





used automobiles and the illegal 
operations of others. 

Citing dealer licensing laws in 
Wisconsin, the resolution said that 
the program was an unjust and 
unfair reflection on automobile 
dealers in that state. 


Load Fine Hikes 
Pass Mich. Senate 


LANSING.—A bill increasing the 
fines for overloading trucks has 
been passed by state senate and 
sent to the house. It provides pen- 
alties up to $100 for overloading, 
and another provision allows courts 
to fine drivers who bypass weigh- 
ing stations. 





Clary Gets Pontos Deal 


Troy Clary has taken over the 
Pontiac dealership at Gaffney, S.C. 





ENGINEERED 









NEW 


1952 ~~ 


Individually designed 
to fit all '52 models 


H WINGRA 












GRILLE GUARD 
TRUNK GUARD 













FINISH 
TION 


You want extra 
profits . . . your 
customers want the 
best protection for 
their cars. When you 


sell CELLO both you and 

the customer are satisfied, 

because Cello Grille Guards 

are specifically ENGINEERED 

to provide the finest protection 
money can buy. 


Only top-quality materials 


and workmanship go into the making 
Sf of Cello Guards. 


Pe Join the thousands of success- 
ful merchandisers who are now featuring 


Cello Grille Guards, and get your share of the 
extra profits the complete Cello line 
provides. Styles to fit all makes. 1946-1952. 


For full information on Cello 


Guards and License Plate frames write 
to the factory today for FREE catalog pages 
and price lists. 


GRILLE GUARDS 
your GUARD for life 


Cel 0 Products Co. 161 ital Street, East Boston 28, Mass. 


¢ 
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NADA Clinic Shows How Death Toll Is Curbed... 





Dealers’ Role in Driver Training 


(Epitor’s Note: The following is 
a condensation of the addresses 
made at the 1952 NADA High- 
way Safety Clinic in New York 
Jan. 29. The first, by M. R. Darl- 
ington jr., managing director of 
the Inter-Industry Highway Safe- 
ty Committee, offers a report of 
the year’s accomplishments by 
dealers and safety men in the 
field during 1951. The second, by 
Vance Hall, safety chairman of 
the Akron Automobile Dealers 
Assn., recounts a special project 
being carried on by the dealers 
in that community. The third, by 
Don Devereux, a high school stu- 
dent in Lansing, Mich., views the 
high school driver education pro- 
gram from a_ student’s stand- 
point.) 


HILE it took 51 years for the 
millionth traffic death to oc- 





S., the 
lionth will 
in less than 
years at our pres- 
ent rate of traffic 
fatalities, M. R. 
Darlington, man- 


cur in the U. 





the Inter - Indus- 
try Highway 
Safety Commit- 
tee, told those at- 
tending the High- 
way Safety Clinic 
at the 1952 NADA 





“ae 


q: 
M. R, Darlington ~ 
convention. 

The clinic, held on Jan. 29, heard 
Darlington report that 37,500 per- 
sons died as a result of traffic acci- 
dents during 1951—the fourth high- 
est toll for any year. 

“Unless concerted action is 
taken and driving habits are ma- 
terially improved, 1952 will rec- 
ord an alltime high of 40,000 or 
more traffic deaths,” Darlington 
warned. “This prediction is based 
on the fact that we have more 
vehicles being driven more miles 


second mil-| 
occur, time in the history of our coun- 
30| try.” 


aging director of | 





by more drivers than at any other 


However, he_ stated, effective 
steps had been taken during 1951 
by dealers and dealer organizations 
that are helping to eliminate traffic 
hazards. 


During the 1950-51 school year, 


|dealers loaned more than 5,700 cars 


valued at approximately $11,400,000 
to the nation’s high schools for 
practice-driving instruction. 

* * * 


Of High Importance 


‘MP HIS dealer contribution,” Darl- 

ington said, “represents one of 
the greatest contributions made in 
the advancement of the entire high- 
school driver education program, 
since it has been of tremendous im- 
portance in bringing about the suc- 
cess of the courses.” 

Auto dealers have led the way 
in the distribution of more than 
4,000,000 copies of “Man-to-Man” 
and “Dad -to-Daughter” good 
driver agreements and club cards. 
These agreements outline eight 





lthe dealership; 
instructors. 


good driving practices which the 
| boy or girl agrees to observe in 


| exchange for the use of the fam- | Summit 


ily car, Darlington added. 

Other dealer - sponsored move- 
ments mentioned were “Drive for 
Safety” schools, conducted in co- 
operation with Cappel MacDonald 
and Co.; “Check Your Car—Check 
Accidents” program carried on dur- 
ing May. 


® * 


- 
Akron Dealers Program 
Loe HALL, Akron (O.) Chrys- 
ler-Plymouth dealer, in an ad- 
dress titled “A Safety Project for 
Dealer Organizations,” told of the 
scholarship and award program 
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Frame-Kontact™ 


HOIST 


provides greater accessibility 


in servicing automobiles 





°Globe Frame-Kontact Hoist 


® Gives more ‘‘elbow room” under car 


® Makes parts more accessible 


® Lets wheels hang free for easy removal 


® Relaxes front and rear spring suspensions for thoroug:: 


lubrication 


® Provides smooth floor when hoist is not in use 


® Car is positioned merely by driving into front wheel wells 


® FASTER, EASIER, better servicing of passenger cars 


® More profit per job 


GLOBE HOIST COMPANY, 1000 E. Mermaid Lane 
Philadelphia 18, Pa. 
(Factories at Des Moines, lowa and Philadelphia, Pa.) 





The World’s Most Complete and Versatile Line of Lifting Equipment 





L i> - b> 


af 


"* THE 





BEST 





A few examples of how a Globe Frame-Kontact 


Removal and re- 
placement of an 
automatic trans- 
mission is done 
easily on the Frame- 
Kontact Hoist with 
the aid of a Globe 
type TD-140 Trans- 
mission Dolly. Time 
saving: 35% 


Rear spring shackles 
are removed and re- 
placed using port- 
able dolly and axle 
fixture. Time sav- 
ing: 36% 


Muffler and tail pipe 
removed and re- 
placed. Ample room 
for mechanics to get 
at fittings. Time 
saving: 47% 


*Trade Mark U.S. and 
Foreign Patents Pending 


‘A | 


tier 


Hoist speeds undercar work 
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Dealer Cole Furnishes Training Cars— 


J. B. Cole, Inc. (Ford), Willoughby, O., has presented driver training cars to schools 
|in thot city for the past several years. Left to right: W. H. Sherman, vice-president of 


Robert Schminky, Richard Edwards and Lawrence Brown, driving 


|that was being sponsored by the 
| Akron Automobile Dealers Assn. in 


county. The program 
awards a four-year college scholar- 
ship to Akron university to the win- 
ner of competition held among the 
high school’s trained drivers in the 
area. Vance said that more than 
300 boys and girls from the Summit 








Sa £ 
Vance Hall E. F. DuTeau 
county schools participated in the 
program this summer, with 26 
“champion” drivers taking part in 
the finals. 

Vance pointed out that the pro- 
gram was not carried on by the 
dealers alone, but that they re- 
ceived excellent cooperation from 
the press, radio, police, state high- 
way patrol, school systems, local 
safety council and the chamber 
of commerce. 

“Here was a program,” Vance 
said, “of which it can well be said, 
‘everybody got into the act.’” 

The rules set up there, Vance 
stated, were that the entry must be 
enrolled in a high school driving 
program, be classified as a senior, 
under 20 years old, must have com- 
pleted both classroom and behind- 
the-wheel training, and be qualified 
and legally authorized to drive an 
automobile. 
= * * 


Compete in Finals 
INNERS from each school com- 
peted in the finals, Vance said, 
and were given a cash award of $20. 
In the final competition, the schol- 
arship was offered as first prize, 
$250 cash second prize, $100 third 
prize and $50 fourth prize. 

Vance pointed out the public 
relations value of the program, 
emphasizing that the high school 
students are potential customers 
to the dealers. A movie has been 
made of the program being car- 
ried on there, and has been shown 
to 27 different organizations al- 
ready, and is definitely scheduled 
for 16 more PTA groups later this 
year. 

“High school driver education has 
proven itself to be the finest safety 
activity in any community,” Vance 
declared. “Statistics are proving the 
courses are getting results in lives 
saved and better driving practices. 
Our experience has shown that the 
entire school system and the fath- 
ers and mothers are most happy to 
have an outside group share the 
responsibility of protecting their 
children.” 

* * . 


Better than Cooking 


pe DEVEREUX, high school 
student from Lansing, spoke 
out as to what the students think 
of driver education. 

“If people think that a driver 
program is irrelevant to a high 
school education, let them think 
about this. No one is ever killed 
by bad English or _ incorrect 
arithmetic, and few are killed by 
bad cooking. But bad driving 
kills more than 35,000 and injures 
more than 1,000,000 persons every 
year.” 

Devereux said that teen-agers 
are, or can easily learn to be, very 
good drivers mechanically, but 
driving requires sportsmanship and 
intelligence as well as mechanical 
skill. 


“Their attitude toward driving 
very definite correction. 
Many show no common sense in 
driving, for they do many foolish 
things. In general, they seem far 
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i the Financial Front. . 





Five Auto Stocks Show 
Lower Short Position 


By George Deery 
Associate Editor 

ree motor stocks showed a 
smaller short position as of Jan. 
5, compared with Dec. 14, and 
none of the truck makers were 
listed as having 5,000 or more 
shares on the shortside, according 
to the latest compilation by the 

New York stock exchange. 

Studebaker, with the largest 
total among the automotive, rub- 
ber and oil issues, showed a gain 
to 69,711 shares, against 66,090 
shares a month earlier. 

General Motors was credited with 
a decline to 65,080 shares from 74,- 
759 in the preceding report. Chrys- 
ler, in the third position, had 33,875 
shares, whereas a month prior its 
aggregate was 36,169. 

* * e 

UDSON contracted to 12,475 

shares from 13,566; the sum for 
Nash-Kelvinator slipped slightly to 
6,235 from 6,615, and Packard’s 
holdings by those with a bearish 
outlook dropped to 5,032 from 8,900 
shares. 

While Goodrich receded to 11,- 
820 from 12,402 in the December 
compilation, Goodyear and U. S. 
Rubber were taking an opposite 
trend. The former gained to 7,600, 





Training 
(Continued from Page 22) 


more than necessarily aware of 
speed and power.” 

In outlining the needs for a suc- 
cessful driver training program, 
Devereux said that it must have the 
cooperation of the entire commu- 
nity. : 

“A well balanced driver train- 
ing program must include class- 
room and behind-the-wheel in- 
struction,” Devereux declared. 
“These two must be organized 
to stress the proper attitudes of 
safe driving even more than the 
mechanics of handling and serv- 
icing the automobile.” 

The nation’s youth are ashamed 
of their driving record, he said, 
and are anxious to correct it. This, 
he claimed, is apparent by the way 
they enroll in high school courses. 
Even so, he added, they feel that 
credit should be extended for the 
course in the same manner as 
other subjects in the curriculum. 

“I speak for the youth of the 
nation in thanking the automo- 
bile dealers for the fine support 
given these programs. I again 
speak for youth in urging you to 
continue and enlarge this sup- 
port.” 

Elsworth F. DuTeau, Chevrolet 
dealer at Lincoln, Neb., also spoke 
during the panel talks on “What 
Highway Safety Means to Our 
Business.” 

He is the Nebraska state safety 
chairman and chairman of the 
Nebraska inter-industry highway 
safety committee. 


_ 
U. S. Signs Pact 
. 
For High-Cost 
C . + 
opper Mining 
WASHINGTON. — The govern- 
ment acted last week to sustain the 
current rate of copper production, 
signing contracts with producers 
that will enable them to continue 
so-called “high-cost” mining opera- 
tions. 
More than 1,000,000 pounds of 
copper a month are involved, the 


Defense Procurement Materials 
Administration said. 





“The government will pay over- | 


the-ceiling prices for the copper,” 
the DPMA said, “because otherwise 
the deposits would be shut down 
and the production lost due to cost 
factors.” 

The mines, owned by Calumet & 
Hecla Consolidated Copper Co., are 


existing ones. The firm had said it | 


could not continue to operate them 


come. 

“In the face of the critical cop- 
per shortage,” said Jess Larson, 
DPMaA director, “I think it is in the 
best interests of the nation to do 
everything within reason to keep 
these mines in operation.” 





unless the cost factors were send 


against 7,470 a month ago and the 
latter was up to 5,623 from 3,890. 
Fedders-Quigan spurted to 16,264 
from 6,000, but Gar Wood's figure | 
was lightened to 13,400 from 14,850. 
The biggest drop among the oil| 
firms was the new figure for Stand- 
ard of New Jersey—15,230 versus 
21,476 in the December accounting. 
* * - 
OCONY-VACUUM stood at 6,115 
shares, as compared with 6,330. 
Sunray Oil was boosted to 8,697 
from 8,042. Texas Co., the only 
other oil company tagged with a 
lower total, had 6,229 shares, as 
compared with 7,678 last month. 
Pure Oil was up slightly to 5,750, 
which compared with 5,728, and| 
Sinclair increased to 5,016 from| 
4,930. 
The total short position for all) 
shares listed on the Big Board in 
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the January report was 2,439,306. 
In December the figure was 2,405,- 
584. 


Gar Wood Net 





Rises Sharply | 


Gar Wood Industries has report- 


led sales amounting to $39,182,356 | 


for the fiscal year ended Oct. 31, 
1951, as compared with sales of 
$20,947,738 for the 
preceding fiscal 
year. Net income 
for the fiscal year 
1951 amounted to 
$3,024,323, repre- | 
senting $2.78 per 
share. This com- 
pares with a net 
loss of $2,098,322 
for the 1950 fiscal 
year. The 1951 in- 
come includes a 
tax reduction of 


E, F. Fisher 
$1,650,000 which resulted from losses 


carried forward for income tax 
purposes. 

E. F. Fisher, president, attributed 
much of the favorable operating 
results for 1951 to substantial en- 
gineering progress and development 
of new and existing products. 





| 





Gift for Greenlease— 
R. C. Greenlease, president of Green- 


lease Motor Car Co. (Cadillac), Kansas 
City, beams with pleasure as he is pre- 
sented with a TV set by the 105 employes 
of his firm. Average employe has worked 
there 9.1 years. Greenlease has been in 
business 44 years. 





U. S. Rubber Arranges 


$50 Million Loan 

United States Rubber has nearly 
completed arrangements for the 
private placement of a long-term 
loan of $50,000,000. The loan, with 





interest at 3% percent, will be due 
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Jan. 1, 1982, and will have an aver- 
age life of a little over 24 years 
unless earlier payment provisions 
are exercised. 

The regular sinking fund pay- 
ments will fit in conveniently with 
the company’s funded debt retire- 
ment schedule since payments on 
this loan will follow the completion 
of sinking fund requirements on 
each of the presently outstanding 
loans, the firm states. 

The $50,000,000 may be borrowed 
during 1952 in installments as re- 
quired, with a standby fee until 
borrowed. It is anticipated that the 
money will be needed for the re- 
building of normal inventories, 
other working capital relating to 
defense business and for miscel- 
laneous capital additions. 


Bulletin on Tax Laws 


WASHINGTON. — The principal 
types of federal, state and local 
taxes and tax laws which must be 
considered in planning or operating 
a small business are summarized in 
a bulletin issued by NPA’s office of 
small business. The bulletin, titled 
“Basic Tax Information for Small 
Business,” is designed to assist op- 
erators and prospective operators 
of small manufacturing, distribu- 
tive and service firms. 








SINTERED METAL PRODUCTS 


YOU DON’T ALWAYS 
MACHINE TOOLS 





MACHINE PARTS 


OILITE 











Oilite 


Products 
Cored and Sol 


include: 


id Bars, 
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BEARINGS, 


Permanent 





Detroit 31, Michigan 


Filters, 


Finished Machine 
and Special 












AMPLEX MANUFACTURING COMPANY 


Subsidiary of Chrysler Corporation 


Parts 


Units. 





AUTOMOTIVE NEWS, FEBRUARY 4, 1952 _ 








@ You want local advertising support. That’s what you 
get when the products you sell are advertised in Farm 
Journal. Farm Journal is the biggest and best salesman in 
America’s biggest and best automotive market —Rural 
America. Farm Journal covers rural families in the better 
rural areas like a local newspaper. 


@ You want editorial support. That’s what Farm Journal 
gives you through its exclusive ‘“Keep ’Em Rolling” pro- 
gram. America’s biggest rural magazine speaks your lan- 
guage by promoting better maintenance at a time that means 
greater profit to you. 


@ You want more business. That’s what you get when 
the products you sell are advertised in the magazine that 
covers your best automotive customers like a local news- 
paper—Farm Journal. 
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FARM JOURNAL GIVES YOU MORE 
THAN ANY OTHER NATIONAL MAGAZINE 


Prove it yourself. Here’s how .. . 


1. Write Dealer Service Department, Farm Journal, Philadelphia 5, for 
detailed information on the prosperous rural market right around your 
place of business and Farm Journal’s coverage of it. 





2 Ask for your free copy of the March issue. It carries another big 
‘Keep ’Em Rolling’ editorial feature promoting better automotive 
maintenance. 

3 Tie in with ‘‘“Keep ’Em Rolling.”’ Any time’s a good time to feature 
the products and services advertised in Farm Journal, but you get a pro- 
motional bonus when you go along with the ““Keep ’Em Rolling”’ issues. 


Use the promotional material your supplier has given you. If you need 
more, get after him right away. 


REMEMBER, THE MARCH FARM JOURNAL WILL REACH YOUR BEST CUSTOMERS FEBRUARY 18. 
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Profit Potential Stressed at NADA Convention Clinic . 
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Five Viewpoints on Used Cars 


21) hard work, based on good public | 
|relations and sound customer good- | 
| will. Every new-car dealer, whether 
be trained |0r not he wishes to accept the fact, 
to treat every customer, and his is, primarily, a used-car merchan- | 
car, with respect. Salesmen often diser. 
forget that their paychecks are en- | Number one on the list of mer- 
tirely dependent on the customer.| chandising problems is fast turn- 
They often forget that a customer! over. Nearly all successful used- 
is every person who takes time to| car operators turn their stock 
visit the lot, and that he must be| over at least once every 30 days. 
treated as such, regardless of how Fast turnover is important be- 
he looks. They also forget that the|cause it maintains a fresh stock, 
customer’s car may be his family’s;keeps the dealer in a position to 
pet, and will continue to be so| accept new-car déalers, reduces the 
until it is sold to you. dealer’s boarding and lot costs, re- 

It hardly makes sense to spend | duces the chances of loss in a fluc- 
money on facilities, advertising and |tuating market to a minimum, en- 
processing in order to attract cus-|ables the dealer to operate with 
tomers, and then to chase them/lower inventories and less capital, 
away with sharp and discourteous|and creates activity which will 
treatment. breed activity. 

There are several steps which 
you, as a dealer, must take in order 
to establish a fast used-car turn- 
over. These are as follows: 

* + * 
Pe asad rid of the junk at once. Keep 
your merchandise clean and 
attractive. Maintain a balanced in- 


(Continued from Page 


treatment of his customers is im- 
portant. 
Organizations should 


* * 


> 
yee a method of operation will 
break down goodwill. It will also 
result in a high repossession rate 
that will undoubtedly erase profits 
and result in serious losses. 
Merchandising means _ trading, 
buying and selling. It also means 
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ventory. Rearrange the units on 
your lot at frequent intervals. 
Price your merchandise to sell; 
meet your market every day. Re- 
member that you don’t control the 
market—the public does. You 


| won’t move cars if you price over 


the market. And do not allow 

your trade-in allowance to gov- 
ern your resale price. 

Use advertising, and set up a 
definite advertising program. Plan 
your ads in advance, and use only 
proven media. Advertise consistent- 
ly, and check your results. 

Have a sound and ethical finance 
plan, and make sure that your or- 
ganization is time-sale conscious. 
Time-sales create additional prof- 
its, and will often transform an av- 
erage deal into a good one. 

aa + * 


AY salesmen well, and make sure 

that your compensation plan is 
simple, fair and stimulating. Re- 
member that regardless of your ad- 
vertising, display, pricing and re- 
conditioning policies, used cars 
must be sold by salesmen. 


Consider the possibility of whole- 











Philadelphia U. C. Dealers Elect Cerota— 


Moe Cerota (second from left), newly-elected president, is being offered congratu- 
lations by a panel of speakers at the annual dinner-meeting of Philadelphia Used-Car 
Dealers Assn. Shaking Cerota's hand is Edward B. Maguire, of OPS, while Walter J. 
Brobyn, counsel for Federal Reserve Bank; James M. Robb, Pennsylvania state depart- 
ment of banking, and Alvin C. Walker, Pennsylvania state department of revenue, 


look on. 





saling used cars not sold within 
thirty days. Have a_ source of 
wholesale buyers, and keep faith 
with them. It may be necessary to 
wholesale some desirable pieces in 
addition to the undesirable ones, in 
order to clean out your stock; this 


practice, however, will prove to be 





DID YOU KNOW? 





“Here’s the ONLY Service 
Equipment the Average 
Motorist EVER SEES” 


The use of modern Holmes Wrecker Equipment serves two very 
important functions. First, it enables the shop to go out and bring 
in Big and Profitable jobs they could not otherwise obtain. Second, 
the operation of a Holmes unit such as pictured below gives the 
user an opportunity to actually demonstrate the high standard of 
service which his shop is capable of performing. The very efficient 
way this representative of the shop handles disabled motor vehicles 
soon establishes a reputation in the community which results in 
more customers and increased service profits for the owner. 
Modern road service with one of the new Holmes models will 
more than pay for itself . . . in new business . . . new prestige and 
increased earnings throughout the entire shop. See your jobber 
or write factory today. 


ERNEST HOLMES CO., Chattanooga, Tenn. 


BIG PROFIT JOBS DON’T DRIVE-IN- 
THEY ARE TOWED-IN 
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worthwhile. Don’t be afraid of tak- 
ing a loss on a 30-day used car; it 
will be more profitable for you to 
sell these units and use the cash to 
buy or trade other cars on which 
you can realize a profit. 


It has been suggested that we 
discuss the practice of purchas- 
ing used cars for resale. Many 
dealers realize additional profits 
from this activity; many others 
use this method to balance their 
stocks, since they buy only what 
they need. 

This may be a good time to con- 
sider this phase of the business, 
since if the current government 
predictions become a reality it will 
probably be necessary for all of us 
to begin buying and selling of used 
cars sooner or later. 

* * * 


OO THOSE dealers who have 

never engaged in used-car buy- 
ing and selling, it is recommended 
that you proceed with caution. Buy 
and sell one or two cars, just to 
convince yourself that it can be 
profitably done. 

When you are convinced, as- 
sign quotas to your salesmen. Re- 
quest each of them to buy and 
sell one car. After he gets his 
feet wet on his first buy, he will 
gain confidence. If he makes a 
mistake, and buys a bad one— 
which he will do now and then 
—let him work out of it; the deal 
may turn out better than you 
imagined. 

After the deal is washed out talk 
with him in private; point out his 
mistakes in order that he will not 
repeat them. Show him that buying 
is exactly like trading, and that if 
he knows his market, he knows 
what the car is worth. Cars must 
be inspected for mechanical faults 
whether buying or trading; there is 
no real difference. 

Unlike the new-car business, used 
car operators must find a source of 
merchandise, of which there are 
many. These include _ individual 
owners, other dealers, finance com- 
panies, banks, fleet owners, used- 
car auctions, car-rental companies 
and others. These must be regular- 
ly contacted, and it will often be 
found that cars may be bought 
more cheaply than they may be 
traded. 

Much could be said about how, 
when and what to buy. Each dealer, 
however, is familiar with his own 
individual operations, and is in the 
best position to determine the most 
desirable action. 





Hopalona Lowell 
Old-Timer Rode Horse 


To Sell Batteries 


NEW YORK.—An automobile 
storage battery salesman who sold 
batteries from horseback was the 
guest of honor at an employe old- 
timer’s dinner given by Prest-O- 
Lite Battery Co. 

Fred D. Lowell, district sales- 
man for Prest-O-Lite, was pre- 
sented with a watch for completing 
25 years of service. He then told 
guests how he sold batteries for 
automobiles while using a prede- 
cessor means of transportation. 

It seems that an important cus- 
tomer in his territory a score of 
years ago was a coal mining com- 
pany in the mountains of Virginia. 
Ordinarily, Lowell drove to the 
mine camp but in winter snows 
blocked the road. 

Consequently, the salesman would 
drive as close to the camp as pos- 
sible, hire a horse and gallop the 
rest of the way to take an order 
for batteries for spring delivery. 
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In the Hopper | 








The South Carolina tax commis- 
on would assess automobiles for 
ixation at a maximum 10 percent 
f actual value under a bill pending 
n senate. 

There is no state tax on automo- 


iles now, except the fee for li- 
enses and assessment now is 
1andled locally. 


* o * 


Pas Truck Weight Bill 


Vetoed by Governor 


Pennsylvania’s Gov. John S. 
Fine has vetoed the controversial 
truck weight bill which would 
have increased from 45,000 to 60,- 
000 pounds the legal weight limit 
for tandem axle, semi-trailer 
trucks, and from 45,000 to 48,000 
pounds the limit for single axle 
semi-trailer vehicles, 

Fine, who acted two minutes 
before the deadline to act on 
legislation passed by the 1951 
session, said he rejected the bill 
“because of the possible destruc- 
tive effects heavy weights could 
have on roadways.” 

Backed by the Pennsylvania 
Motor Truck Assn., the measure 
would have brought truck load 
laws of Pennsylvania into line 
with those of other states. 

- * * 


Truckers Hit Mass. Bill 
Asking Two-Man Units 


Truck owners registered a strong 
protest against a bill requiring the 
assignment of two men to trailer 
trucks operating on the highways 
of Massachusetts. A spokesman for 
the Motor Truck Assn. complained 
that the resulting increase would 
force many carriers out of business. 
Rep. Fred Blake, sponsor of the 
bill, insisted that passage of the 
bill would reduce the number of 
accidents on the highways. 

* * +. 


Idaho Legislature Approves 


Truck Reciprocity Pacts 


A special session of the Idaho 
legislature has enacted a bill giving 
Gov. Jordan authority to negotiate 
truck license reciprocity agree- 
ments with other states. Previous 
authority for such agreements had 
been omitted from the state’s new 
truck tax law, which went into 
effect Jan. 1. 

Only other measure passed by 
the Idaho special session was a 
resolution asking the state High- 
way Board to relax load limit re- 
strictions on the logging industry. 
Asserting that such action was 
needed to “save the logging indus- 
try,” sponsors of the _ resolution 
declared that the great majority of 
trucks now used to haul logs from 
the woods cannot meet the load 
limit regulations now imposed. 

e = = 


Truck Exhaust Bill 


Exhaust pipes 12 inches above 
the tops of buses or trucks were 
urged in a Massachusetts bill of- 
fered by Rep. Joseph M. McEvoy. 
Gas truck operators declared it 
would be a hazard for their trucks 
which might ignite fumes on load- 
ing platforms. 

* - ” 


New York Weighs Ban 


On Gas Price Wars 


A bill designed to prevent gaso- 
line price wars has been intro- 
duced in the New York state leg- 
islature by Sen. Stanley J. Bauer 
and Assemblyman William J. But- 
ler, both Buffalo Republicans. 

The proposed legislation would 
outlaw below-cost retail sale of 
motor fuel or oil, and also would 
ban “secret rebates, preferential 
discounts or giving aid, facilities 
or advantages to some and not to 


others.” 
* a 7 


Ky. Seeks Compulsion 
A compulsory motorists’ liability 
insurance bill has been introduced 
in the Kentucky legislature. 
* a + 


Minn. Sets Restrictions 


On Sale of Insurance 


Minnesota’s state insurance de- 
partment has issued an order set- 
ting up restrictions on the sale of 
insurance with automobile instal- 
ment sales financing. 

The order requires that purchas- 
ers of cars on instalment sales con- 
tracts be fully informed as to the 
kind of insurance coverage required 


dealers 





and the cost of the coverage inde- 
pendent of any other finance 
charges 


Dealer Financing of Cars 


Proposed in Colorado 


Colorado automobile dealers 
have asked the state legislature 
to consider a measure to permit 
themselves to handle 
short-term financing instead of 
channeling it to finance com- 
panies. 

The proposal also would relax 
existing regulations that any per- 
son who sells more than three cars 
a year be required to pay a license | 
fee. 





| 


| 


* + a 


Kentucky Bill Would Alter 


State’s School Bus Setup 
Transportation of public school 
pupils in Kentucky would be turned 
over to the state Department of 
Education under terms of a Dill 
now before the state legislature. 
Such Kentucky transportation, 
covering elementary school pupils 





| manager, 





|Ford Honors Wray-Dickinson— 


Smiling broadly, George D. Wray jr. (extreme right), of Wray-Dickinson Co. (Ford), 


Shreveport, La., 


shakes hands with C. I. 
as he receives a 1951 four-letter award at a luncheon in Shreveport. Wit- 


Kenney, New Orleans Ford district sales 


nessing the presentation are E. S. Davidson (left), assistant district sales manager, and 


George D. Wray sr., of Wray-Dickinson. 





only, is now provided by each 
school district through contracts 
with private individuals. The pro- 
posed legislation would appropriate 
$1,500,000 from the state general 
fund to buy the first buses and 
equipment and an additional $1,- 
150,000 for 1953-54 for bus main- 
tenance and insurance and for pay 
of drivers and other employes. The 





bill would also lower the age min- 
imum for school bus drivers from 
18 to 16 so that pupils might be 
used. 

* * * 


Colorado Studies Measure 
To Regulate Credit Deals 


Colorado’s Gov. Thornton has 
broadened the agenda of the cur- 


| gasoline 
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rent session of legislature to in- 
clude consideration of a measure 
to regulate installment selling and 
financing of motor vehicles. 

* * . 


Connecticut Advised 


To Hike Gasoline Tax 
G. Albert Hill, Connecticut high- 


| way commissioner, has proposed an 


increase in the four-cent-per-gallon 
tax, and the issuance of 
bonds to speed the state’s highway 
program. 


In a letter to Gov. Lodge, Hill 


|stated that it was impossible for 


the state to meet highway needs 
from “present sources of income at 
current rates.” 

? * * 


Semiannual Inspection 
Sought in Georgia 

A bill to require statewide semi- 
annual auto inspections has been 
introduced in the Georgia senate by 
Sen. L. A. Mallory jr., of Thomas- 
ton. 

Its aim is to take unsafe cars 
and trucks off the highways. The 
vehicle inspection law would make 
the state patrol the enforcing 
agency. It places a top of 50 cents 
on the inspection fee. 
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White sidewall tires lif available), two-tone color optional at extra cost 
Equipment, accessories and trim subject to change without notice 


Farsighted, long-range planning by the largest 


single engineering department in the motor car 
industry has made it possible for Ford to introduce i 
The Ablest Car on the American Road! 
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By NPA Order on Materials .. . 





School-Bus Selling 
Practices Upset 


(Continued from Page 


ble loss of experienced workmen in 
many plants. 

If chassis manufacturers are 
forced to follow customary prac- 
tice, it means that in one period 
at least the production of other 
commercial-type trucks will have to 
be cut to accommodate the output 
of school bus chassis. 

While both the chassis manu- 
facturers and the body builders 
can estimate to a limited extent 
what the requirements of this 
market will be in the number of 
units, the changing buying habits 
of the school districts make this 
“guessing” a very hazardous pro- 
cedure for both the manufactur- 
ers and the purchasers. 

Due to the rapidly increasing 
pupil load with which the schools 
are being faced, there has been a 
growing tendency on the part of 
many districts to purchase 54-and 











Smart as the streamlined styling of 
today’s automobile! That’s 
Masland Duran and Jason Sealtuft 
... @ sure-selling combination of 
design styling . . . they’re bound 
to make a hit with your customers. | 
Always specify Jason Sealtuft and 
Masland Duran. Only Sealtuft is 


made with Masland Duran all-plastic. 


NATIONALLY ADVERTISED IN: 


Better Homes & Gardens, House Beautiful, House & 
Garden, Saturday Evening Post, Country Gentleman, 
ladies’ Home Journal, Good Housekeeping, Sunset. 


THE MASLAND DURALEATHER COMPANY 
Dept. AA, Philadelphia 34, Pa. 
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|60-passenger buses with seats set 


on 26-inch centers rather than the 
smaller units. 

The larger units enable the dis- 
tricts to carry more pupils with 
the same vehicle and driver and 
thus help keep pupil transportation 
costs more in line with the higher 
initial costs involved. 

* *- * 

S ONE chassis builder stated re- 

cently, if the school districts 
can see fit to make the 48-passenger 
bus their major buy this year, the 
makers do not feel that they will 
be handicapped too much, but if 
the demand is heavy for the larger 
sizes, it is doubtful if they will 
be able to meet any extended de- 
mand. 

The larger-sized bus not only 
calls for the same engine and 
other working components that 
are needed for the larger trucks, 








California's Oldest Dodge Dealer Retires— 


Royal Miller sr. (right), California's oldest Dodge dealer in point of service, looks on 
while William A. Sutton signs the Dodge-Plymouth agreement of the former Miller 
Automobile Co., Sacramento. Dan Mooney (left), Dodge regional manager and Sam 
Mitchell (standing), assistant regional manager, witness the signature. Sutton will 


Co. 





operate under the name, William A. Sutton 
for which there has been an in- 
creasing demand, but it also calls 
for more of the one most critic- 
ally short material peculiar to 
the truck business—steel plate for 
frames. 

The longer the chassis, the 
heavier the frame must be and the 
more plate necessary for the pro- 
duction of the larger buses. 

Because school buses are pretty 





much a political “hot potato” with 
two powerful Washington lobbies, 
the Educators and the Grange, be- 
ing vitally interested, many top 
body builders are not afraid that 
NPA will refuse to allocate the 
material set for this year’s output. 
* * * 


HEY are worried, however, over 
the NPA’s indication that it will 
not allocate the full quarterly ma- 
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for the second and third 
quarters because builders, small 
builders in particular, might not 
be able to process all of the mate- 
rial allocated in any one quarter. 

Larger body builders on the other 
hand are faced with a possible loss 
of key experienced help if they are 
not able to give them full employ- 
ment during each quarter of the 
year. 

This would not only severely 
handicap them in the output of 
their normal allotment of bodies 
for the year, but would also crip- 
ple them for any defense work 
that they might be able to do, 
especially in the normally short 
months of school bus output. 

The job of changing buying hab- 
its, especially of those states which 
buy their school buses on a bid 
basis direct from the factories 
chassis from the truck makers and 
bodies from the school bus body 
builders—is beyond the scope of the 
automotive and body building mak- 
ers. 


+ . * 

A™ they can do in these cases 

is to warn the states that they 
might not be able to meet speci- 
fied deliveries. But with the quan- 
tities involved and with the nat- 
ural desires to hold whatever use 
percentage is now extant in these 
state fleets, it will be hard for any 
builder to “lay down the law” on 
when and how the various states 
will ask for bids and the time of 
deliveries. 

This situation was called to the 
attention of McGrath by Edward 
D. Hicks jr., director of the Street 
and Highway Transport division 
of the Defense Transport Admin- 
istration. 

McGrath, in reply, brought out 
the following letter which sum- 
marizes Hicks’ letter in three ma- 
jor points and includes some ad- 
monitions of his own. 

“1. The NPA allocates its mate- 
rials by quarters; these allocations 
are usually based on one-fourth of 
the estimated needs for the year. 
However, the purchase of school 
buses is not distributed evenly 
throughout the four quarters of the 
year. More than 40 percent of the 
school buses sold annually are pur- 
chased in the third quarter of the 
year. 


terial 


” * a 
"2 IT IS not customary for man- 

* ufacturers to produce buses 
until they have orders for them. 
For this reason, manufacturers 
carry their material in stock and 
show it in their inventories at the 
beginning of the next quarter. Ma- 
terial allocated for one quarter may 
be carried over for use in the next 
quarter. However, if school bus 
manufacturers carry over a large 
inventory of critical materials at 
the end of the first or second quar- 
ter, the NPA might conceivably cut 
the steel allocations for the follow- 
ing quarters. 

“3. Manufacturers need skilled 
employes to make school buses, 
and they will not be able to re- 
tain these employes in the pres- 
ent emergency unless they are 
employed on a year-round, full- 
time basis. This can be accom- 
plished by distributing the de- 
mand for school buses so as to 
correspond more closely to the 
allocation of materials used to 
manufacture them; that is the 
rate of demand and allocation 
should be approximately 25 per- 
cent per quarter. 

“Hicks concludes his letter by 
saying: ‘In view of the foregoing 
factors it is suggested that the 
schools, where possible, adopt a 
year-round program for purchasing 
their school buses. In turn, manu- 
facturers will be able to use their 
materials on a 25 percent per quar- 
ter basis thereby retaining their 
skilled employes and eliminating 
the possibility of a downward revi- 
sion in the allocations of critical 
materials by the NPA.’” 

McGrath then wrote: “The im- 
portance of maintaining school bus 
production at a high level is seen 
when we realize that nearly seven 
million children are carried each 
day by school buses and that the 
number of school buses is greater 
than the number of buses used for 
all other public transportation.” 

* * * 


EALERS and their salesmen can 

easily see why the destinies of 
the school bus industry are largely 
in their hands this year, at least, 
and that for the preservation of 
their own profits as well as the 
pupil transportation of their area, 
they must make every effort to 
get the potential purchasers of 
school buses to act early on both 
the numbers and sizes of the buses 
they will require this year. 
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pee a yuh know... some 
friendly dealer would finally 
give me an excuse to talk about 
the only two things I really know 
anything about . .. hunting and 
fishing. 

Herman W. Miller, president of 
Miller Motors (DeSoto-Plymouth), 
Mankato, Minn., sent me a tear 
sheet, including his advertisement, 
in which he told his customers how 
his business was “again back to 
normal, now that the hunting sea- 
son is over.” 

But ... how that message from 
Mankato took me back to a thou- 
sand marvellous spots, from the 
sun-drenched seas of the Spanish 
Main, off Jamaica, to the hurry- 
ing streams near Revelstoke in 
the Canadian Rockies ... to that 
spot where the broad Albany 
flows into the southern arm of 
Hudson’s Bay at Fort Albany. 


I can hear those savage “huskies” 
fighting over the rind of a ham 
hock . to Katamiagami (clear 
water), just beyond the 30,000 
islands which enhance the Lake of 
the Woods . . . to Moosonee, where 
the Abitibi empties into James Bay 
... to the great valley of the Hum- 
ber, in Newfoundland, before that 
miracle river mingles with the sea 
... plus... the memory of camp 
fires from Prescadero in California 
to Gaspe Bay in Nova Scotia. 


The Hunting Eye 


TUST after my little book, “The 

Inside Story of Adam and Eve,” 
came out and the Curtis Publishing 
Co. bought the entire first edition 
to use as promotion for the Ladies 
Home Journal, a New York pub- 
lisher wrote ... “What are you 
going to write next?” 

My reply, in one word, was... 
“Nothing.” 

“But,” he persisted, “you’ve fished 
and hunted all over the continent, 
why not write about that?” 

“Because,” I told him, “you 
wouldn’t care to use my title, which 
might be ‘Birds and Animals I 
Have Known on Broadway and in 
the Bush.’ It might start an in- 
feriority complex among the read- 
ers who know less than instinct 
teaches the denizens of the bush.” 

You see ... Pve accumulated 
a lot of material on animals and 
birds. Human and natural. 

(There’s a difference ... if you 

know what I mean.) 

Take, for example, that lovely 
Mother Partridge who leads her 
brood through the wildwood, but, 
at the first sign of danger, sounds 
a peculiar warning “cluck.” The lit- 
tle ones disappear like magic (grab 
a leaf and turn on their backs, I’ve 
been told) while she scuttles away, 
as if feigning an injury. The big 
boy hunter, who may be dressed 
like a window in Abercrombie & 
Fitch, follows her while the chicks 
wait in safety for the all clear 
signal. 

Now, contrast her technique with 
that of the rich Madam Partridge, 
of Flatbush, who openly tosses her 
debutante offspring to the wiles of 
the wolves from the Waldorf, while 
she sneaks off to the Stork Club 
for a rollicking Johnnie-Walker-on- 


the-Rocks with some gigolo, who | 


has such lovely manners. 
* aa * 


For the Instinct 


F YOU don’t think Mother Nature 

is smart, how can the lovely doe 
leave her baby fawn hidden in a 
pile of brush, where he, giving off 
no scent at his age, snoozes quite 
safely from the predatory wolf, 
while Mrs. John Doe finishes her 
shopping. 

How often I’ve thought, we'd 
live longer if someone wasn’t al- 
ways broadcasting some slick 
idea of how we could outsmart 
Mother Nature. 

If I had the space I’d like to tell 
you about Ed Gomery’s (Gomery 
& Schwartz, Hudson, Philadelphia) 


camp at Otter Pond, near Augusta, 
Me., where I used to be invited to 
hunt and play poker. A very im- 
|portant person (not me) got lost 
| when he went to the spring, 100 
|yards distant, for a pail of water. 

Or ... about the swanky camp 
in the Adirondacks, where the elite 
of the Boston dealers had breakfast 
at 10 a. m....and went out ina 
phalanx to meet any deer that the 
shouting guides drove in... and 
me, trailing the distinguished pres- 
ident of a great corporation by 100 
yards who handled that 401 Win- 
chester as if it were a pogo stick. 

Truth is . ..I never killed but 
one deer in my life, when, at the 
age of nine, I shot from the back 
door of the cook shanty of the log- 
ging camp in the bush of northern 
Wisconsin. I was mad because my 
father said I couldn’t lift that old 
single barrel, muzzle loading shot- 
gun—not to mention hit anything. 

* * * 


Friends with Nature 


M* ONLY friends, as a little 
child, were the deer who were 
always around the camp; the musk- 
rats in the marsh; the beavers al- 
ways busy on the slough of the 
Manitowish, and the birds and the 
little goslings who streaked after 
their mother when I sailed a 
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Mark Twain in a 1908 Rambler 

In preparing material for its 50th anniversary celebration this year, Nash discovered 
this photograph showing the famous humorist Mark Twain, seated in the rear of a 
1908 Rambler. The picture, taken in Norfolk, Va., 44 years ago, appeared originally 
in The Rambler Magazine, published by Thomas B. Jeffery Co., predecessor of Nash 
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“skimmer” across Lost Land Lake. 
I used to swipe a bag full of oats 
and bran from the barn, conceal 
myself in a windfall and watch the 
deer and birds follow the trail up 
the “tote road.” 

S-o-o-h, in after years, I'd sit on 
a runway for hours watching them, 
but when a doe came over the 





hardwood ridge with that interest- 
ing look in her eyes, followed by a 
buck with that interesting look in 
his eyes .. . I’d suddenly yell. 

“Go get her, big boy.” 

That doe would jump what 
looked like 60 feet over the next 
windfall, and the buck would take 
off for London, England. 

Only one guy ever told me I must 








be sentimental. He was a haber- 
dasher’s clerk from Kenosha, who 
couldn’t hit a deer if the animal 
was hamstrung and handcuffed. 
“No, I’m not sentimental,” I said. 
“There is a kind of sympathy, 
instinctive or human, between a 


™ |couple of bucks who were born in 


the tall grass country and love to 
be alive, but—you wouldn’t under- 
stand that.” 

P. S.—Sometime when you have 
a couple of weeks to spare I'll tell 
you about shooting predatory ani- 
mals and fishing. No lies... but 
you won't believe me. 


Canada’s Car Imports 
OTTAWA. — There has been a 
marked decline of motor vehicles 
imported from the U.S. in Novem- 
ber. Only 396 units, including 169 
cars and 227 commercial vehicles, 
against 1,106 units in the same 
month a year earlier, had been 
imported, the Canadian govern- 
ment has reported. However, in the 
first 11 months the total increased 
to 16,079 units from 4,854, with 1951 
U.S. imports comprising 12,405 cars 

and 3,674 commercial vehicles. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
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AUTOMOTIVE WASHINGTON 


Biggest Inflation Fight 











Ahead, Wilson Warns 


By William Ullman 


Washington Correspondent 


| Nee lesetorys his price and wage stabilizers last week pro- 
claimed the effectiveness of their hold-the-line programs, 
Defense Mobilizer Charles Wilson warned Congress that the 
“crucial tests lie just ahead”’ on the inflation front. 

Wilson appeared before the Joint Congressional Commit- 
tee on the Economic Report? a 
to recommend renewal of the | bilization Board pvr oe the a 
Defense Production Act,| a ae, 
heart of the mobilization-stabiliza- — “peat — 
tion program, when the legislation Stace Jan. 38 
runs out next summer. 1951. OPS Direc- 

He said that in the coming year, tor Michael Di- 
with mobilization demands for Salle said, the 
scarce metals at a peak, inflation- cost of living has 
ary pressures may boost prices up- been held to a 
ward. Congress, he said, must give “very moderate 
him every weapon possible to hold increase.” He cited 
the inflationary pressure in hand. the latest Bureau 

Meanwhile, the Office of Price 


of Labor statistics 
Stabilization and the Wage Sta- to show that the 








William Ullman 


| cost of living went up only 2.9 per- | # 


|cent from last Feb. 15, when price | 
| controls were first reflected in the | § 
| BLS figures, to Dec, 15, 1951. 

| This was a “relatively small ol 
| crease,” DiSalle said, “compared to | 
| the 10 percent rise in 1950...” 


- . o 


|Labor Training Urged 


N AURICE TOBIN, secretary of 
labor, has asked regional and 
area labor-management committees 
throughout the nation to step up 
efforts to promote the training of 
manpower for the defense program. 
Specifically, Tobin urged the area 
committees set up task forces to 
survey the training needs of their 
areas and communities and to mo- 
bilize training resources to meet 
those needs. 

With the manpower supply 
tightening in a growing number 
of skills and occupations, the sit- 
uation will become critical unl 






A 
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Dealer Enthusiasm High for New Hudson— 


N. K. VanDerzee (right), sales vice-president of Hudson, reports that the enthusiasm 
of public and dealers for 1952 models is the highest in Hudson history. VanDerzee 
reads some of the more than 1,000 wires received from dealers throughout the U. S. 
to C. A. J. Hadley, sales manager, following introduction of the new cars. 





there is more extensive training 
for defense jobs, he said. 

“In 1952,” said Tobin, “the man- 
power problem will not be an over- 
all manpower shortage. The prob- 





lem will be shortages of important 





be a problem of quantity of work-|in mid-December, after a seasonal 
ers but of quality.” gain of almost 700,000 workers from 
. *¢ »® the November level, according to 
preliminary estimates of the U. S. 
Bureau of Labor Statistics. 


* * * 


Manpower Pool Bigger 


HE number of workers in indus- 
try, commerce, and government | 





skills in many areas. It will not 








reached a record high of 47,500, sd fo np Symington Back 
ei ie President accepted the resig- 
nation of W. Stuart Symington 
las head of the Reconstruction Fi- 








NYLON upnoustery: tip you ca 


stains can be easily washed awa 
soap and water. 
Upholstery fabric of nylon can 


15,000 passengers rode 71,000 miles 
since this cab went on the road 15 
months ago. Yet the upholstery made 


THIS IS CANDALON NYLON 


Candalon’s SMARTNESS is proved in 


America’s finest automobiles 


Candalon’s DURABILITY is proved in taxis 


Make Candalon a selling point for your motorcar 





can help you make a new or better 
product, or improve your production 
process. 





with Du Pont nylon fibers shows no 
signs of wear... looks fresh and invit- 
ing. The cab driver expects the uphol- 
stery to last for at least another 12,000 
passengers. 

The upholstery in a private car prob- 
ably wouldn’t get as much wear in five 
years—the average life of a car—as 
this taxi got in 15 months. That’s why 
upholstery made with Du Pont’s nylon 
fiber is as good an investment for car 
owners as it is for railroads, bus lines 
and air lines. 

Nylon upholstery has special advan- 
tages for families with children and 
dogs. Nylon’s resiliency and toughness 
stand the abuse of children’s feet and 
dogs’ claws. And mud or most other 


made in a wide variety of colors and 
textures. It is good-looking, comfort- 
able—when one railroad polled passen- 
gers on their upholstery preferences, 
nylon was the overwhelming choice. 

Many other products—industrial fil- 
ters, fishing nets, rope, sewing thread 
—have been improved with nylon and 
are now serving industry. Perhaps ny- 
lon’s unique combination of properties 


n= | GPOND 


ACELE® acetate rayon een 
ORLON® acrylic fiber 
VISCOSE RAYON 
DACRON® polyester fiber 


*ou Pont 
TRADE MARKO 


for fibers today... for fibers to come... 


NEW BOOKLET: “Nylon Textile Fibers in In- 
dustry” contains 23 case histories, shows 
you how businessmen are using nylon in 
industry today. Write for your copy. And 
tell us your fabric or fiber problems. Address 
Nylon Division 204, E. I. du Pont de Ne- 
mours & Co. (Inc.), Wilmington, Delaware. 


DU PONT 


NYLON FIBERS 


BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 





look to Du Pont 


As appearing in Business Week, Newsweek and Time 


a-29528 


PRINTED IN U.S.A 


|}nance Corp. with the greatest re- 
lluctance. It is believed here that 
at an early opportunity he will ask 
Symington to return to public serv- 
ice—in a top cabinet spot if pos- 
sible. 


Real Threat Seen 
Of Permanent 


Economy Controls 


CHICAGO.—The gravest danger 
jin government controls of industry 
|in a peace-war economy is that it 
|may set the stage for permanent 
| controls, John F. Smith jr., vice- 
|president of Inland Steel Co., told 
la meeting of the National Barn- 
yard Equipment Council. 


| Smith, who served as chairman of 
the iron and steel division of NPA, 
| told of encountering many problems 
that arise from efforts to impose 
wartime controls while peacetime 
operations are maintained. 

Demand for raw materials such 
as steel, he said, is exaggerated and 
made to appear more in excess of 
supply than it is. Each manufac- 
turer, he explained, seeks suffi- 
cient materials to maintain its po- 
sition in the civilian business in 
addition to asking for materials 
needed for war work. 

Price patterns are also distorted, 
he said. 

“Manufacturers with allotment 
authorizations seek to obtain their 
supplies from the nearest and most 
economical source, sometimes forc- 
ing another manufacturer to go to 
a more remote and higher-priced 
source,” Smith pointed out. 


Existence of overlapping control 
agencies, he said, creates competi- 
tion among personnel of these agen- 
cies for a “place in the sun.” It 
becomes an important considera- 
tion, he explained, to some perma- 
nent government employes who are 
concerned about it and are paid on 
the basis of the prestige of the job. 

It would be better, Smith said, 
if men from industry with practical 
intelligence in applying controls to 
their business, served with the con- 
trol agencies for longer periods 
than the six months now custom- 
ary. 








'Ignoramuses' 
$1.50 for Parking Touted 


As Drivers’ Bargain 


TORONTO.—“The automobile is 
the most inefficient and uneconom- 
ical means of transportation that 








Cothned & Ckynadc 


Americas Largest Weavers of Fine Upholstery Fabrics 


Cangalon— @ Collins & Aikman Corporation, New York, N. Y. 


could have been invented for cities.” 

That is the opinion of Tracy Le- 
May, city planning commissioner, 
who says that motorists “still are 
not educated to pay $1.50 to $1.75 
a day for parking space, which is 
economical rental downtown.” 

He advised the city against “pan- 
dering too much to the desire for 
individual transportation.” 

The city, he said, spent $5,000 


per motorist to build the Mt. Pleas- 
ant speedway, compared with $1,000 
per passenger on the subway. 
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~ Truck New 


HAND VALVE 
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TRACTOR 
RESERVOIR 
LIne 


FOOT VALVE 
a 





TRACTOR BREAKAWAY VALVS—Wagner | 
| Electric, 6400 Plymouth Ave., St. Louis 14, 
offers a that 
affords drivers and tractors complete pro- 
tection in the event of a breakaway, it 


HARBEN OFFERS STAKE TRUCK CANOPY—Harben Metalfab, originator and manu- 
facturer of the Pic Up Poncho canopy for pick-up trucks, announced entry into the 
commercial stake truck canopy field with S model canopies for stake and platform 
trucks. Address is P. O. Box 5956, Dallas. The Harben canopy constitutes a new 
departure in the stake truck canopy field through the introduction of sturdy channeled 
steel in the construction of the frame which is a decided departure from the tubular 
steel or wood frames currently in use, the maker states. Another unique feature of 


tractor emergency valve 








YANKEE METAL SWITCH —Here is a 


self-canceling switch from Yankee Metal | states. The device eliminates hand oper- 


ated shut-off cocks and standard two way 


Products, Norwalk, Conn., turn signal i 

conversion kit. The lever flashes the || valve and automatically seals tractor air|the new Harben stake truck canopies is that they are turned out as completely ready-to- 
turn signals on with a flick of the system when trailer is disconnected pro-| install packaged unit which enables the dealer to supply prospective purchasers right 
finger, then turns the flasher off after viding protection from possible mishap| from stock instead of having to advise buyers to have the tops made on a custom 


basis, it adds. Some of the features are adjustable height ranging from 62 inches to 
72 inches from the bed of the truck; quickly and easily put on or taken off because 
the bows can be slid in or out of the side brackets; extra brackets to hold the bows 


the turn is made. This is the same type 
of service that is available in the original 


caused by; “glad-hand"’ con- 


nection, damaged air hose, loss of air in 


improper 





equipment of expensive cars, the firm . , sedi 
points out. The streamlined body of this GUARDS FROM MAR-EL —These truck wosstesond paren png ase — rite in a safe reserve position at the front of the truck if the driver should have to remove 
switch also looks like original equipment, Wagner points out. Applicable to either/ i. canopy to carry an extra high load; the ends as well as the sides of the cover can 


h : splash guards are made of heavy gauge A ? a . 
it states. The heavy die-case body is fin-| steel, are folded at top for double straight-air or air-over-hydravlic brake be rolled up and tied; the cover is made from waterproofed olive drab canvas. 





ished in gunmetal grey baked enamel. 
The manufacturer issues a guarantee of 
service for the life of the car. Conversion | 


strength, and have a heavy covering of 
Mar-El undercoating, according to Mar-El 
Corp., 15632 Madison Ave., Cleveland 7. 


systems. Unit measures 6 inches long by 
4 inches high by 5 inches wide and 








Wondering how new-car and truck production and sales are making out? 


weighs approximately 7% pounds. 


TIVE NEWS gives you the entire story every week throughout the year. 





AUTOMO- 





kit is complete with everything needed for | 
conversion—the switch, flasher, sockets for 
parking light conversion and double fila- 
ment bulbs and all other parts, it adds. 





* * * 











TRAVELING CRANE—A new series TM 
hydraulic portable crane has recently been 
added to the Lempco line of shop equip- 
ment. The crane is of all welded girder type 
construction with square instead of tubu- 
lar members and weighs somewhat less 
than its predecessor, yet offers great sta- 
bility and maneuverability, and is oper- 
afed by a hand pump, according to 
Lempco Products, Bedford, O. The hy- 
draulic lifting mechanism is a single unit 
pump with variable speed and can be 
removed or reconditioned as easily as an 
auto jack. There are no hose couplings to 
fail and the pump has a built-in check 
valve to prevent sudden lowering of a 
load, it adds. The mobilcrane is available 
in one and two-ton capacities, with low 
and high mast styles at the same price in 
the two-ton model. Optional accessories 
such as an attachment for stacking or 
moving miscellaneous drums or crates 
along with a telescoping boom extension 
and a cradie for moving transmissions 
and dual wheels into place are available. 








CURTIS SHOP LIF 


Cuts Time Required for Repair Jobs 


Deep, narrow front yoke, with two movable self- 
locking supports. 





ALSO, Single post rotating 
lifts for passenger cars and 


@ No obstructions above floor level when lift in 
light trucks. 


lowered position. 


@ Automatic opening and closing front side doors - 


@ Cars easily ‘“spotted’—front wheels self- 
provide maximum foot room. 


locating; wheelbase scale permits presetting rear 


supports. @ Plunger travel 72” above floor—no uncom- 


© Rotatable rear support provides 60” wheel-  _fortable crouching or stooping. 






base range. @ Low installation cost. Minimum excavation and 
© Sofe pick-up. Movable “Y” t ae concrete required. No deep pit. Permanent steel HYDRAULIC 
MR pit ota ia — ee concrete forms furnished. Door frame assemblies CAR 

; and superstructure combined, shipped as two WASHERS 


@ Maximum accessibility to underside of car. self-contained units. (300 Pounds Pressure) 


See your Curtis jobber or 
use coupon below for complete information 


CURTIS CURTIS PNEUMATIC MACHINERY DIVISION 
@ 1976 Kienlen Avenue, St. Louis 20, Missouri 
[_] Two Post Lift 


| am interested in items checked: 
(_] Air Compressors 





AIDS TRUCK STARTING—Since Chevron 
starting fluid was first made available to 
the public three years ago the red, gela- 


AS1-3 
-—s 


tin capsules have given fast starts to 
thousands of diesel and gasoline motored 
equipment owners in temperatures rang- 
ing from 40 degrees F. above zero to 
50 below, according to California Oil Co., 
Empire State Bldg., New York. 


[_] Single Post Lift [| Truck and Bus Lift 
[_] Power Car Washer 





me 7} 


* * * Name 
, Fi \ 
Airco Arc Welders I ons sersensscensensnarsnsionsvssnnssionsonangns onagonenancante » 
The new Model GA Wasp direct a AIR COMPRESSORS 
current are welders, available in i i 
150 and 200-ampere sizes, has been City ea Mee Zone State Vertical or Horizontal Tonk Mounted 


A ee ee eee ee ee — ee ee 


announced by Air Reduction Sales 
Co., 60 E. 42nd St., New York 17. 





‘There Are 98 Years of Successful Manufacturing Experience “Built-in” Curtis Equipment 
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New York Wins | 
OK of Court | 
On Truck Levy | 


ALBANY. — New York’s weight- 
distance tax on trucks has been up- | 
held as constitutional by the state’s | 
supreme court. 

State Supreme Court 
Harold E. Schirick rejected the 
arguments of truckers that, in ad- 
dition to violating the federal and 
state constitution, the tax was un- 
reasonable and discriminatory. 

Judge Schirick abolished a court 
order that has restrained the state 
from collecting the tax, which be- 
came effective last Oct. 1. 

Trucking spokesmen indicated 
they would not drop their fight 
against the levy. “The tax will be 
fought all the way to the end,” 
said a lawyer for the truckers. 

Judge Schirick answered the 
truckers’ charges that the tax im- 
posed an unreasonable burden on 
interstate commerce as follows: 

“The power of the state to levy 
a tax upon vehicles for the use of 
its highways has long been recog- 
nized.” 

The only limitations on this pow- 


Justice 









/ 


“I make it a policy not to argue 


with customers, no matter how 
darn stupidly wrong they are.” 





er to tax, he said, was that the tax 
actually be laid upon road _ use, 
rather than the privilege of doing 
interstate business. He said New 
York’s tax was within this limita- 
tion. 
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Truckin’... 





by Jack Weed 


morning in one room while a group 
of near-by jobbers met in the same 
hotel on the same morning in an- 





other room. 





| (Continued from Page 16) 


lI believe that my memory of the 
| figures is about correct. 


I am told that, in Alaska and 
similar northern operations, it 
takes up to as high as four hours 
to start a big diesel engine in 
temperatures below 20 degrees 
under the zero mark. Rarely can 
they start these big jobs under 
an hour. 

There are fluids, capsules, guns 
and other things that help con- 
siderably today, in this major pro- 
ject, but I understand that no one 
as far as the industry now knows 
has really licked the problem so 
that it is as easy to operate, for 
instance, as the washer on a wind- 
shield wiper, and that is what this 
yet-to-be-announced device is sup- 
posed to accomplish. 

I sat in on the new idea a week 
ago Friday. It’s rare in this stable 
industry of ours that one sees a 
really new idea and especially one 
that “clicks” on its first showing. 
And now that I have gone out on 

a limb about this one, some darn 
guy somewhere will make my face 








awfully red by telling me that my 
great discovery is as old as the 
hills. 

Well, shoot this one full of holes 
and you may come up with some 
“quirks” that I can pass along to 
the boys who have put this one in 


operation. 
* * * 


New Idea Clicks 


j= Michigan chapter of the 
Boosters was having a little 
difficulty getting the members out 
for monthly meetings, now that the 
commission boys have gone back 
to work and feel they would like 
to have their Saturday afternoons 
at home with their families. The 
once existent association of Michi- 
gan jobbers had just about fallen 
apart, despite the fact that they 
still had money in the treasury. 
Don Switzer, of Federal Mogul 
Service, this year’s B-19 president, 
came up with an idea I claim is 
new. He and his board set up a 
meeting in Jackson, Mich., where 
the Boosters met on a Friday 





Only Perfect Circle’s new 2 in 1 
chrome piston ring set gives you 







NORMAL PRESSURE 
Plain End Spring 


a choice of 


spring pressures! 
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Perfect 
Circle 


r ¢ 
A tr { 











of piston ring 





HiPRESSURE 
Notched End Spring 


known oil pumpers! 


Periect Circle 


lhe Standard of Comparison 


Yes! For the first time, mechanics can choose the best spring 
pressure for each engine without switching between various 
types! 
Two expander springs are packed with each Chrome Oil 
Stopper—a NORMAL PRESSURE spring for use in rebored and 
slightly worn engines, and a HIPRESSURE spring for badly 
worn engines an 


And there’s another reason why this new set is actually two 
sets in one... because solid chrome plating on top compres- 
sion rings and steel oil ring rails assures more than twice 
the life of cylinders and rings! 


The new 2-in-1 Chrome Set establishes a new high standard 
i rformance—genuine oil economy and _sus- 
tained power for thousands of extra miles. Perfect Circle 
Corporation, Hagerstown 3, Indiana. 


SOLID CHROME PROTECTS THESE WEARING SURFACES 


PISTON 
RINGS 


They invited the Sparton Auto- 
motive division of Sparks-With- 
ington to take the combined group 
on a tour of the horn plant and 
feed them a lunch, which was 
done. Then they came back to 
the hotel where the combined 
groups listened to two speakers, 
Max Halsey, director of safety 
for the State of Michigan, and 
Jay Bigelow of Sparton. Both 
spoke on safety, that is Max did 
most of the speaking and Jay 
had to be content to get a few 
words in edgewise. But Jay was 
satisfied since Max spent most of 
the time answering questions 
shot at him from the floor. 

The idea clicked, as I have said. 
First off, twice as many Boosters 
attended this meeting as have at- 
tended regular meetings for the 
past few months, and the jobber 
attendance was away beyond any- 
thing the group ever dreamed 
would come out. 

The jobbers had a good session 
and dug into several things that 
were bothering all of them, Every 
jobber there said he was well re- 
paid for the effort and time he 
spent and would certainly come to 
the next meeting, to be held in 
Lansing, Feb. 15, when I under- 
stand Oldsmobile will be host and 
give the boys a glimpse at the 
stocket engine plant. 

* s 


Brake Linings 
AND speaking of Oldsmobile, Ray 
Jones et al, really put on a 
show when they introduced the new 
Oldsmobiles to the press. The 
showing was a combination stage 
presentation and movie. The locale 
of the movie was a western “spa” 
where motion picture people were 
supposed to be filming the three 
new Oldsmobile cars in various 
settings. A love scene and chase is 
worked into the plot and consider- 
able showmanship was demon- 
strated all along the line by every- 
one who took part in the presenta- 
tion, 

We were taken through the 
plants where Olds is making the 
bazooka rockets and the tank can- 
non—122,000 square feet is given 
over to the production of the 
rockets and 228,000 square feet to 
cannon output. A total of 1,625 per- 
sons are employed in the two plants 
at the present time and rocket out- 
put is at scheduled rate. 


Each cannon weighs approxi- 
mately 2,500 pounds, which is just 
about the weight of the steel in 
an average automobile. The op- 
eration of boring out the rifing 
in these 15-foot tubes was quite 
interesting to see, as was the 
manner in which these massive 
barrels can be straightened after 
they have been machined. 


Getting back to the new cars and 
their increased horses, the state- 
ment was made during the pre- 
sentation that the brakes had been 
increased in power to take care of 
the increased engine power. Ques- 
tioning brought out that this had 
been accomplished by the use of 
a better type and grade of brake 
lining and not by any change in 
dimension or operation of the brake 
itself. 


I just wonder how Oldsmobile is 
going to control the increased 
efficiency of those brakes in the 
cars that leave the Oldsmobile 
dealer service at the end of the 
guarantee period, or at least by the 
end of the first year. Records show 
that on the average more than 60 
percent of all new car owners 
leave their dealers service shops 
before the end of the first year. 
When those brakes go to some- 
one else for a lining job, it most 
likely will be for some other lining, 
too. 





Snead Addresses Class 
At Stanford University 


SAN FRANCISCO—J. L. S. 
Snead jr., vice-president of Con- 
solidated Freightways, Inc., Port- 
land, Ore., was guest speaker be- 
|fore a class in motor carrier eco- 
nomics at Stanford university. 


In charge of this year’s classes is 
|John Springer, Stanford graduate 
|and president of the Western High- 
| way Institute here. Springer plans 
| to have other guest lecturers from 
|among business leaders in the 
| western motor carrier industry. 
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| Auto Personnel 








W. W. Kovalick has been pro- 
noted from chief engineer to pro- 
juction manager of the Chicago 
lant of the Ingersoll Products di- 
vision of Borg-Warner Corp. He 
ucceeds J. W. Dean, resigned. 
H. T. Burke, formerly chief tool 
ngineer, will become acting chief 
engineer. 
® + 


Detroit Athletic Club Elects 


5 Auto Men to Directorate 


Five men from the automobile 
industry have been elected to fill 
seven vacancies on the board of 
directors of the Detroit Athletic 
club, They will serve three years 
each. 

Named were: Don E. Ahrens, 
Cadillac general manager; M. M. 
Burgess, president of Sheller 
Mfg. Corp.; John S. Bugas, indus- 
trial relations vice-president for 
Ford Motor; Lloyd H. Diehl, 
president of Detroit Gasket & 
Mfg. Co., and J. Thomas Smith, 
president of Detroit Harvester 
Co. 


* * * 
Waukesha’s Hofmann to Visit 


South America, Distributors 


Max Hofmann, export sales man- 
ager of Waukesha Motor Co., Wau- 
kesha, Wis., is enroute to South 
America to visit export sales dis- 
tributors there who sell Waukesha 
engines and power units. 

The company has an extensive 
distributor organization in most of 
the free countries of the world. 
Hofmann will take information on 
the latest developments in the 
Waukesha line of gas, gasoline, and 
diesel engines to the South Amer- 
ican members of. the organization. 

” * * 


Autocar Names Mason 


Walter S. Mason has been ap- 
pointed by Autocar Co., Ardmore, 
Pa., to manage its St. Louis dis- 
trict. He succeeds Joseph O. War- 
ner, retired. With Autocar since 
1944, Mason has been assistant 
manager of the St. Louis district. 

* * * 


Hastings Promotes Remde 


To Southwest Manager 
Hastings Mfg. Co., Hastings, 
Mich., has announced the appoint- 
ment of Howard Remde as south- 

western divisional manager. 
Remde succeeds W. Franklin 
Meyer, who has resigned. William 
E. Barnett was named to fill 
Remde’s former post as_ district 
manager in Dallas. 
= * = 


Bohnen Goes to NPA 


John J. Bohnen, manager of sales 
for the plate and shape division of 
Inland Steel Co., has been given 
a six-month leave of absence to 
serve the National Production Au- 
thority, it is announced by John F. 
Smith jr., sales vice-president at 


Inland. 
* * Xx 


ODM Appoints Kinnear 
Metals, Minerals Aide 


John C. Kinnear, former vice- 
president of Kennecott Copper 
Corp., has been appointed an Office 








3 TON POWER UNITS 
with Big Truck features 


Mounted on % or 1 ton pickups. Excellent 
for service calls and for local towing. Rear 
body controls. Designed for service sta- 
tions and repair shops. Discount to deal- 
ers. Open territory available. 


Write for catalog. 


WELD-BUILT 
BODY COMPANY 


5903 Preston Court 
Brooklyn 34, New York 





|of Defense Mobilization assistant 
for metals and minerals. 

The new appointee is a _ past| 
president of the Mining and Metal- | 
lurgical Society of America, and a/| 
member of the American Institute | 
of Mining and Metallurgical En- 
gineers. ~ 


New Fiber Glass in N. Y. 


Headed Up by McClay 


Arnold K. McClay has _ been 
named to head the newly formed 
New York district sales office of 
the Fiber Glass division of Libbey- 
Owens-Ford Glass Co., it has been 
announced by G. P. MacNichol jr., 
vice-president of L-O-F. 

McClay will maintain his office 
in the General Electric Bldg., and 
will supervise sales of Fiber Glass 
in the New England states, New 
York, Pennsylvania, New Jersey, | 
Delaware and Maryland. 

+ * * 


Warden Made Sales Head 


For Van Auken Guards 


Kenneth G. Warden has been 
appointed sales manager of Van 
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Auken, Inc., Birdsboro, Pa., it 
was announced by Joseph B. 
Montgomery jr., president. 

Warden has been employed by 
Van Auken for four years, and 
prior to that was associated with 
another manufacturer of automo- 
tive accessories. His experience 
includes factory production, as- 
sembly, plating and traffic. 

+ * + 


L-M Transfers Three 
On Denver Sales Staff 


Three changes have been made 
in the Denver’ Lincoln-Mercury 
district sales staff, according to 
Fred L. Macarty, district manager. 

W. R. Geis, formerly manager of 
the administrative departments, 
and L. V. Durbin, former parts and 
accessories manager, have switched 
jobs in line with a policy of famili- 
arizing department heads with all 
phases of operation. 

A. J. Vincent, former service ad- 
justment clerk, has been promoted 
to service representative. 

* * * 


Gould Promotes Shull 


Albert H. Daggett, president of 
Gould-National Batteries, Inc., St. 
Paul, has announced appointment 
of Willard C. Shull as special as- 
sistant to the president. He had 














This land-going yacht, built on 


an automobile chassis, created 
quite a stir in California back in 
1923. 





been assistant general sales man- 
ager. 
* * * 


Deal Named Sales Head 


Of U. S. Steel Division 

W. W. Deal has been named 
manager of New York district 
sales for the American Steel & 





Wire division of the U. 8S. Steel 
Co., it has been announced by 
John Graham, general sales 
manager. 

L. L. Anderson has been ap- 
pointed manager of sales at Phil- 
adelphia and R. W. Drake will be 
transferred there as_ assistant 
sales manager. Drake was former 
manager at Wilkes-Barre, Pa. 

* * * 


William Ford Named 


On Bank Directorate 
Stockholders of the Manufactur- 
ers National Bank of Detroit have 
elected William Clay Ford a direc- 
tor to succeed his brother, Henry 


Ford II. Ford joins the bank 
founded by his father, the late 
Edsel Ford. 

+ * * 


L-M Appoints Two 

O. F. Marsal, manufacturing man- 
ager of Lincoln-Mercury’s gas tur- 
bine plant, Detroit, has announced 
the appointment of E. D. Williams 
as production manager of engine 
assembly and test and C. E. Hum- 
phries as production manager of 
engine machining. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 





 — Eaton 









2-Speed Axles; they double 


the conventional number of gear ratios, enabling 
drivers to select a ratio for pulling power or speed, 
a ratio best suited to road and load conditions. This 
permits engines to operate in their most efficient 
and economical speed range, cuts gas and oil con- 
sumption. It reduces stress and wear on engine 
and power transmitting parts, holds maintenance 
time and cost to a minimum, adds thousands of 
miles to engine and over-all vehicle life. Your 
dealer will explain how Eaton 2-Speed Axles will 
help your trucks haul more, faster, at lower cost. 
They pay for themselves over and over, and give 
trucks materially higher trade-in value. 


Axle Division 


EATON MANUFACTURING COMPANY 
CLEVELAND, OHIO 


give your truck engines 
a chance to perform at 
heir best! 





These Exclusive Eaton Features 
Keep Trucks on the Job, Reduce 
Upkeep, Add Thousands of Miles 


to Axle Life— 


e PLANETARY GEARING 
e FORCED-FLOW LUBRICATION 


EATON 
LSoced thick 


AXLES 


63) PRODUCTS: Sodium Cooled, Poppet, and Free Valves « Tappets » Hydraulic Valve Lifters » Valve Seat Inserts * Jet 
Engine Parts « Rotor Pumps ¢ Motor Truck Axles * Permanent Mold Gray Iron Castings * Heater-Defroster Units * Snap Rings 
Springtitese Spring Washerse Cold Drawn Steel» Stampingse Leaf and Coil Springse Dynamatic Drives, Brakes, Dynamometers 























Dealer Doings | 


Cedar Springs Ave. and Pearl St. | 
cury) has moved to a new location The building will front 115 feet} 
at 5603 Edmondson Ave., Baltimore, |0n Cedar Springs and extend 345 
which occupies 51,000 square feet. feet back to McKinney Ave. A fea- 
Charlie Ryan is president; Leon ture of the layout is a 20-foot wide 
Fianesy cheng aiken makemeer’ marquee for service reception, 
; ag Bag anager, | which will extend across the rear 
Cc. B. Carpenter, office manager, |of the main building. 

and E. M. Norris, parts manager. * * * 

. + * 


Sportscaster Symes 
Bogue Motors Building 


Bill Symes, son of Jack Symes, 
New Quarters in Dallas Cadillac dealer in Pasadena, 
Harry Bogue Motors, 


| 
- | Calif., was one of the telecasters 
: , Dallas) who described the Tournament of 
Studebaker dealer, is erecting a new 
plant on a 66,000-square-foot site 


Boulevard Motors (Lincoln-Mer- 


Roses Parade on New Year’s day. 
Bill helps his dad manage the 
which the company has purchased 
south of its present quarters at 


dealership along with being a 








Now You Can Use Bemis BURLAP 
In Seat Cushions Again! 





BURLAP prices have already 
dropped halfway from the peak to 
pre-Korea figures. And shipments 
are good...and increasing. You 
can again have seat cushions the 
way you...and your customers... 
want them. 


Detroit * Brooklyn ¢ Chicago ¢ Indianapolis 
New Orleans * Boston * New York « St. Louis 
Also offices in Other Principal Cities 


rus NEW 


BOOKLET 


WILL 
SAVE DOLLARS 
FOR 


SUNNEN EQUIPPED 
SHOPS... 
















| materials are short and costs are high... 
now, more than ever before, anything you can do 
to make supplies and equipment last longer 

is good news to your cash register. 





This new booklet is full of ideas and suggestions 
on how to operate Sunnen equipment 

more efficiently, and make Sunnen supplies 

go farther. It can mean considerable savings 

in your shop. 


Write for Your Copy of 
“SUNNEN SERVICE HINTS” 


: — 

SWUANEN PRODUCTS COMPANY 
7920 Manchester Avenue, St. Louis 17, Missouri 
Conadian Plant: Chatham, Ontario 
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Cadillac Grads at GM Institute— 


Following completion of their training in the 21st dealership management training 
course at General Motors Institute are (left to right) William R. Gray, assistant service 
manager, Johnston Cadillac, Trenton, N. J.; John R. Adrianse, serviceman, Betts 
Cadillac-Olds, Des Moines; J. M. Roche, general sales manager of Cadillac, and 
Jimmy B. Minyard, salesman, Judson T. Minyard, Inc., Anderson, S. C. 








|New York campaign of the Arthri- 
|tis and Rheumatism Foundation. 
| * * * 


Farm Bureau to Open 
Columbus Repair Shop 


Farm Bureau Insurance Com- 
panies, Columbus, O., will open a Agard Marks 2nd Year 
garage under the name of Colum-| Nelson Agard Motor Sales, Inc., 
bus Automotive Repair Service at |Columbus, O., entertained its em- 
380 E. Broad St. ployes at a dinner dance at the 
ire garage will offer ae Columbus Athletic club, commemo- 
to-bumper repair service to the/rating the second anniversary of 
general public.” Robert L. Tessier | +}. founding of the concern 
of Columbus has been named gen- ed 
eral manager of the garage. | 
* * * 


Nichols Brothers Opens 


Dodge Deal in Dallas 

Dallas’ third Dodge dealership 
has been opened by three broth- 
ers. It will be known as Nichols 
Brothers Motors. 

The co-owners are: Houston, J. 
B., and Lawrence Nichols. 

Department heads include Hor- 
ace W. Smith, sales manager; Ray 
S. Claiborne, office manager; 
Charles H. Jenkins, used-car man- 
ager; E. J. Bradley, parts man- 
ager, and John H. Jackson, serv- 
ice manager. 

* * * 











Named Packard Dealer 


Packard has appointed England- 
Packard as new dealer for the 
greater Harrisburg (Pa.) area. Ed- 
win M. England is president of the 
dealership. 

* * * 


Wiggins-Brust Motors 
Pete Smith Ford, Inc., Plainville, | 
Kans., has been sold to John F. 
Wiggins and Robert Brust, of 
Geneseo, Kans. The new owners are 
now operating the firm under the 
name of Wiggins-Brust Motor Co. 
* * * 


Dealer Workers Give Blood 
Employes of the Manchester 
(N. H.) Buick Co. joined with 
groups from several other mer- 
cantile and industrial firms in 
giving a total of 124 pints of 
blood when an American Red 
Cross bloodmobile unit paid a 
recent visit to the Naval Reserve 
armory here. 


' ' 

Man of Year 

Dealer Sandlin Cited 
For Civic Work 





to 


Elected “man of the year” in 
Titus county, Texas, was B. M. 
Sandlin of Bob Sandlin Motors, 

Chevrolet dealer 
in Mt. Pleasant, 
Tex. 


The annual 
award was made 
for outstanding 
civic activities in 
1951, which in- 
cluded work on 
the highway com- 
mittee of the 





ee Sie ss 
“Pick-Up” 
. ety 





type 


MYORAULIC 









‘Local Chamber 
Honors McGill as 
‘Man of the Year’ 


| As far as winning awards is con- 


cerned, Lewis L. McGill, owner of 
| McGill Motors, Inc. (Ford), Indi- 
ana, Pa., can do 


a little boasting. 
Besides being 


presented with 
the Ford four- 
letter award re- 


cently for the sec- 
ond straight year, 
McGill was hon- 
ored by the Indi- 
ana chamber of 








commerce as In- 
diana’s “man of 
| Lewis L. McGill the year.” 


| McGill, who is a past president 
| of the state chamber, is the first 
|man to receive the newly estab- 
lished award in that city. He was 
| presented with a plaque by Robert 
| Fisher for his “untiring efforts and 
|work” in various community or- 
| ganizations and helping in getting 
|the Campus Sweater Co. to locate 
in the city. 

The 1951 Ford award was pre- 
sented to McGill by James A. Bow- 
man, field manager. McGill is one 
of only five dealers in the zone to 
receive the award for two consecu- 
tive years. 








Double the Earnings 
of Your 


Trucks! 


‘to Floor 
fl aa co, | 


| Tope. cote 










STO Dre 


P saicliiipiacoam inoensben | 


ANTHONY “‘LIFT GATES”’ 


CUT LOADING and UNLOADING 


TIME IN HALF! 
More frips per day... 


Anthony Lift Gates have proved to the 
shrewdest truck operators in over 58 
totally different industries, from Pie 
Bakeries to Steel Mills handling every- 
thing from diapers to dynamite, that 
they drastically cut operating costs... 
slashing them as much as 50%. Load- 
ing and unloading time is reduced to a 
fraction of the usual time. Practically 
doubles the number of daily deliveries. 
Greatest efficiency and savings are se- 
cured only by using the “type” of gate 
most practical for your specific loading 
and handling requirements. Anthony 
Lift Gates are available in all 3 types 


fit the many specialized needs—and 


you have a choice of “Hydro Power” 
Closing or “Spring Powered” Closing. 


Write for “The Facts About Lift 
Gates" which explains the ad- 
vantages of each type—there is 
no obligation. Dept. 104 


FT GAT ANTHONY CO., Streator, Illinois 





chamber of com- 
P merce, and an ex- 
B. M. Sandia pedition to Wash- 
ington to give Mt. Pleasant status 
as a critical defense area. 
Congratulations from Gov. Allan 
Shivers, U. S. Rep. Wright Patman 
and State Sen. Howard Carney 
were read at a Kiwanis farmers’ 
banquet when the award was made 
to Sandlin. 





IN THE NATION 


aE . * 
Chairman Turnure 
Harvey A. Turnure, president of 
Turnure and Blood, Inc., New York, 


has accepted the chairmanship of 
the automotive distributors and A Se 


GEORGE 


TFOAM SALES. 











dealers committee of the 1951-52 


THE EXTRA-COMFORT SEAT CUSHIONING 


"S$ LEADING CARS 


a a ORO] ft. 


1914 FISHER BLOG 
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| Affecting Factories and Dealers... | 





| Auto Advertising 


By George Deery 
Associate Editor 

[T'weleve companies in the auto 
and accessory fields have been 
warded certificates of manage- 
ment excellence for 1951 by the 
American Institute of Management, 
New York. 

Cited for the first time by 
4.L.M. was Thompson Products, 
Cleveland, while the following 
were designated “excellently 
managed” for the second time 
since the annual award was in- 
itiated two years ago: Borg- 
Warner, International Harvester, 
Briggs & Stratton, A. O. Smith 
Corp., Chrysler Corp., Fruehauf 
Trailer, General Motors, Electric 
Auto-Lite, Electric Storage Bat- 
tery and Studebaker. 


According to Jackson Martindell, 
president of the institute, only 298 
firms in the U. S. and Canada were 
deemed eligible to receive’ the 
awards. 

In deciding which companies are 
entitled to the designation, Mar- 
tindell explained, credits are given | — 
for excellence in 10 separate fields | 

economic function, corporate 
structure, health of earnings) 
growth, fairness to stockholders, 
research and development, director- 
ate analysis, fiscal policies, produc- | 
tion efficiency, sales vigor and ex-| 
ecutive evalution, 

* * aa 


Ford-L-M Ad Plans 


While Ford was telling the public 
last week about its new lines, its 
sister division, Lincoln - Mercury, 
began an “effort 
to expand the 
Lincoln - Mercury 
showroom beyond 
the ordinary deal- 
er-buyer chan- 
nel.” 

Gordon El- 
dredge, Ford di- 
vision ad man-| 
ager, stated that. 
debut day ads in- | 
cluded a_ double! 
truck insertion in 
54 newspapers in 42 cities, with a 
circulation of 11,500,000, and a full- 
page in 6,050 newspapers having a| 
circulation of 49,000,000. After that, 
Ford dealers will sponsor followup | 
copy in 6,100 newspapers in 5,360 
cities. 

Another part of the campaign | 
calls for space in 5,250 papers and) 
in 55 special publications, including 
comic sections of Sunday news-| 
papers. Radio, television and out- 
door boards are also a part of the 
plan. Ford also put on an impres- | 
sive pre-introductory drive in vari- | 
ous media. J. Walter Thompson is | 
the Ford agency. 


L-M’s unique idea is a tiein of the | 
“Modern Living” Lincoln theme} 
with Drexel Furniture Co. products | 
in 100 key department _ stores 
throughout the nation. This promo- 
tion will run throughout the year, 
says Kenyon & Eckhardt, the L-M | 
ad counselors. | 

Lincoln-Mercury was also beating | 
the ad drums on the latest from its | 
assembly lines. Newspapers, with | 
nearly 52 million | 
circulation, and| 
television called | 
the public’s eye | 
and ear to the '52 | 
models, according | 
to Robert F. G. 
Copeland, ad and 
sales promotion 
manager for that 
division. 

Coming up are! 
full-color spreads 
and pages in na- 


Gordon Eldredge 








R. F. Copeland 
tional magazines, plus direct mail 


and Sunday supplements. Dealer 
doings in this barrage will include 
publications, spot radio and tele- 
vision. 

Life, Saturday Evening Post, 
Time, and Newsweek are slated for 
early followup copy, Copeland said. 

* * * 


Packard Takes TV 

Packard will be back on the air 
Feb. 8 with a film series, “Re- 
bound,” over ABC television sta- 
tions in New York, Chicago, 
Detroit, Los Angeles, and San Fran- 


‘isco. The program will come on| 
it 8 p. m. 

Maxon, Inc., is the Packard ad_| 
igency. 





|of 1.6 percent for Holden, Clifford, 


Story of Ad Agency Dollar 

Parker Holden, president of 
Holden, Clifford, Flint, asks “Why 
don’t advertising agencies explain 
to their clients) 
and friends how | 
they operate? 

The firm has 
produced charts 
which explain the 
activities of that 
agency and what jathaenvie Dealers Get Ford Award— 


happens to the 
m ca ey received J. M. Moore jr., sales manager of the Jacksonville district (center), presents the Ford 
from its clients. four-letter award to Duval Motor and Lynch-Davidson Motors, both of Jacksonville, Fla. 


A breakdown | Receiving the award on behalf of their dealerships are (left to right): Jack L. Scott, 
| treasurer, and Walter A. McRae, president of Duval, and F. F. Davidson, vice-president, 


shows that pub-| 

lishers get 52 bers | jand H. Ll lynch, president, Lynch- Davidson. __ A 
cent; suppliers, 30 percent; 16.41. 
percent for the agency’s salaries, | 


overhead and taxes, and a profit 


Parker Holden 





ler Corp. has made 
changes, according to James Cope, | Pavone jr., 
assistant to the president. 


onetime resident public 


Flint. 


+ * +* the new unit will be headed by|Conn., have been added to the 

W be |James A. Baubie under the co- public relations staff. 
| Chrysler Alters PR ordinating supervision of James The press information service 
Along with setting up a distinct/ Ww. Lee II section will have quarters in the 
|press information service in its} John G. Guenther, formerly auto/|general office building, Highland 


public rele .tions department, Chrys- | editor and editorial writer on the| Park, Mich. Assigned to it with 





During the organization period | Appliance division at Bridgeport, | 


| Baubie 


. |and 


are: Frank 
Guenther, 


at this time 
Kenesson, editor; John 
and Charles H. Hanson. 


Outside the new section, other 
members of the public relations 
department staff include Joe Con- 


solmagno, in charge of general 
public relations service for out-of- 
town plants; Charles W. Craig and 
Martin Wiersma, on local commun- 


ity relations, and William P. Black 
Pavone, on. special assign- 
|} ments. 


— Heads Oil Info 


personnel | Columbus (O.) Dispatch, and Peter | 


|relations head for General Electric | 


| 


H. S. M. Burns, president of 
Shell Oil, has been appointed 
chairman of the public relations 
committee of the board of direc- 
tors of the American Petroleum 
Institute by Chairman L. S. Wes- 
coat, president of Pure Oil, it has 
been announced. 

Burns succeeds John M. Love- 
joy, president of Seaboard Oil of 
Delaware, who had served as 
chairman since 1947. The public 
relations committee is the board 
group to which the Oil Industry 
Information Committee reports. 

* a * 
Lemmer Promoted 


Waukesha Motor has announced 
appointment of Harry J. Lemmer 
as ad manager. Lemmer joined 
Waukesha in 1942. 















"Here's the hitch! 








We've got to come 
up with a radio that will fit in this 
small space. It'll be an odd shape, too." 












business." 





sizes, do what others have done. 


been pe *rformance- proven on the 
largest manufacturers. 


assistance. 


methods. 


or price and production .. . 


261 McDougall, Detroit 7, Michigan - 


BALTIMORE 4, MARYLAND 


Whe ‘nm your radio requirements call for unusual shapes or 
Call 
Bendix engineers have solved so many radio and electronic 
problems that it’s virtually impossible to startle them with 
any request—no matter how impossible it may seem. 


It boils down to this: if your problem is design . 
or even if you have no particular 


problem, it will pay you to talk to Bendix. 


"Let's talk to Bendix. 
They've solved more and 
tougher problems than 
anybody in the radio 





in Bendix* Radio. 


And, of course, you can always be certain of getting quality 
products when you deal with Bendix. Their auto oe have 
cars 


of one of America’s 


If your problem is price or production, Be »ndix can be of real 
They have long been recognized as leading auto- 
motive suppliers who ‘side rstand production line costs and 


or quality re 


*REG U.S PAT OFF 


Get the complete story from our Detroit office. 


Phone: LOrain 7-8300 


BENDIX RADIO DIVISION of 


AVIATION CORPORATION 











Used-Car Auction Prices 
Market Trend 


Weaker prices for ’48s, 47s and ’41s caused the overall average price 
of used cars to drop $2 last week to $836. In the same week of 1951, 
the index marked up a $3 gain. 

The market was relatively steady for late-model units as ’51s showed 
a gain of $3, while 50s advanced $2 and ’49s went up $1. There was also 
a $3 gain in the price of ’46s, while ’42s remained even with the preced- 
ing week. 

The losers were down more abruptly with ’41s off $14, while ’48s lost 
$9 and ’4%7s dropped $5. The general pace of the market was somewhat 
slower with the percentage of cars sold also dropping. 

At eight representative auctions last week, 931 units, or 70 percent, of 
the 1,323 offerings were sold. At the same auctions in the preceding 
week, 1,000 units, or 78 percent, of the 1,283 offerings were sold. 

Prices marked with an * indicate a unit equipped with 
automatic transmission or overdrive. 











ay 660, $1,650*, $1,625*; SL Special sedan, 
N. PLAINFIELD, N. J. $1,650. °’50 SL Special sedan, $1,210, 
(Lebanon Auto Auction. Sale every $1,200, $1,155, $1,040; conv., $1,410, °49 
Wednesday. Prices are for sale of Jan. SL Deluxe sedan, $1,060; SL Special se- 
23.) dan, $965, 2 at $955, 2 at $940, $925. 
(Sale brisk with prices up, reflecting ‘48 FL sedan, $900. °'46 sedan, $630. 
excellent retail business. Sold 72 units '42 SD sedan, $210. 
CHRYSLER—’50 NY sedan, $1,710; Wind- 


out of 115 offerings.) 


sor sedan, $1,650. °49 Windsor conv., 





BUICK—’50 RM Riviera coupe, $1,960*, 

$1,900*; RM sedan, $1,675. °49 Super $1,425. 

sedan, $1,320*. °’48 Super sedan, $1,050. | DeSOTO—'52 Custom sedan, $2,460. ’'50 

’46 Super sedan, $635. Custom sedan, $1,550. °49 Custom sedan, 
CADILLAC—'50 (62) conv., $3,175". ‘49 $1,310. °'46 Deluxe sedan, $590. 

(62) sedan, $1,925, $1,875. DODGE—’50 Coronet sedan, $1,475. ‘48 
CHEVROLET—’51 SL Deluxe sedan, $1,- Custom sedan, _ $1,010. 
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Brings profits 


—when you sell 
o truck that’s 
Heil-equipped 









¥ 















f'We can sell a . 
HEIL Body and Hoist 
eo then Forget it” Robert L. Hanley, 


A Overseas Motor Co., Homestead, Florida 


OU make the sale — your nearby Heil distributor 

does the mounting ol servicing, when you sell a 

e Heil-equipped truck, You make your regular profit on 

. the truck — and an extra profit (without extra effort) 

on the body and hoist. That’s why so many dealers are & 

money ahead pushing Heil ! a 

51 years of design and fabricating experience support /¥ 

5 your good judgment in recommending Heil. Heil no-sag 

- construction and quick-actin ing 9 hoist help your & 

> customer enjoy long unig body life; less down-time; % 

fast, clean dumping. Heil walabe- saving design helps 

him haul bigger loads, save gas and time. 

Your Heil distributor can help you recommend the 

, right body and hoist for every job. And he stands ready % 

;» to give your customer prompt service on genuine Heil @ 

quality-built parts. Get acquainted with your Heil dis- 
a now — he’s as near as your phone. 

: BH-179 


tHE HEIL co. § 





' :¥ DEPT. 5922, SZ WEST MONTANA STREET © MILWAUKEE 1, WISCONSIN 3% 
# Factories: Milwaukee, Wis. — Hillside, N. J. ¥4 
4 District Offices: Hillside, Washington, D. C., Atlanta, Milwaukee, Detroit, © 
7 ; Chicago, Kansas City, Dallas, Los Angeles, Seattle 44 


—a 


| FRAZER—’51 4-dr., 











FORD—’'51 Custom (8) sedan, $1,605. ‘50 
Custom (8) sedan, $1,275, $1,260. ‘49 
Custom (8) sedan, $1,140, $1,045; De- 
luxe (8) sedan, $850, $815; Deluxe (6) 
sedan, $790, $785*. '48 l-ton pickup, 
$560. °46 sedan, $670, $585, $400 

HUDSON—’48 sedan, $855 

KAISER—’51 sedan, $1,365 

LINCOLN—'49 sedan, $1,200*, $900 "47 
sedan, $510. 

MERCURY—’49 sedan, $1,150, $1,120, $1,- 
090, $1,025 

OLDSMOBILE—’'49 (98) sedan, $1,370. ‘41 
sedan, $125. 

PACKARD—’'47 sedan, $550 

PLYMOUTH—’51 Cambridge sedan, $1,525. 
'49 SD sedan, $1,125. ‘47 SD sedan, 
$675. 

PONTIAC—'50 Chieftain Deluxe sedan, $1,- 
570*, $1,500; (6) sedan, $1,210. ‘48 (8) 
sedan, $980*. 


STUDEBAKER—’50 Champion sedan, §$1,- 


140. 


AMARILLO, TEX. 


(Amarillo Auto Auction. Sale every Fri- 

day. Prices are for sale of Jan. 18.) 

(Sold 250 units out of 400 offerings.) 

BUICK—’51 Super 4-dr., $2,065*; RM Rivi- 
era coupe, $2,405*. '50 RM 4-dr., $1,410, 
$1,575*; Special 2-dr., $1,025, $1,060; 
Super Riviera coupe, $1,575*; 4-dr., $1,- 
330*, °49 Super 4-dr., $1,125, $1,240*. 

CADILLAC—’51 (62) 4-dr., $3,510*, $3,- 
550°. '50 (61) 4-dr., $2,665*. '49 (61) 
4-dr., $1,850. '48 (61) club coupe, $1,- 
575*. °'47 (62) club coupe, $1,090*. 

CHEVROLET—’51 FL Deluxe 4-dr., $1,- 
435, $1,500, $1,650, $1,665, $1,760*, 
875*; SL Deluxe club coupe, $1,590, $1,- 
625; 2-dr., $1,625, $1,660, $1,825°*, 

Bel-Air, $1,790, $1,855, $1,910; 
conv., $1,840; station wagon, $2,000*. 
50 SL Deluxe 4-dr., $1,170, $1,350*. 

CHRYSLER—’52 Saratoga 4-dr., $3,300*. 
’51 NY 4-dr., $2,005, $2,450*. °'49 Wind- 
sor 4-dr., $1,270°. 

DeSOTO—’50 Deluxe club coupe, $1,265. 
"40 4-dr., $150. 

DODGE — ’51 Coronet 4-dr., $1,695. °'50 
Coronet 4-dr., $1,150, $1,300; Wayfarer 
roadster, $940, $1,000. °'49 Coronet 4-dr., 
1,090. 


$ 
FORD—’51 Custom (8) 4-dr., $1,715, $1,- 
750, $2,000*; 2-dr., $2,195*, $1,765; Cus- 
tom (6) 2-dr., $1,460; Deluxe (8) 2-dr., 
$1,330, $1,380; Victoria, $1,810, $2,175*; 
conv., $1,640; station wagon, $1,750. 
$1,255. 
HUDSON—’50 Pacemaker 4-dr., $1,030. '49 
Super (6) 4-dr., $690, $780, $830*; 2-dr., 
$745; club coupe, $750 
KAISER—’'49 4-dr., $465. '48 4-dr., $240. 
LINCOLN—'49 4-dr., $1,195. 
MERCURY—’51 2-dr., $1,600, $1,730; club 
coupe, $1,725. °50 4-dr., $1,330, $1,370, 
$1,400, $1,450, $1,495; 2-dr., $1,470. 
NASH—’50 Statesman Super 4-dr., 
OLDSMOBILE — ‘51 (98) 4-dr., 
$2,550*, $2,585*; Super (88) 4- dr., $2,165, 
, $2,535*; Holiday, $2,- 
"50 (88) 4-dr., $1,450*, 
‘$1, 540°, $1,560*; 2-dr., $1,300, 
& "48 (98) 4-dr., $795, $880°, $910*. 
PLYMOUTH—’ 52 Cambridge 4-dr., $1,965; 
suburban, $2,250. °'51 Cranbrook 4-dr., 
$1, pig $i, 740; club coupe, $1,430, $1,535, 
$1,6 
PONTIAC "52 (8) Catalina, $2,850*; 
Chieftain (8) 4-dr., $2,550*. ‘51 Chief- 
tain (8) 4-dr., $1,650, $1,955*. °50 Chief- 
tain (8) Deluxe 2-dr., $1,800*, $1,850*. 
"47 (8) 4-dr., $435. 
STUDEBAKER—’51 Champion 4-dr., $1,- 
450; club coupe, $1,325. °50 Champion 
4-dr., $1,025, $1,305; 2-dr., $1,110. 
WILLYS—'49 Jeepster, $565, $425. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of Jan. 24.) 


(Prices firm and demand good. Sold 
49 units out of 63 offerings.) 
BUICK—'49 Super 4-dr., $1,190*; Super 
sedanet, $1,275*. °48 RM sedanet, $905. 


’46 Super 4-dr., $725. 


CADILLAC—’49 (61) 4-dr., $1,920. 

CHEVROLET—’51 FL Deluxe 2-dr., $1,- 
590*. ’50 FL Deluxe 4-dr., $1,330; SL 
Deluxe 2-dr., $1,270; SL Special club 
coupe, $1,170. °49 SL Deluxe 4-dr., $1,- 
130; 2-dr., $1,070, $1,040. ’°48 FL 4-dr., 


$785; aerosedan, $920, $870; FM 4-dr., 
$785; FM 2-dr., $875, $855; 2-ton flat 
. ‘47 FL aerosedan, $825; FM 
. '41 SD 2-dr., $140. '39 4-dr., 


$105. 
CHRYSLER—’47 Windsor 4-dr., $870. 
DODGE—'49 Coronet 4-dr., $1,125*. 
FORD—’51 Deluxe (8) 2-dr., 
Deluxe (8) 2-dr., 
tom (8) 2-dr., 48 SD (8) 2-dr., 
$825. '47 SD (8) 4-dr., $700. 
OLDSMOBILE—’'49 (98) "4-dr., $1,200*. °48 
id club coupe, $810*. °46 (78) 4-dr., 
. 


$525°. 
PLYMOUTH—'49 SD 4-dr., $1,080, $1,050; 
club coupe, $1,060. '48 SD 4- dr., $790. 


a 9 48 SL (6) 2-dr., $800. '47 SL 
8) 4-dr., $710. 
STUDEBA KER—'49 Commander 4-dr., 
$81 
WwiLLYs—'47 Jeep, $505. °46 Jeep, $510; 


%-ton panel, $500. 
MISCELLANEOUS—’49 Austin 4-dr., $490. 
*46 International 2-ton dump, $600. 


DENVER 


(Denver Auto Auction, Inc. Sale every 
Tuesday at Littleton, Colo. Prices are for 
sale of Jan. 22.) 

(Prices up and demand very good. Sold 
154 units out of 192 offerings.) 
BUICK—’51 RM sedan, $2,425*; Super se- 

dan, $1,725, $1,880, $2,015*. °50 Super 

Riviera sedan, $1,790; Super sedan, $1,- 

200, $1,360*, $1, 385*, $1,42 ’49 Super 

sedan, $1,275, $1, 296°, , $1,315", 

$1,330*; RM sedan, $1, "120°, $1,160*, $1,- 

175°, $1, 190°. '48 Super sedan, $640. ‘47 

Special sedan, $650. ‘46 RM sedan, $625. 


CADILLAC—’51 (61) sedan, $3,510*. ‘50 
(62) sedan, $2,760*, $2,955*, $3,020*. ’49 
(62) sedan, $2,390*. °48 (62) sedan, 


$1,675". 

CHEVROLET—’51 Bel-Air, $1,950; SL De- 
luxe sedan, $1,295, $1, 750, $1,810; %-ton 
pickup, $1,260, $1,425, $1,480. 
Deluxe sedan, $1,090, $1,170, $1,215, $1,- 
290, $1,300; %-ton pickup, $900, $995. 
49 SL Deluxe sedan, $930, $1,035, $1,- 
080, $1,100, $1,115. ‘48 FM sedan, $715, 
$770, $810, $860. ‘47 FL aerosedan, $730, 
685, $700, $735, $770, $825, $845, $850. 
"46 sedan, $680, $690. ‘40 sedan, $270. 

CHRYSLER — '51 sedan, $1,720*, $1,930°. 
‘50 NY sedan, $1,410*. °48 Windsor 
sedan, $875*. °47 NY conv., $760*. '46 
Windsor sedan, $670*, $685*. 

DODGE—'51 Wayfarer sedan, $1,575. °49 
sedan, $905*. ‘48 Deluxe sedan, $805. 
‘47 Deluxe sedan, $600. ‘46 Custom 
sedan, $695. 

FORD — '51 Custom (8) 
$1,785*, $1,800*, $1,920*; 
$1,800. ‘50 Custom (8) 


sedan, $1,455*, 
station wagon, 
sedan, $1,000, 
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$1,125, $1, 225*, $1,290: %-ton pickup, 
$1,000. 49 Custom (8) sedan, $1,010, 
$1,045*. ‘48 (8) sedan, $675. ‘46 (8) 
sedan, $485, $515. ‘41 sedan, $300. 

FRAZER—'48 sedan, $425* 

HUDSON—’50 Pacemaker sedan, $1,075* 
'49 Super (6) sedan, $880, $905, $1,045* 
"46 Commodore (6) sedan, $365 

KAISER—’'51 Henry J sedan, $930 

LINCOLN 49 sedan, $1,195* '47 sedan, 
$555* 

MERCURY '51 sedan, $1,710*, $1,880*, 
$1,905", 2,010*, 2,080*, $2,220°. $2,- 
240*, °49 sedan, $980, $1,095 ‘47 se- 
dan, $655, $675, $710. °42 sedan, $275. 

NASH—’51 (600) sedan, $1,520*. '48 (600) 





ALBANY, N. Y. 


Auto Auction 
are for sale of 


Anspach’s Dealers 
Monday. Prices 


(Tim 
Sale every 
Jan. 21.) 

(Prices made an uneven advance with 

51s providing much of the power, It 
was the third time in six weeks prices 
rose, Strength was concentrated on a 
few favored models. The upward activity 
came in spurts, boosting some models as 
much as $50 a unit. Sold 102 out of 
116 offerings.) 


BUICK—’50 Special sedan, $1,310* "49 
RM Riviera coupe, $1,560*; Super sedar 
$1,195; RM sedan, $1,125*, $1,250*. °47 


RM sedan, $780; Super sedan, $720. ‘46 
Super sedan, $660. 


sedan, $425. '47 (600) sedan, $395, $440. | Ca DILLAC—’50 (60) Special sedan, $2 
OLDSMOBILE—’51 (98) Holiday, $2,415*; 875*, $2,955*. °49 (62) sedan, $2,100* 
Super (88) sedan, $2,125*, $2,220*, $2,- "48 (62) sedan, $1,650*, $1,680*. 47 
300*, $2,330*, §2,350*. °'50 (88) sedan, (61) sedan, $1,000*, $1,070*. 
$1,450*, $1,455*, $1,470*. '49 (76) sedan, | CHEVROLET—’51 FL Deluxe sedan, 2 at 
$955", $1, 065*, $1,070*. ‘48 (98) sedan,/ $1,610, $1,625; SL Deluxe sedan, 2 at 
$885*. °'47 (98) sedan, $535, $605, or $1,610. ‘50 SL Special sedan, $1,260 
PLYMOUTH — '51 Belvedere, 1,710. 49 FL Deluxe sedan, $1,210, $1,200, $1,260 
suburban, $1,165: SD ate $945. °48| FL Special sedan, $1,140. "49 FL Deluxe 
Deluxe sedan, $555, $575, $660, '47 SD| ‘Sedan, $1,150; SL Deluxe sedan, $985 
sedan, $645, $660. | $1,040, $1,125; FL Special sedan, $1,020 
PONTIAC—’51 Chieftain (6) sedan, $2,- | “ sedan, $1,810, ‘41 MD sedar 
205*, °'49 Chieftain (8) sedan, $1,265*. | : 
48, (6) sedan, $900". "47 i colon. DeSOTO—'49 —_— sedan, $940. ‘48 Ci 
660. '46 (8) sed 690, $755. °41| _ tom sedan, $860. 
=: sedan, $140. a DODGE—’51 Meadowbrook sedan, $1,71/ 
STUDEBAKER—’51 Land Cruiser sedan,| ’50 Meadowbrook | sedan, $1,360. "49 
$1,670*: Commander sedan, $1,560*: Coronet sedan, $1,260, $1,120. '48 Cus 
Champion sedan, $1,100, $1,495*. '50| tom sedan, $860, $970. 
Commander sedan, $1,150*; Champion | | FORD—'51 station wagon, $1,700. | '50 De 
sedan, $1,050*. luxe (6) sedan, $880; Custom (3) 2-dr 
47 | $1,070; (6) %-ton pickup, $760. ‘49 


WILLYS—'51 station —— $1,400. 


4-ton | pickup, $405 


_(Continued on Page 39, Col, 1) 











Doolurs Hold Auto Shows 
For Auto-Lite Employes 


TOLEDO.—Automobile dealers in 
19 U. S. cities are conducting 312 
private automobile “shows” during 


|the first 13 weeks of this year as 
| part 


of an unusual program 
launched by an industry supplier, 
Electric Auto-Lite Co. 

In each of the cities where 
Auto-Lite has a plant, dealers 
for 13 different makes of cars are 
putting on a display of their mod- 
els in or near the plants. Auto- 
Lite has a total of 24 plants, which 
employ nearly 30,000 employes. 

The shows are keyed to the Auto- 
Lite television program, “Suspense,” 
which began the year with a series 
of weekly salutes to leading motor 
car manufacturers. The following 
day, dealers handling the car 
brought their cars to the plants for 
employes to see. 

Cities where dealers are putting 
on the plant automobile shows are: 
Toledo, where Auto-Lite has five 
plants and administrative offices; 
Fostoria, Springfield, Sharonville 
and Lockland, O.; Owosso, Bay City 
and Port Huron, Mich.; Niagara 
Falls and Syracuse, N. Y.; Hazle- 
ton, Pa.; Atlanta; Vincennes, Ind.; 
Mt. Vernon and Woodstock, IIL; 
LaCrosse, Wis.; Oklahoma City; 
Oakland and Los Angeles. 

Space is provided by Auto-Lite in 
the plants where possible, and 
where the display has to be out- 
side, the company provides a can- 
opy for protection against the 
weather. The shows are turned over 
to the dealers, who provide any 
display material they desire, and 
have salesmen on hand at shift- 
change and lunch periods. 

In addition to the television 
show and display space, Auto- 
Lite has also promoted the plant 
shows through its supervisory 
personnel and by banners and 
bulletin board notices. 

First car to be saluted was Pack- 
ard. Acting on advice from the 
home office and with the coopera- 
tion of local Auto-Lite plant man- 
agers, dealers seized the opportu- 
nity to show their cars to worker 
groups ranging from approximate- 
ly 100 in smaller plants to several 
thousands in larger plants. 

Although the purpose, from Auto- 
Lite’s standpoint, was to permit 


employes to see the parts they 

helped manufacture in use on the 

end-product, dealers found they had 
* * s 


an interested, employed audience, 
only a few of whom would have 
come into their showrooms. 


The following week Plymouth 
was saluted, and the balance of the 
January salute list included Hud- 
son, Dodge and Willys. Chrysler 
will launch the February program. 

In the case of Plymouth deal- 
ers, cooperative arrangements 
were worked out by the plant 
manager to give each dealer equal 
billing. Each supplied a car for 
the first day’s showing, but only 
one was left for the balance of 
the week, carrying the signs of 
all dealers. Similar equal billing 
for all dealers was arranged in 
larger cities. 

Hudson scheduled its plant show- 
ings three days before the public 
announcement of the 1952 models 
and gave Auto-Lite employes a pre- 
view of the new Hornets and 
Wasps. Gig Dixon, a Toledo Hud- 
son dealer, capitalized on the home- 
town tie-in with Auto-Lite by 
stretching streamers from a car on 
his showroom floor to the window, 
identifying every Auto-Lite part on 
the car. 

R. C. Dock, executive vice-presi- 
dent of Dodge, devoted Dodge's sa- 
lute time on the Auto-Lite televi- 
sion show to praise of its dealers, 
citing the safe-driving educational 
programs many Dodge dealers have 
worked out with their local school 
systems. 





Chicago Trade Fair 
Postponed Again 


CHICAGO.—I. S. Anoff, president 
of the Chicago international trade 
fair, has announced a second post- 
ponement of the event at Navy 
Pier, this time to Aug. 2-17. Origi- 
nally scheduled for last Sept. 8-23, 
the fair was later deferred to next 
March 22-Apr. 6 

Anoff said the latest postpone- 
ment has been caused by “unset- 
tled world conditions and the dollar 
shortage problems of prospective 
European exhibitors.” It was re- 
ported that 43,000 square feet of 
space has been reserved, and with 
the added time, the total may reach 
75,000 square feet. 











Plymouth Showing at Bay City Auto-Lite— 


In each of the cities where Electric Auto-Lite Co. 
allowed to stage a private show for employes. In 
located, dealers in 13 different makes of cars are 
during the first 13 weeks of this year. Space is 


has plants, auto dealers are being 
the 19 cities where the plants are 
conducting 312 shows of this kind 
provided inside the plants where 


possible, or a canopy is provided by the company where the displays are located 
outside. Shown above is a Plymouth showing at Bay City (Mich.) Auto-Lite plant. 
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PLYMOUTH—’'51 conv., $1,700. ’50 Deluxe | 
sedan, $1,130. | 


Used-Car Auction Prices | "xt8s'8 sus seas 87% Average Used-Car Prices 


(Compiled by Automotive News) 


















































(Continued from Page 38) VALDOSTA, GA. 
, é a Jan. 1952 Dec, Nov. 
stom (8) sedan, $800, $870, $910*.| 700. '50 SL Deluxe sedan, $1,395. $1,390 Fr oy ah —* re, = 1"). Model (to date) 1951 1951 
<30: Custom (6) sedan, $820. ''48 sD| on ‘on ‘ a pti riday. rices are for sale of Jan. ) a 
; sedan, $800. '47 SD (8) sedan, $710. | tsnees Bo gph gern er wd yg , (Sold 151 units out of 224 offerings.) $836 $864 $896 1951 $1,769 $1,837 $1,896 
00; SD (6) sedan, $600. ‘46 SD (8)| %~ 70; S™ Special sedan, $1,225. '49 SL | queVROLET—’'51 FL Deluxe sedan, 2 at 1950 1,311 1,356 1,402 
+ 3 oe , S 2° Deluxe sedan, 2 at $1,165, $1,150, $1,100, Oe 700": & “ , ms , 
an, $670. 41 SD (8) sedan, $330, “4 “ 4 . $1,650*, $1,700*; SL Deluxe 4-dr., $1,- 
as $1,085; FL Special sedan, $1,000, $995. 425. $1,750: SL’ Special seds BO 1949 1,049 1,080 1,130 
HUDSON — '47 Commodore (6) sedan, ’48 FL sedan, $900, $865: FM sedan av, (90; SL Special sedan, $1,500; 
$185*, $490; (8) conv., $560. $800; SM club coupe, $750. °47 FL sedan. aoe 4 = $1,300; %-ton pick- 1948 804 831 854 
KAISER—'51 Deluxe club coupe, $1,410*; $830, $820, $755; FM sedan, $680; SM mag al, Deluxe sedan, $1,000 $1°298 el. 1947 675 695 718 
Henry J (6) 2-dr., $830. sedan, $770. '46 FM club coupe, $750: 2 a aan as aan.” ’ » $1,325, . ni 
SM 2.4 saa 150, $1,350, $1,270; FL Deluxe sedan, 1946 582 603 632 
LINCOLN — 51 Cosmopolitan sedan, $2,-| 5M 2-dr., $65¢ $1,300. °49 %-ton pickup, $750, $675; 9 9 9 9 
5*. '49 Cosmopolitan sedan, $1,170*. | DODGE—'49 Coronet club coupe. $1.200 SL Deluxe sedan, $1,010, $1,025, $1,220; 1942. 269 264 283 
51 sed | '48 Deluxe 2-dr., $830, $82 sil ey SL Special jan, $1,050, $1,07 48 1941 230 247 256 
MERCURY—’ sedan (taxi), $1,750*, $1,- | eluxe 2-dr., $830, $825 SL Special sedan, ,050, 075," Jan. Dec. Nov. 2 247 
785°. | FORD—'51 Custom (8) sedan, $1,785, $1,-| S975 one’ Fee mercer non, OT ean, | Overall 
NASH—'51 Rambler station wagon, $1,400; | 700; Deluxe (6) 2-dr., $1,405. 50 Custom| $975. °46 FL aerosedan, $775. ‘40 SD Average... $ 836 §$ 864 §$ 896 
Ambassador sedan, $1,625*. '49 Super] (8) sedan, $1,450, 2 at $1,300, $1,270, 49 | COUPE, $245. a ’ ’ : 
(600) sedan, $875*, $940*. ‘47 (600) Custom (8) sedan, $1,105, $1,075, $1,060, | DODGE—’51 Coronet club coupe, $1,500 . 7 ; : 
sedan, $500. $1,045, $1,040, $1,010, $1,000. '48 SD (8) ’50 Coronet 4-dr., $1,150. °48 Custom | (The above figures are averages of used-car auction prices, all 
OLDSMOBILE — '51 (98) sedan, $2,280*; 2-dr., $975. '47 2-dr., $760. '46 sedan. club coupe, $775. °46 Deluxe club coupe, makes and models, carried regularly in Automotive News.) 
(88) sedan, $2,100*, '49 (76) club coupe, $620; business coupe, $495. $320. | 
$1,310. |'47 (66) conv., $585. '46 (98) | wERCURY—'49 sedan, $1,055. “48 sed FORD—'51 Custom (8) sedan, $1,650, $1,- 
edan, $700*; (78) sedan, 700, $720. ’ ~ =r. Sedan, | 550, $1,680*; Deluxe (8) sedan, $1,500; | on o P ” . 
42 ny club coupe, $260 $ $ $720. '40 conv., $210. conv... $1,880; %-ton pickup, a778. -. $975, $1,087, $1,150"; station wagon, $1,- | 700, $625, $685. ‘46 SD (8) sedan, 
PLYMOUTH—’50 SD sedan, $1,280, $1,240. OLDSMOBILE—’50 (76) club coupe, $1,300. | 100. 50 Custom (8) club coupe, $1,265, 100; Deluxe (8) sedan, $850, $860, $1,-| $710; Deluxe (8) sedan, $700. 
'49 Deluxe sedan, $1,050. °48 SD sedan, 48 (78) sedan, $860. um | $1,275; Deluxe (8) sedan, $1,025, $920, 075; %-ton pickup, $680. ‘48 SD (8) | KAISER—’51 Henry J 2-dr., $900. 
$680, $760, $750; Deluxe sedan, $375. '47 | PACKARD—'4S sedan, $775. $1,165. °49 Custom (8) sedan, $900, $925, sedan, $770, $840. 47 SD (8) sedan, | LINC OLN 51 Lido, $2, 150. 











SD ‘sedan, $700, $750; Deluxe sedan, 
$660. '46 SD sedan, $675. °41 SD sedan, 
250. 

PONTIAC—'50 SL (8) 2-dr., $1,450*. '49 
Chieftain (6) sedan, $700*. °'48 SL (8) 
sedan, $920*, 

STUDEBAKER — '51 Commander sedan, | 
$1,460*, $1,370. °47 Champion sedan, | 
$590; Commander club coupe, $610*. °46 
Champion sedan, $410*. | 

WILLYS—’47 Jeep and plow, $750. | 

MISCELLANEOUS — '49 International %- | 
ton pickup, $500. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- | 
nesday. Prices are for sale of Jan. 23.) 
(Market improving nicely. Sold 58 units 


| 
| 


out of 89 offerings.) | 

ee a Special 4-dr., $690. ’39 Special 
4-dr., $20 

CADILLAC’ 49 (62) 2-dr., $2,020. '38 4-| 
dr., $250. 

CHEVROLET—’51 FL Deluxe 2-dr., $1,570; | 
SL Deluxe 2-dr., $1,675. °50 SL Deluxe 
4-dr., $1,195; 2-dr., $1,290; Bel-Air, 
$1,250*; FL Deluxe 4-dr., $1,165; %-ton 
pickup, $935. '49 FL Deluxe 2-dr., $1,- | 
030, $1,020, $970; 4-dr., $935; SL Deluxe | 
2-dr., $830, $810. '48 FL 4-dr., $800, 
$810; aerosedan, $875. °47 SM 2-dr., 
$560; FM 4-dr., $695; FL aerosedan, 
$825; 4-dr., $780. °42 FL aerosedan, 
$300. °41 4-dr., $420. ’°39 MD 2-dr., $235. 
'34 4-dr., $195. | 

DeSOTO—’50 Deluxe 4-dr., $1,410. 

FORD—’49 Deluxe (6) business coupe, 
$860; Custom (8) 2-dr., $875; 4-dr., 
$1,000; club coupe, $925. ‘'47 SD (8) 
4-dr., $685; conv., $705*. '46 Deluxe (8) 
2-dr., $565; SD (8) 4-dr., $650; conv., 
$645; 2-dr., $675. ‘42 Deluxe (8) club 
coupe, $225. °40 Standard 2-dr., $335. 
’39 Deluxe 2-dr., $335. 

KAISER—’51 2-dr., $1,480*; Henry J 2-dr.. 


$930. 

—— 4-dr., $1,250*, $1,070, 
$1,1 

ASH -’39 2-dr., $165 

OLDSMOBILE—’50 (88) 2- . $1,200. 

PACKARD—’49 2-dr., $900 

PLYMOUTH—’'51 Cambridge 2-dr., $1,460, 
$1,410. ‘49 SD 2-dr., $1,000. °48 SD 
2-dr., $855. °'47 Deluxe business coupe, 
$420: SD 4-dr., $700. 

PONTIAC—’50 SL (8) 2-dr., $1,480. 


OAKLAND, CALIF. 


(A, L. Pollock Auto Dealers Wholesale 
Auction. Sale every Wednesday. Prices are 
for sale of Jan. 23.) 

BUICK—’50 Special 4-dr., 2 at $1,375*, 
$1,370; Super Riviera coupe, $1,915*. °49 
RM 4-dr., $1,310*, $1,305*. °48 RM 2-dr., | 
$1,050*. °47 Super 4-dr., $810; RM 4-| 
dr., $725; 2-dr., $830. ‘42 2-dr., $345, 
$300, $150, '41 conv., $200; 2-dr., $100, 
$150. '39 club coupe, $175. | 

CADILLAC—'51 Coupe de Ville, $4,180*. | 
"50 (62) 2-dr. club coupe, $3,445*; conv., | 
$3,510*. °47 (62) 4-dr., $1,395*. '46 (62) 
4-dr., $975*. | 

CHEVROLET—’ 51 station wagon, $1,915*. 
’50 SL Deluxe 4-dr., $1,440, $1,470*. '49 | 
SL Deluxe 4-dr., $1,190; 2-dr., $1,165; | 
%-ton pickup, $690; FL Deluxe 4-dr., 
$1,150; 2-dr., $1,170. ’48 SM _ business 
coupe, $810; 4-dr., $920, $930; FM 2-dr., 
$995. '47 club coupe, $695; station wagon, 
$705. °42 FM 4-dr., $310; 2-dr., $330; 
SM 4-dr., $225. ‘41 MD 4-dr., $240, 
$220; SD '2-dr., $290. 

DeSOTO—’50 Custom 4- -dr., $1,535. '48 sta- 
tion wagon, $980. '47 conv., $850. '46/| 
suburban, $750. '41 Custom 4-dr., $230, | 





rico’s new Soft-Rubber Wiper Blades with their unique 

adjustable clip fit ALL FOUR types of wiper arms... without adaptors. 
oP a ot There’s no more fumbling on the ’shield! 

FORD—’51 station wagon, $1,980 2: 


$1,825; Custom (8) 2-dr., $1.7 Trico’ i i i ; 
et a ast (erat, $1,705, co’s new metal Stock Organizer Cabinet puts the right blade or 
si aso, fizi0" Sido; station” wagon, | arm at your finger tips. There’s no more fishing or fumbling at the shelf! 

° : =" ey lb station wagon, | ° e ee e e e e 
$1,155, $1,065*; Deluxe (8) 2-d $945. | 
MN) are ah ‘a 2p “ar., Ee More than 14 million television screens... millions of radios in 
. 00. © S ; ’ 

6 2dr ar. $080; station ‘wagon, $615 Ler’ homes and on cars... are showing and telling drivers why Trico’s 
-dr., . conv. 

HUDSON—’50 Pa k 4-d 1,100; m i i “ 
ee iS Camtoas gh inte new Soft-Rubber Blades give the cleanest wipe they’ve ever seen. You 

ommodore (8) 4-dr., 50, $ soe : acti $ 

«i210, $1 Commodore (8) 4-dr.. $465. can be fully equipped to participate in the existing biggest replace- 
ISER—’50 4-dr., $1,045. e e ° ° . 

LINCOLN—’49 4- dr , $1,240*. 

NinmcuRy ‘tes di. $1,240° ment demand in blade selling history by ordering the Stock Organizer 

"50 88 4-d 1,775*. °48 + My 4 
(65) 2dr.» $000" ( a (76) yt lng Cabinet with a balanced stock of blades and arms, especially selected 
es conv., 

PACKARD—’51 (200 4- » * 
ination ‘wageh, (260) dr., $1,900. *48 to fit your needs. 

a at SD 4-dr., $1,050; Deluxe 

$965. '47 Deluxe club coupe, $625; 

atin wagon, $500; 4-dr., $550, $650. 
"41 club coupe, $225. 

PONTIAC—’50 Chieftain (8) 2-dr., $1,- 
775*. '48 (8) conv., $800*. '47 (8) 4-dr., 
$690, $620. °46 (8) 4-dr., $685, $680. 

STUDEBAKER—’50 Champion | business | 
coupe, $1,025*. '49 Champion, $935*. | 

WILLYS—’ 42 4-dr., $150. 

MISCELLANEOUS’ 49 Austin 4-dr., $550. 


CHARLOTTE, N. C. 


(E. M. Stafford, Inc, Sale every Wed- | 
nesday. Prices are for sale of Jan. 23.) 

(Price spread little changed from pre- 
ceding week, Real demand for sharp 


Pieces. ) 
BUICK—’51 Super Riviera coupe, $2,200*. 
CHEVROLET—’51 SL Deluxe sedan, §$1,- 


$155. 
DODGE—’ 50 Meadowbrook 4-dr., $1,285. 
‘49 Wayfarer roadster, $950. "48 4-dr., 
$760. °47 4-dr., $650. °42 4-dr., $270. | 


Trico Products Corporation, Buffalo 3, N. Y. 





shield 





40 


Holley Develops 
2 Metal-Saving | 


‘ } 
Carburetors | 

DETROIT.—To reduce the amount | 
of scarce metals ordinarily used in| 
making carburetors, the Holley | 
Carburetor Co., Detroit, has devel- | 
oped two new carburetors for cars | 
and trucks—the Visi-Flo for popu- | 
lar-priced cars and light trucks, | 
and the Centri-Flo for luxury pas- | 
senger cars and heavy-duty trucks. 

The Visi-Flo is 32 percent lower 
than other carburetors, to conform 
with the styling trends toward low- | 
er hood lines, the company stated. 
Metal is also saved through the use | 
of glass for the fuel bowl. 
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Holley Visi-Flo— 

The 
nounced by Holley Carburetor Co., 5930 
Vancouver Ave., Detroit 4, is shown (right) 
next to a standard carburetor. 


Visi-Flo, a@ new carburetor an- 


' * ¥ 
fuel level and check for sediment 
or water, interrupted flow, or flood- 
ing action of the float. 





Power Steering to Spread 


Lighter Cars Expect 


According to 


SAGINAW, Mich. Power steer- 
ing will soon become available on 
even the smallest cars in the Gen- 
eral Motors line, it was predicted 


ed to Adopt Device, 
Saginaw Gear 
matic transmissions which are now 
used almost universally. 

Some industry observers predict 
that with increased production the 





|that, on the Saginaw device, the 


|gear ratio is the same—the steer- 


| ing wheel travels the same distance 


|but more easily. Should the hy- 
draulic mechanism fail, the car 
| automatically goes back to normal 
manual steering. 

Lincoln said that safety, simplic- 
ity and adaptability are outstand- 
jing features of hydraulic power 
| steering. 

He predicts that women drivers, 


last week by officials of GM’s Sagi-| price will eventually be as low as a discovering the remarkable ease 


naw Steering division. 

Auto writers visited the Saginaw 
plants where the division builds 
power steering units which are now 
optional on Cadillac, Buick and 
Oldsmobile models. 

In the evening, the newsmen 
heard C. W. Lincoln, chief engi- 
neer of the division, discuss pow- 
er steering before the mid-Mich- 


car radio. At present the retail 
price is about $200, including tax. 

Those close to the power-steer- 
| ing picture say that, as with all new 
devices, there are many public mis- 
conceptions about power steering. | 

The misconceptions, engineers | 
say, are usually spread by those | 
not fortunate enough to have | 
power steering. They include fear | 


|of parking a two-ton automobile, 
will be a major factor in spreading 
| the popularity of power steering, 
once they have tried it. 

Lincoln’s SAE paper revealed 
that the division has been work- 
ing on power steering for 29 
years or more. 

The basis of the power gear is the 
well-known Saginaw recirculating 



































































































































Called the Model 1904, the new| Secondly, all the important me-/ jgan section of the SAE. | of over-steering and fear of no | ball gear, as designed for purely 
careburetor simplifies repairing the | tering parts are contained in one| The division expects power steer-| control should the unit fail. |manual steering, combined with a 
unit, for servicemen can observe the | assembly, the company said. ing to follow the pattern of auto-! However, engineers point out| hydraulic booster system. 
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our Speakers Map Program at Clinic .. . | 


How NADA Aids Dealer Relations | 


(Eprtor’s Note: The following |servations from the survey. 
material is condensed from the First, O’Daniel pointed out that | 
Public Relations Clinic presented |the survey showed the public does 
to the 1952 convention of the | not place the same confidence in all 
NADA on Jan. 28. The introduc- | dealers generally—not as much as 
tory talk, given by J. Eustace |they place in “their own dealers.” 
Wolfington, chairman of _ the “These facts show,” O’Daniel 
NADA Public Relations commit- | said, “that we need to improve pub- 
tee, points up the problem of |lic attitudes on new-car dealers as 
public relations from the dealer | a whole—as an industry.” _ 
standpoint. Joseph O’Daniel, The public was asked this ques- 
Evansville (Ind.) Oldsmobile | tion: 
dealer, spoke on “Facts.” Floyd “If you moved to a town where 
Randolph, NADA director for | you didn’t know anyone, and had 


cars from private owners as 
vertised in the newspapers. 

“Far too many people did not} 
prefer the new-car dealer as the} 
ideal source for the purchase of a/| 
used car,” O’Daniel declared. 

In the matter of service, far too 
many people also said they | 
thought new-car dealers were in- | } 
different to service problems, and | { 
were interested only in the sale 
of automobiles and trucks. 

The third observation stated that 
|the youth of the nation is more 


ad- | 





| F We 


"Birthdays for Blood’ Program— 


If the employes of Riley Chevrolet Co., Jefferson City, Mo., donate blood to the 
Red Cross campaign being carried on in the community, they receive their birthday 


Nebraska, addressed the group 
on “Objectives.” F. L. Hastings, 
Santa Monica, Calif., spoke on 
“The Challenge.” 


some business to do with each 
of these people (list of mer- 
chants), which one do you think 
would be the most likely to treat 


|critical than their elders. Only 47 
percent of this age group took their 
cars to the new-car dealer for re- 


| 


| pairs. 


off duty whenever it comes. The program, inaugurated by Don Riley, owner, drew 
23 employes to the blood center. The Riley slogan is, ‘‘Birthdays for Blood.’ 


and truck dealer means to the | noted here have come about as a 


you fairly and squarely?” “Ladies and gentlemen,” O’Dan-| community, state and nation. 'direct result of dealer advertising 
The druggist won by a large ma-|iel charged, “these are the buyers| He added, in his sixth point, that| and sales techniques. A few have 
jority, O’Daniel said, and the new-| of tomorrow.” | the public obviously does not know | 
car dealer got very few votes. The women of this country are | about the disposition of their auto- 
ae ae | more critical of the new-car dealer | mobile dollars—-how much goes to 
— second observation was that | than the men, the fourth observa-|taxes, to salaries to local people, 
most people prefer to buy their|tion pointed out. Not all women/or how much the dealer purchases 
used cars from new-car dealers. | were in this category, the survey |in his own community. 
; +}. But, O’Daniel pointed out, 26 per- | showed, but far too many are. 
vaelphin,” chair. |cent of those questioned had no|  O’Daniel’s fifth observation was 
man of the NADA| Preference at all, and nearly one-| that the vast majority of people 
public relations| fifth said they preferred to buy! fail to realize what the new-car 


committee, sum-| ia es a 
med up in this 
manner the rea-| 
sons why the 1952 | 
NADA conven-| 
tion’s first clinic should be on pub- | 
lic relations. 

Wolfington pointed out that 
public relations was basic, and 
that the NADA Public Relations 
committee had broadened and 
advanced its program. Since the 
problems are greater, and the fu- 
ture less assured, goals must be | 
higher, he added, and that means | 
that there is more work to do, 
more things to accomplish and 
greater responsibilities to carry. 
In view of the recent report on 
the public’s distrust of car dealers, 
Wolfington said, it is time that) 
dealers let the public know some | 
of the facts about car dealers and | 
their relationship to the communi- | 
ties they serve. Through the ef- 
forts of the NADA public relations 
committee, some of these facts are 
known—and they must be put be- 
fore the public. 

+ 


“QW/E LIVE in an age of distrust 
and dishonesty. It is popular 
to scorn and to asperse. It is fash- 
ionable to cheat. 
It is the rule to- 
day to exagger- 
ate.” 
J. Eustace 





| stressed their own business by tear- 
ing down the competitors,” he 
charged. 

Phrases such as “better deal,” 
“honest relationships,” and “better 
and fairer prices” have led the pub- 
lic to think, by implication, that 
they must watch the other fellow 


(Continued on Page 42, Col. 1) 





HE final observation, O’Daniel 
warned, was personal. 
“Some of the public opinions 








4. K. Woltington 
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teen facts, as listed by Wolfing- | 
ton, are as follows: 

New-car and truck dealers in the | 
U. S. employ more than 725,000) 
people. 

The yearly payroll for dealer 
operations totals about $2,500,000. | 

Since the industry is located in 
many towns and communities in| 
the country, dealers are truly inde- | 
pendent businessmen—the best ex- | 
amples of the free-enterprise sys- | 
tem. 
The average car dealer has been | 
in business for 20 years. 

Last year, new-car dealers con-| 
tributed nearly $47,000,000 to re-| 
ligious, educational and charitable | 
organizations in their communities. | 

Nearly 80 percent of the dealers 
are active members of civic clubs, 
and more than half of them hold 
offices. 

About one-third of the dealers in| 
the nation hold public offices. 

‘It is our hope that every dealer | 
group in this country will organize 
itself for the public relations tasks | 
that lie ahead,” Wolfington said. | 
“We have asked each state to ap-| 
point a committee to handle the) 
program on a state level. | 

“IT am now asking that each local 
dealer association also appoint a 
committee of progressive dealers to 
join the forces of fellow dealers 
and carry our program to every 
citizen of this country.” 

* x * 





























OF DUMP TRUCK SALES PROFIT! 


There is no mystery about why Galion hydraulic hoists and allsteel dump 
bodies are ‘User Preferred” by dump truck operators . . . everywhere. The 
reason is as simple and as easy to understand as Galion's famous ABC com- 
bination . . . the combination where a powerful Fulcrumatic lift ACTION joins 
with perfect operating BALANCE and top quality CONSTRUCTION to produce 
unequalled Performance and Longer Equipment Life. 


So do as many successful truck dealers and truck salesmen are doing right 
along .. . Sell the “‘User Preferred" line and Make More Money. 


There's a Galion Distributor right near you . . . get in touch with him today 
and get the ABC of more dump truck sales profit. 


<< 


MAKES A WHALE OF A DIFFERENCE THE ‘'WEIGH’’ IT LIFTS 
. © exclusive hoist 
Alon 
‘ © perfect operating 
Calbante 


A.tstee. Bovy Company Ort 


GALION, OHIO 


OSEPH O’DANIEL, Oldsmobile | 

dealer at Evansville, Ind., talked | 
to those attending the clinic about | 
the facts that had been garnered 
from the public opinion poll car-| 
ried on last year by the Roper'| 
Opinion Research Co. 

O’Daniel said that the survey is a 
true representation of public opin- 
ion, and that one could multiply the | 
findings by the population of the 
country and the percentages would 
not vary more than 1 percent. 

“It was obvious last year that | 
we had to have facts to qualify saom 
the various impressions we knew 
existed,” O’Daniel said. “What fo Coal 
we found is the truth. I think it 
demands immediate action.” 

Based on the findings of the 
opinion survey, O’Daniel said he . 
would like to put forth seven ob- | 
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How NADA Aids Dealer Relations 


(Continued from Page 41) 
or they will get stung, he said. 
“These facts—this public opinion 
have come about over the years. 
They are such that they demand 
immediate study and action,” he 


declared. 
* * * 


PrLoyp RANDOLPH, a member | social, welfare, safety, governmental 


of the NADA Public Relations 
committee and NADA director for 


Nebraska, told the meeting of the | relationship between the new-car 


continuing, long-range program 
that had been arranged by the pub- 
lic relations committee. 


“This program has seven broad | ., 


objectives,” Randolph said. “They 
are directly related to the seven 
observations which have just been 
given to you.” 

The first objective is to bring 
about public appreciation of the 
franchised new-car and _ truck 
dealer as a responsible merchant, 
he said, and as an integral part 
of the business life of the com- 
munity. 

He pointed out that this part of 
the program, like all other parts, 
starts “with you and me in our 
dealerships.” 

Randolph said that he had made 
a study of the dealerships in Ne- 
braska, and that he had found that 
the average dealer has been in 
business for 20 years and two 
months. He employs 16 people and 
has an average yearly payroll of 
$51,233. 

In other considerations, 72 per- 
cent of the dealers there are mem- 
bers of either the Lions, Rotary, 
Kiwanis or other civic clubs. Near- 
ly 50 percent held offices in these 
clubs. Also, that 48 percent of the 
Nebraska dealers have held public 
offices. 

And finally, every Nebraska 
dealer contributed an average of 
$1,018 a year to charitable causes. 
This represents $6.70 for every 
new car sold in the state. 

“These facts are available for 
every state in the U. S.,” Randolph 
stated, “and I think the public 
should know them. I think we can 
be proud that the committee is go- 


|lems, traffic congestion and high- | 
| way safety are directly related to 
|the sale of dealer products. 


| gram, mentioned before, consisted 
| of showing that dealers are leaders 











ing to make sure that the public 
is appraised of these facts, and | 
soon.” 

* * * | 

ECOND objective is to bring | 

about a “public consciousness of | 
the new-car and new-truck dealer | 
as a preferred source for used-car | 
purchases, auto servicing, accesso- | 
ries, equipment and special parts.” 

“We know that public opinion is 
wrong, and that preference for used 
car purchases and automotive serv- | 
icing should be unquestionably for 
the new-car dealer,” Randolph de- 
clared. | 

As for the youth problem, Ran- | 
dolph quoted the third objective as | 
“to instill in the youth of the na- | 
tion a lasting respect of all new- 
car and truck dealers as business- 
men of ability, integrity and per- | 
formance.” 

“Obviously, since the nation’s | 
youth represent the purchasers of 
tomorrow, we must do everything 
possible to teach them what we 
are, and why we are what we 
are,” Randolph said. 

The problem, he pointed out, goes 
further than a surface glance indi- 
cates. The nation’s young people 
are beset with problems, discour- 
agements, and greater conflicts in 
basic philosophies than ever before. 

“We must make sure,” Randolph 
said, “that we teach the youth of 
the nation what private enterprise 
really means. More than our busi- 
ness futures are at stake here.” 

* * * 


| edict objective listed by Ran- 
dolph is to “bring about public 
understanding of the dollar invest- 
ment in a family car by giving 
facts as to what disposition is made 
of the automobile dollar—in taxes, 
Salaries, purchases in the commu- 
nity and other considerations.” 
The survey shows that many 
of the persons contacted thought 
that both the manufacturer and 
dealer made too much _ proft, 
Randolph said, and they don’t 
know that a man buying a $2,000 
car is paying $580 in taxes—be- 
cause we haven’t told him so. 
The seventh project of the NADA 
public relations program is to “en- 
courage the full utility of the auto- 
mobile through the promotion of 
safe and efficient highway trans- 
portation,” Randolph stated. 
He pointed out that parking prob- 





general, we have another philoso- 

phy which is diametrically op- 
posed to the ‘my dealer’ philoso- 
phy,” Hastings said. 

He pointed out three steps that 
dealers must take in order to meet 
the challenge of public relations in | 
the future. 

“First,” he said, “we can accept | 
the fact that we need a defined pro- 
gram to help bring about a changed 
: public attitude. We must reach the 
dealer and the family car and its | pyblic with the truth on a local, 
essential services. | State and national level.” 


eet es | Hastings stated that there were 
YHALLENGE,” a talk by F. L.| many fine truths that the public 
Hastings, southern California | should know. One of them, he said, 
dealer, completed the talks on pub- |is that the auto dealer is one of 
lic relations. He pointed out that | the largest—and last—independent 
we live today in an “age of strange | merchants on Main street. And the 
fashions and strange ideas,” and | dealer is the firm—not just the rep- 
that the nation’s auto dealers have resentative of a larger firm. 
been victims of the age we live in.| fyastings warned that the era 
“It came as a surprise to many | of selling automobiles through | 
of us to learn that we are men | department stores has already | 
with two sides and two faces. To | started, and that former efforts | 
many, we are “my dealer.” But, | by large companies to sell tires, | 


The fourth objective of the pro- 


in their communities—in religious, 


and youth work. The sixth aim 
was to demonstrate to women the 








New Officers of Los Angeles Buick Dealers— 


At a recent meeting of the Los Angeles Metropolitan Buick Dealers Assn., the officers 
for 1952 were elected. Seated are Ted Wessen (left), president, and Ray Stansbury, 
vice-president. Standing, from left to right, are W. B. Moench, director; Joe Browning, 
secretary-treasurer, and Phil Hall, director. 





been successful. There is a need , ploye-relations, advertising, public- 
to ponder this situation, he added. (ity and community activities. 
Secondly, as soon as the need is | A, Oe. 

recognized, dealers should make “DUBLIC relations stems from the 
their own public relations in their heart and soul of a business,” 
area as good as they can possibly’ Hastings declared. “What the pub- 
make them. This includes, Hastings lic thinks of you and your business 
pointed out, customer-relations, em- | (See PR CLINIC, Page 51, Col. 3) 








when we talk about dealers in insurance and accessories has | 





Build on the Lev 


of Hometown America 


Hometown, America . .. where people still care about home 
and family life in the traditional American way. 

Where there’s not so much talk about social significance, 
but lots of day-to-day action by good citizens and neighbors. 
Where more than 214 million typically American families 
have an abiding faith in The American Magazine. 


They look upon it as a tried and trusted friend. Because 
it has always reflected their hopes and ideals, with understanding 
of their heartaches, it is truly a Family Service Magazine. 


And it reaches more than 244 million Hometown American families 
every month. Families with incomes 38.7% higher . . . 

families 2% bigger and 9% younger . . . than the U. S. average. 

So if you want such people to believe in the integrity 

of your company, your product or service, 

tell them your story in The American Magazine. 


In The American your advertising costs less. Because it lives longer. 
Because it is built on the bedrock of Hometown, America. 





The Crowell-Collier Publishing Company, 640 Fifth Avenue, New York 19, N.Y. 


THE 


merican 


MAGAZINE 


Publishers of The American Magazine, Collier's, and Woman's Home Companion 
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New GMC Models 
With Hydra-Matic 


Set for Showing 


PONTIAC.—An automatic trans- 
mission on a truck will be shown 
for the first time at the Chicago 
auto show, Roger M. Kyes, general 
manager of GMC Truck and Coach 
division, announced last week. It 
will be on the firm’s new parcel 
delivery—the P152-22. 

Installed as standard equipment, 
the dual-range Hydra-Matic will 
have three speeds for city driving 
and four for suburban and country 
trips. 

“Introduction of the fully auto- 
matic transmission into a commer- 
cial truck answers a long-sought 
need of many truck owners,” Kyes 
said. “This model is the first of a 
trend toward this type of power 
transmission in the trucking indus- 
try.” 

GMC Truck placed the Hydra- 
Matic drive last year in its new 
M-135 6 x 6 military truck, which 
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Overhead Valve Six in Cutaway View— 
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101 Horsepower for Six, 110 for V-6... 





52 Ford Unveiled 
With 18 Models 


(Continued from Page 15) 


als, large department stores} 


throughout the country will feature 


|women’s “Motor Mate” coats col- 


ored to match 1952 Ford Victoria 


|exterior body finishes and lined to 
match upholstery designs. In ad-| 
|dition, men’s sports jackets made 


of Ford Craftweave broadcloth up- 


holstery materials will be worn by | 
many salesmen in Ford dealer- 


ships. 

Three two-tone body color com- 
binations are available on the 
Mainline Ranch Wagon, three com- 
binations on each of the Custom- 
line two-door and four-door sedans 
and club coupe, three on the Cus- 
tomline Country Sedan, and six 
two-tone combinations are offered 
on the Victoria. 


non green metallic, Meadowbrook 
green, Glen Mist green, Carnival 
red metallic, Hawaiian bronze, 
Sandpiper tan, Sungate ivory and 
|Coral Flame red. 


Sungate ivory and Coral Flame 
red are special colors in 1952. 
Coral Flame red is a Sunliner 
color. As a solid color, Sungate 
ivory is reserved for the Sunliner, 
and as a combination, it is avail- 
able on the Ranch Wagon and 
Victoria. 


Two-tone body colors are: Carni- 
* + * 


has been in production since last} Compression ratio of Ford's new overhead valve six-cylinder engine is 7 to 1, while a.  ? 
September. | the horsepower is 101. Dubbed by company the ‘Mileage Maker Six," the engine is OLID body colors for 1952 are: 
by ae wpe | available with standard or automatic transmission or overdrive in all models of the Raven black, Sheridan blue, Al- 


More than 100,000 persons read AUTO- | oul . 
MOTIVE NEWS every week! | Mainline and Customline, except the Country Sedan. 





pine blue, Woodsmoke gray, Shan- 











Hood Hinges— 


Ford's ‘52 models have new hood 
hinges with a counterbalance spring 
mechanism to help raise the hood and 
keep it open for servicing. This picture 
also shows the new location of the heater 
under the hood, instead of in the pas- 
senger compartment. 

oa * * 





val red and Sandpiper tan, Alpine 
blue and Sungate ivory, Sungate 
ivory and Hawaiian bronze, Shan- 
non green and Glen Mist green, 
Meadowbrook green and Sungate 
ivory, Raven black and Sungate 
ivory, Alpine blue and Sheridan 
blue, Hawaiian bronze and Sand- 
piper tan, Shannon green metallic 
and Sandpiper tan, and Sandpiper 
tan and Hawaiian bronze. 

In addition to leather-type vinyl 
upholstery, a variety of natural 
leathers and fabrics are available, 
including Ford Craftweave broad- 
cloth, Craftcord and Craftloom pile 
fabrics with harmonizing bolster 
trim on the top of front and rear 
seats. 








Color finishes for interior metal 
surfaces include medium gray me- 
tallic, dark brown metallic, green 
metallic, goldtone metallic, dark 
blue metallic and Raven black. 












SCCCESSFUL WWE HOM THE FART y ts ae | 
| 
} 
| 


erican. | é RETAIL 
i eae 
For one car . 





R SEND TODAY! 
Here’s the answer for protecting chrome 
finishes on all cars especially ‘‘flash” 
chrome on new cars. Stops rust, corrosion, 
and pitting. Easy to apply—dries crystal 
clear—adheres indefinitely. 

| Chrome-Gard Kit dealer cost, $7.20 
doz., 3 doz. $21.00 prepaid delivery. 


LIQUID GLAZE INCORPORATED 
Box 627 « Lansing, Michigan 


Makers of the fomous Liquid Gloze Treatment for All Car Finishes 
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Offers Ne -w 160- hsnsiisiieoule Oval Valve v. 8 Engine... 





‘a2 Lincoln Completely Restyled 


INCOLN dealers throughout the, available in a wide choice of cus- 


4 country have dolled up their| tom and_ special custom body 
showrooms for Wednesday (Feb. 6),| styles. 
when they will introduce two com- Hydra-Matic is standard on all | 
pletely new lines of cars for 1952 1952 LdAncolns. 
Lincoln Cosmopolitan and Lincoln ‘ , 
Appearance-wise, the new Lin- 


Capris. 

Completely restyled and pow- 
ered by a new higher-compression 
160-horsepower overhead valve 
V-8 engine, the 1952 Lincolns are 

+ * * 


colns are characterized by sweeping 

horizontal lines. From the front-end 

to the taillights and contours of 

the rear deck, Lincoln-Mercury of- 

ficials claim they have created a 
+ * * 





More Powerful Engine— 


A 160-horsepower V-8 engine with overhead valves has been introduced in 1952 
model Lincoln cars. The new engine, say L-M officials, produces more power with less 
weight and incorporates many new innovations to give better economy and smoother 
performance. It has a displacement of 317 cubic inches, a compression ratio of 7.5 
to 1 and a stroke to bore ratio of 3.8 to 3.5. Other new features include a new 
exhaust manifold system, a new type of cam contour, a more compact and simpler 
carburetor, a precision cast crankshaft, a full-flow oil filter system, a self-activated 
ventilation system and a redesigned fuel system. 
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Hydraulic shock 
absorber takes 


the jolts. Back 
and seat move 
together. 











Bostrom Hydraulic Truck 
Seats are offered by many 
manufacturers as standard 
equipment. To satisfy your 
customers completely, sell 
them a Bostrom! 





‘“S 


Fore and aft 
adjuster and 
exclusive spring 
arrangement pro- 
vide maximum 
comfort regard- 
less of height or 
weight of driver. 


BOSTROM 


BOSTROM MFG. Co. 133 W. Oregon Street « Milwaukee, Wis. 


style leader “that is certain to es- 
tablish a trend in fine car automo- 
bile design.” 


INCOLN for 1952 offers five body 
4 types—.a Cosmopolitan custom 
four-door sedan; a Cosmopolitan 
custom sport coupe; a Capri special 
custom hardtop coupe; a Capri spe- 
cial custom convertible, and a Capri 
special custom four-door sedan. 

L-M officials claim greater power 
and increased economy in a more 
compact unit for the new Lincoln 
engines. 

Rear doors on Lincoln’s new cars 
are hinged at the front, a new 
feature. Hardtop styling has been 
introduced in several of the new 
cars. 

Door heights have been increased 
and seats redesigned for easier en- 
try. Head room has been increased 
in both front and rear, as has leg 
room for rear-seat passengers. 

* * * 

LASS areas have been increased 

by 20 percent in most models, 
The one-piece curved windshield 
has been continued. 

Concealed behind the rear li- 
cense plate, the fuel filler pipe on 
the Lincoln is centrally located 
as it is on the 1952 Fords and 
Mercurys. L-M officials say the 
location has been approved in all 
states, and eliminates the need 
for gas caps or hinged doors on 
rear fenders. 

The luggage compartments of the 
new Lincolns are said to be un- 
usually large, with the deck lid 
openable by the turn of a key. 

Other exterior appearance fea- 
tures cited for the 1952 Lincoln 
Cosmopolitan include new one-piece 
hubcaps carrying the Lincoln crest, 
parking lamps between the front 
bumpers, a side scoop styling that 
accentuates the sweeping lines of 
the cars, and narrower windshield 
pillars. 
* * 

gine gay appointments include a 

panel on which all instruments 
are functionally grouped, a new 
steering wheel, a large shift indi- 
cator built into the steering column 
for the automatic shift and a larger 
ashtray and glove compartment. 

Interior trim and fabrics are all 


* 


ment the exterior colors. 

The new Lincoln is equipped 
with overhead- mounted brake 
pedals. Suspended from a bracket 
between the dash and the instru- 
ment panel, the hanging pedals 
lessens chances of the brake 
mechanism freezing or becoming 
clogged with dirt. The suspension 
also eliminates holes in the floor 
and permits greater foot room. 
The master brake cylinder is 
mounted on the front of the dash 
panel, where it is easily accessi- 
ble. 

An entirely new 
| ball joints has been incorporated | 
in the new models. These joints, lo- 


trol arms attaching directly to the 
| wheel spindle forging, allow both 
| vertical wheel movement and the 
turning necessary for steering, and 
eliminate the king pin and spindle 


support forging. 
* 

A STRONG, rugged frame has re- 

sulted, L-M officials say, from 
the combining of an X-type frame 
with five crossmembers located at 
strategic spots where strength is 
vital. X-members are the I-beam 
type. The design of the frame, it is 
claimed, results in improved ride 
and handling characteristics. 


Wider brakes and large shock 
absorbers contribute to safety and 
comfort. The rear shock absorb- 
ers have been relocated to mini- 
mize any kick-up of the axle dur- 
ing acceleration. Softer rear 
springs add to riding comfort. 

Another innovation in the new 
line is the battery. Ten pounds 
lighter than that previously used, 
the Lincoln battery has 63 new thin 
plates instead of 17, and is enclosed 
|in a hard rubber case. It will have 
a longer life and require less serv- 
icing, say L-M officials. The battery 
is located under the right side of 
|the front toe board. 

The overhead valve V-8 engine, 
as previously noted, develops 160 
| horsepower and incorporates many 
engineering improvements and de- 


* * 











cated at the outer ends of the con-| 


1952 


Twe More New Lincolns 








Cosmopolitan Sport Coupe— 
This is one of five models offered in the all-new 1952 line of Lincoln cars. 


Com- 
pletely restyled, the Lincoln Cosmopolitan and Capri lines have a new chassis, a 
new 160-horsepower overhead valve V-8 engine and numerous innovations such as 
suspended brake pedals, a ball-joint front suspension and a center-fill gas tank. 
Passenger comfort has been built into the 1952 Lincoln in the form of added head, 
hip and leg room, front-hinged doors and extra large window areas. 


a il) VF raf. 


s Dy ae 
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ic se 
Four-Door Cosmopolitan— 


The 1952 Lincoln is new from the frame and chassis to the new 160-horsepower 
overhead valve V-8 engine and the exterior body styling. Easier handling, more 








ment has combustion chamber de- 


sign which reportedly gives greater | 
power from a smaller displacement | 
and operates at an extremely effi- | 


economical operation, and improved design are the chief characteristics of this 
automobile, which is available in two series—Cosmopolitan and Capri—and five 
body styles. 

* * ® * ¢ 8 
vices. Its overhead valve arrange-| conserves horsepower by requir- 


ing less of the engine’s horse- 
power to drive the cooling fan. 

All Lincoln models for 1952 are 
available in any of 12 new colors 


cient compression ratio of 7.5 to 1 | and in two-tone combinations. A 
on either premium or non- premium | wide variety of interior fabrics in 
fuels. |either nylon, broadcloth, frieze or 


An improved cooling system | leather is offered. 





The BOOM TRUCK AND 





new, and are designed to comple-| 


independent | 
front wheel suspension employing | 


New Ashton. WRECKER COMBINATION 


Here is an automotive unit which efficiently serves the dual 
purpose of a power wrecker and a mobile crane or boom 
truck. 

For wrecking work, towing or retrieving cars and trucks 
the Ashton Model 19-51 EXB extension boom (patented ) 
wrecker is an outstanding performer. Safe, fast, simple and 
reliable. No complicated rigging. 


CITY WATER 


This modern wrecker constitutes an all purpose, one-man 
boom truck that fully meets the constant demand for count- 
less heavy lifting jobs. The extension boom lifts from 0° 
to 80°—fully elevated the boom head is 16’ above the 
ground—an added 514’ is gained by a special extension kit. 


Get the facts and you will get an Ashton. 


STRUCTURAL 





FEATURES 


6. Power Winch, 71 Tons safe lood. 
Worm ond gear drive. Free reeling 
clutch control. Automatic brake. H. D. 
reversable power take-off and drive. 

. Bedy, Ashton streamline design. All- 
steel, all-welded. Standard Model, 
length 96” inside width 68”. Extended 
fenders and running boards. Hand 
rails; floor, heavy safety tread steel 
plate, Special body width 92” or 
over, Flush sides, Recessed steps. 

- Remote Control Levers for clutch 
and power take-off. 

. Spacer and lift bar Ashton design, 
provides rigid towing connection, pre- 
vents lash or side sway. 


1. Solid “‘A" Frame of heovy structural 
steel, all-welded, gives maximum 
strength. 

. Hand Winch, 2 Ton Cap. Ratio 4 to |, 
22 to 1. Lifts the boom with 6 ton load. 

. Extension Boom (patented) adjust- 
able to six positions. Normal to a 
maximum boom length of 14 ft. 

- Boom Head Assembly. New Ashton 
design (patented). Self-aligning head 
swings on ao 120° arc. 

. Cable Guard to prevent cable cross- 

ing drum flanges. (opt. at extra cost) 





Ashton. POWER WRECKER EQUIPMENT 


1701 W. LAFAYETTE AVE DETROIT 16 





AMERICA’S MOST VERSATILE POWER WRECKER 
—ONE MAN DOES THE WORK OF TEN...OR MORE 


PLACING 
HYDRANTS 
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CONTRACTORS 
LAYING PIPE 


OR ERECTING 
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POWER COMPANIE 
SETTING POLES 
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Deny Cuts Are Necessary . 





Auto Leaders Charge 
Artificial Shortages 


(Continued from Page 2) 


two, and secondary aluminum is 
plentiful.” 
+ ” cal 

TANCE declared that nearly 

every industry has been able to 
get into the defense program under 
a defense-supporting rating. He 
said this was why some materials 
were now in short supply. 

Vance said that actually the real 
defense program is consuming only 
a small percentage of the nation’s 
materials. He said only production 
that is strictly military should get 
a priority rating on supplies, with 
the rest of the nation’s economy 
getting its needs in a free market. 

Vance recalled that last No- 
vember the auto industry insisted 
to NPA that stainless steel was 
in ample supply, but that NPA 
kept insisting it was not. 

He pointed out that just last 
week NPA removed controls from 
stainless steel altogether. “I pre- 
dict,” he said, “that the same will 
hold true for secondary aluminum.” 

* * * 

“\THER auto industry leaders 

who met with the government 
task force at the Detroit Athletic 
club were: Hugh Ferry, Packard 
president; I. A. Duffy, Ford pur- 
chasing vice-president; Stuart 
Baits, Hudson vice-president; John 
Hallett, Kaiser-Frazer; Ray 
Rausch, Willys- Overland, and 
George Romney, Nash vice-presi- 
dent. 

GM’s Wilson suggested to the 
task force that it “let things go 
for a month and then see if we 
are going to have enough ma- 
terials.” 

“When the facts are known,” 
said GM Executive Vice-President 
Harlow H. Curtice, who accompan- 
ied Wilson to the meeting, “if they 
ever are, there will be plenty of 
copper and aluminum coming back 
from the defense program.” 

“Washington is talking about re- 


Reg. W Charges 
Hit St. Louis Lot 


ST. LOUIS.—Kahn Motor Co., a 
used-car dealership operated by 
Irving L. Cohn and Harold Green- 
berg here, and Kahn Investment 
Co., at the same address, have been 
enjoined by U. S. District Judge 
George H. Moore from further vio- 
lations of Regulation W covering 
the sales and financing of auto- 
mobiles. 

The motor company was charged 
with making instalment sales with- 
out getting the required down pay- 
ment, failure to comply with time 
regulation payments and failure to 
describe property used for tradein 
purposes. The finance company was 
charged with making instalment 
loans without securing a signed 
statement concerning the purposes 
of the loan. 


PR Committee 
Picked in Gotham 


NEW YORK. — The Automobile 
Merchants Assn. of New York has 
announced formation of a public 
relations committee to work on 
problems which arise locally and 
to work in cooperation with NADA 
public relations activities. 

Martin Wiseman has been named 
chairman of the committee. He will 
be aided by Percy Letts, R. Nelson, 
John White, Harry Williams and 
Henry Witt jr. 











Saunders Resigns 


As Cycleweld Boss 


DETROIT. — Chrysler Corp. an- 
nounced last week the resignation 
of S. Gordon Saunders, general 
manager of the company’s Cycle- 
weld division. 

Saunders said he will establish a 
consulting service in the field of 
industrial paints, plastics, adhesives 
and sandwich panel construction. 
He joined Chrysler in 1928 





phrasing the defense program,” 
Wilson added. “This simply means 
the people in Washington have bit- 
ten off more than this country can 
chew.” 
* * 7 

OHN CARMODY, on the task 

force as a representative of the 
Small Defense Plants Administra- 
tion, asked the auto leaders if they 
couldn’t give him a detailed list of 
the machine tools they are short 
of for defense work. 

“What would you do,” asked Wil- 
son, “if you got the information?” 

“I don’t know what I'd do,” 
said Carmody. “I’d probably be 
outvoted by my colleagues any- 
way. They don’t want me on this 
committee. I have a hard time 
finding out where the meetings 
are going to be held, but I man- 
age to find them. 

“You see,” Carmody continued, 
“I’m not like the other fellows on 





this group. I’m not sure at all that 
defense allocations are being made 
fairly and reasonably. 

“So, nobody wants me. But I’m 
used to that. I was born in a dis- 
tress area and I've lived in distress 
areas all my life.” 

Vance told Carmody that pro- 
duction of jet engines at Stude- 
baker was being delayed by the 
failure to get delivery of eight 
machine tools out of a total of 
1,410 needed to do the job. 

Packard President Ferry said 
much the same situation was hold- 
ing up defense work for his com- 
pany. 


Dealer Appeals 
In Willys Suit 


TOLEDO.—A Green Bay (Wis.) 
auto distributor has filed a notice 
of appeal from a decision dismiss- 
ing his $600,000 damage suit against 
Willys-Overland Motors, Inc. 

District Court Judge Frank L. 
Kloeb dismissed the suit Dec. 28 
on grounds that Albert Ginsberg, 
president of Green Bay Auto Dis- 
tributors, Inc., had failed to show 
that any issue as to any material 
fact existed. 

Attorneys for Ginsberg will take 
their appeal from this decision to 
the Sixth Circuit Court of Appeals. 








pany said, indicate that public de- 
mand will exceed the allowable 
production of 25,000 Aero Willys 
units during the first six months 
of this year. 

The car was introduced to the 
public Jan. 18. The company esti- 
mated 3,450,000 persons have seen 
| it in dealer showrooms throughout 
|the country. 


Cooke Safe Looted 


A safe at Cooke Chevrolet Co., 
961 S. Third, Louisville, yielded 
$2,000 in cash to burglars recently. 
Norman Hinkebein, company man- 
ager, said several checks were ig- 
nored. 


Improved PAK-JAK 


ONLY TWO-SPEED GEAR RATIO 
ALL-PURPOSE SERVICE JACK 
With DETACHABLE ADAPTORS for 
Transmissions and Differentials 
“IT CRADLES THEM ALL” 

AUTOS AND TRUCKS 


ONE man does the work of TWO 
Eliminates costly comebacks! 


ON fe TOW BAR SALES COMPANY 


Only $49.95 complete 40 South Clinton St. Chicago 6, Illinois 


Week’s Aero Sales 
Equal Jan. Output 
Of 2,599 Units 


TOLEDO.— Sales of the new 
Willys-Overland car during the first 
week equalled the company’s entire 
January production of 2,599 units, 
it was announced last week. | 

The company said only the Aero 
Wing model of the new Aero Willys 
line has been shipped to distribu- 
tors so far. Production is expected 
to get under way shortly on the 
Aero Ace models. 

The first week’s sales, the com- 
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Gold Comet Power — 





A POWERFUL SALES PROMOTION CAMPAIGN 
Blanketing The Truck Industry 


Ads in leading national magazines that reach every segment 
of the trucking industry telling the story of Reo’s engineering 
progress and the advantages of trucking with Reo. Ads in all 
leading trucking trade journals month after month, many in 
eye-catching full color—telling the Reo story over and over 
again to the men who will become your customers for Reo 
trucks, if you obtain a Reo franchise. 


ADVERTISING MESSAGES THAT SELL 


Every month a complete “package” of merchandising material 
including direct mail, blow-ups for display purposes, reprints 
of current advertising and a host of other material that tells 
your prospects that you are the man to buy trucks from—that 
you represent the industry’s most progressive organization— 
Reo! All of this material, available to you if you obtain a Reo 
franchise, is designed to make truckers in your area more Reo- 
conscious than ever before. 


A BETTER PRODUCT— 
Gold Comet TRUCKS & ENGINES 


You will be selling the greatest advance- 
ment in truck engines in recent years. You 
will be selling more-load design that per- 
mits truckers to earn up to $1770.00 addi- 
tional for every truck in their fleet that 
they replace with a Reo. Yes, sir! ... you 
have something to talk about, something 
to sell, a way to make more dollars—with 
a Reo franchise. 


REO MOTORS, INC., LANSING 20, MICH. 
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NADA Spurs Easier-Credit Drive 


(Continued from Page 1) 
DeSoto and Chrysler lines on 
Thursday to discuss protests over 
the new factory contracts.) 

* * * 


€ SEEKING clarification of re- 
Ye cent OPS ceiling prices that 
appear to deny retailers their cus-| 
tomary percentage margins over} 
costs. | 

4. Requesting appointment of an| 
NADA highway policy committee | 
to work with other safety groups) 
in attaining a constructive high-| 
way and parking facilities pro- 
gram. 

5. Calling for “energetic sup- 
port” of the Inter-Industry High- 
way Safety Committee’s program. 

6. Urging all dealers actively to 
support NADA’s new public rela- 
tions program. 


EN. EVERETT M. DIRKSEN, 
Illinois Republican, who gave the 
main address at the closing session 
of the convention, warned of the 
socialistic trends in the U. S. today 





Greeting New Chief— 


J. Saxton Lloyd (left), elected president 
of NADA last week, is congratulated by 
and reiterated his opposition to/|Retiring Chief R. D. McKay at the 35th 
federal controls on wages, prices,|annual convention in New York. 
production, etc. * * #* 

At a press conference, President |tions are in better shape than ever 
Lloyd declared that Government/before, but promised to seek fur- 
control (particularly Regulation W) |ther improvements. He declared he 
is the biggest problem facing deal-|plans to call on the presidents of 
ers in 1952. He promised to carry|each auto company within the next 
forward the fight for a minimum|few months, seeking mutual coop- 
of regulations. e eration. 

Lloyd, who is 44 and was first Driver education, Lloyd believes, 
vice-president of NADA last year, |is the most vital part of the high- 
predicted a car shortage in the way safety campaign 
last quarter of 1952 if fewer than a ; cae ; 
4,000,000 autos are produced this We must make ‘safety’ a popu- 
year, He said auto makers had lar subject,” he declared. 

not sought NADA’s help in fight- te 
ing further cutbacks in auto pro- | HIS acceptance speech, Lloyd 
duction, described auto dealers as “the 

He said that factory-dealer rela- strongest champions of small busi- 


Got 


Headache 
? 


CARLIFE GUARANTY “72” 
LICKS DEALERS HEADACHES 


CARLIFE GUARANTY “72” relieves the headaches caused by 
idle service shops, because it brings back 72% of your new car 
customers regularly for service. CARLIFE GUARANTY “72” 
relieves headaches caused by dissatisfied customers, because you 
pay their policy claims without cost after the expiration of their 
new car warranties. This retains them as friends and future cus- 
tomers. CARLIFE GUARANTY “72” relieves headaches caused by 
insufficient cash reserves, because it starts accumulating cash for 
you almost immediately. CARLIFE GUARANTY “72” relieves 
headaches caused by the loss of valued customers, because under 
this tested approved plan they must return for inspection and 
lubrication each month, or every 1,000 miles. CARLIFE GUAR- 
ANTY “72” is not a cureall, but it will aid you, as it has thousands 
of others, to make your business more secure, more profitable, and 
more pleasant. 

















oo open mg 





It costs you nothing to get the inside story of this ORIGINAL, 
UNIQUE PLAN that protects the future of your dealership by pro- 
viding a continuous flow of service business month after month, and 
builds cash reserves. There's nothing like it. 


MAIL THIS COUPON TODAY FOR FREE INFORMATION 


The Carlife Guaranty Co. 
8827 Strathmoor, Detroit 28, Michigan 


Phone VErmont 8-5077 I 

| 

RUSH us more information concerning CARLIFE GUARANTY "72" = | 
l 

| 

| 

| 


without cost or obligation. Show us what other dealers are 
doing. 
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ness in its deadly struggle for 
survival,” and pointed out his firm| 
|belief that the new-car dealer is| 
the last independent merchant} 
|doing a volume business 
the Main Streets of America. 

R. D. McKay, of Wichita, Kans., | 
bowed out as NADA president by} 
| pointing to four major accomplish- 
[ments by the association in 1951. | 
He listed them as: (1) The Herlong 
discount- protecting amendment; 
(2) relaxation of Regulation W;| 
(3) establishment of the automobile | 
as “essential,” and (4) relief on the 
planned heavy increase in excise 
taxes. 








McKay called on dealers to un- 
dertake special community pub- 
lic service by supporting “the 
forces that stand for good gov- 
ernment.” 


Problems of Government regula- | 
tions, the manpower situation, 
wage stabilization and related sub- 
jects were outlined by a _ special 
clinic, with NADA Managing Di- 
rector M. Robert Deo as moderator. 
Others taking part were James C. 
Moore, NADA _ general counsel; 
Ben Miller, industrial relations di- 
rector for the American Trucking 
Assns., and Dr. George W. Taylor, 
one-time chairman of the War 
Labor Board. 


* * * 


EV. W. H. ALEXANDER, noted 

Oklahoma City minister, closed 
the convention with a statement 
that “neither legislation, nor social 
reform, can gloss over and make 
right the moral decadence in high 
places and the twilight of honor 
which, like the climate, impinges 
on us from every side.” 


left on} d 





Florida Dealers | 
‘Assured of State | 


‘Title Cooperation 


| TALLAHASSEE.— Assurance that 
the state motor vehicle department 
would continue to cooperate with | 
the Florida Automobile Dealers | 
Assn. in taking precaution in issu- 
ing titles for automobiles was given 
by Arch Livingston, commissioner. 
The subject was brought to light | 
|here at a meeting of the associa- 
tion’s motor vehicle committee and 
| the commissioner. 


| Livingston said that in the future| 
| the department would place the) 
| word “used” on all certificates of | 
title of used cars except in the case 
of a car being titled in Florida for 
the first time. 

The dealers lauded Livingston for 
his “work and cooperation with the 
| association.” 








Eyles Now oad 
Of N. Va. Assn. 


ARLINGTON, Va.—Walter Eyles, 
of Arlington Nash, was installed as 
president of the Northern Virginia 
Automotive Dealers Assn., succeed- 
ing Earle Kirby, of Kirby Sales & 
Service. 

Other officers: Al Wasserman, 
Al’s Motors, Arlington, vice-presi- 
dent; Kenneth Moore, Akers-Olds- 
mobile Corp., Alexandria, secretary; 
Harold Erwin, Erwin Ford, Fair- 
fax, treasurer. 


Directors are: Burton Kephart, 
Arlington Motor Co.; Larry Ken- 
yon, Kenyon-Peck, Inc., Arlington; 
J. Lee Sugrue, Alexandria Nash 
Corp; Erwin, Wasserman, Moore 
and Eyles. 





Danovic Heads 


N. D. Dealer Unit 


FARGO, N. D.—Bronko Danovic, 
local Chevrolet dealer, has been 
named chairman of a public rela- 
tions committee for the North Da- 
kota Automobile Dealers Assn. 

Other members of the committee 
are: Andy Nomland (Chrysler), 
Grand Forks; K. O. Foster (De- 
Soto), New Rockford; Gay Hustad 
(Dodge), Fargo; L. Dwight Crouse 
(Ford), Grafton; Eddie DeFoe 
(Pontiac), Dickinson, and Ray Bar- 











l|ickman (Buick), Devils Lake. 
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Foreign Dealers Welcomed at NADA Parley— 


J. Saxton Lloyd (center), new head of NADA, is shown greeting Ben Sadowski (left), 
Toronto, and Armando Fernandez, Mexico City, vice-president, Asociacion Nacional de 


Distributores de Automotives. 


Chautauqua (N. Y.) pay 


Discusses OPS Rulings 

The Chautauqua County Auto- 
mobile Dealers Assn. held its 
first meeting of the new year 





recently in Jamestown, N. Y. 

Dr. J. Murdoch Dawley of State 
Teachers college was guest speak- 
er. A discussion of OPS prob- 
lems facing dealers also high- 
lighted the meeting. 





Just Out-- 
Subscribe NOW 


TRUC 
Noe 


syne eweeema 


The Only SPECIFICATION BOOK 
on NEW TRUCKS EXCLUSIVELY ... 
Pickups to 23,000 Lbs. G.V.W. 


The TRUCK INDEX covers 1952 Chevrolet, Ford, Dodge, G.M.C., 
International, Studebaker, Diamond T, White, Reo and other trucks 
and school busses to 23,000 Lbs. G.V.W. Each model treated 
individually in uniform, easy-to-read style. Data includes G.V.W. 
and G.C.W. ratings; Engine and Chassis Specifications; Road 
Weights, Payload Capacities, Wheelbases, Chassis Dimensions and 
Tire Options; Optional Springs, Transmissions, Brakes, Rear Axles, 
etc.; Body types and Models available, Cab details, Standard and 
Optional Equipment, and other necessary information. 

Thousands of new-truck salesmen use the TRUCK-INDEX because 
it helps make sales. It’s the only handy, unbiased source of facts on 
competing 1952 trucks. Fleet operators and other truck buyers use 
it, too. More than 400 pages tab indexed; durable looseleaf binder; 
handbook size for convenience. All new and up-to-date when you 
get it, and we keep it up-to-date for you for 12 months with 
revision service at no extra charge. 

One or two subscriptions, $12.50 each; 3 to 4, $11.00 each; 5 to 9, 
$10.00 each; 10 or more, $9.50 each. Sent prepaid when check 
with order. 


SEND ORDER AND CHECK TODAY 


Box 204, Vernon Branch 
Los Angeles 54, Calif. 


TRUCK INDEX, Inc. 
















Use It Anywhere —Just Plug In That’s All! 


b N Portable 
AUTO TURNTABLES 


The Finest at Low Cost 
No Wiring—No Foundation—No 
Anchorage—No Assembly —No 

Installation 
Macton Turntables consist of only 
2 parts—the base holding the 

Griving mechanism and the runway. Anyone can put it 

together in a jiffy. All you do is plug in—turn on the 

switch—and Macton starts working for you with motion 
that means attraction and more sales action. 


Many Other ATTRACTIVE Features: 





®@ Collector R make possi- @ int eable steel 
Only $545.00 ble lighting inside the car. 1] yw ny at slight add 
© Jokes 300 Watts to aos cost for display of 


F.0.B. Port Chester 


Order today or Write 
for Literature 


motors, accessories, parts, 
@ Unconditionally Guaran- 
teed 1 year 


* —_., Safe. 
© Capacity 4500 Ibs. 


"Deduct 2% for check with order." 


MACTON MACHINERY CO., INC. 217 tocust avenue * Port Chester, N. ¥ 
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the full permitted increases would 
have advanced Fords 4.97 percent, | 
Mercurys 3.45 percent and Lincolns | 
5.19 percent. 

Ford and GM may at a later | 
date raise prices up to the Cape- | 
hart limits. This can be done by 
submitting new wholesale and 
retail prices to OPS. 

According to OPS, “basic” retail 
prices of the new Ford cars are 
from 90 cents to $96.88 under the 
full amounts allowed by the Cape- 
hart formula. “Basic” prices range | 
from $47.60 to $78.03 over compar- 
able 1951 Fords, and the Victoria 
hardtop has been reduced by 40 
cents at this level. 

Mercury prices are from $28.20 to 
$71.07 under the allowed Capehart 
adjustments. The range of Mercury 
increases is $39.59 to $40.02, and the 
convertible shows a price decrease 
of $10.10. 

+ * * 
| INCOLN prices undercut al-| 
4 lowed Capehart limits by $86.16 | 








Erlichman Sees | 
New Records at | 


92 AAMA Show 


NEW YORK.—The silver jubilee | 
exposition of the Automotive Acces- 
sories Manufacturers of America, 
Feb. 4-7 at the Grand Central Pal- 
ace here, will be the largest ever 
assembled under the sponsorship of 
the AAMA, Herman Erlichman, 
show manager, reported last week. 

Erlichman said that both the 
number of exhibitors entered, and 
the advance requests for tickets, 
have set new highs. More than 550 | 
booths have already been contract- 
ed for, and ticket requests have 
come from all the leading accessory 
and service chains, automotive job- 
bers, and from South America, 
Italy, France, Australia and other 
foreign countries. 

It was reported that 80 percent | 
of the manufacturers exhibiting 
this year have appeared in these 
shows for 10 years or more. A 
number of them have been with the 
exposition since its inception in 
1927. 

Erlichman said that exhibitors 
have predicted that 1952 will be an 
excellent year for auto accessory 
makers and retailers. He said that 
their optimism is based on the fact 
that millions of cars are now in 
need of replacement parts and ac- 
cessories, and that new cars are 
now coming through with fewer | 
accessories. 

Among those to be represented | 
at the show are E. I. du Pont Co., | 
R. M. Hollingshead Co., Simoniz | 
Co., Casco Products, E. A. Mfg. Co., | 
Brunswick Tire and Rubber Co., 
Sparks-Withington Co., U. S. Rub- 
ber Co. and U. S. Metal Products 
Co. 








Newill to Speak | 
At SAE Dinner | 


DETROIT.—The gas turbine en- | 
gine will be the subject of a dinner 
meeting of the Detroit section of 
the Society of Automotive Engi- 
neers today (Feb. 4) at the Rack- 
ham Memorial building. 

E. B. Newill, general manager of 
the Allison division of General Mo- 
tors, will discuss some of the future 
trends in performance and design 
and review design performance de- 
velopments of the past six years. 


Auto Men to Talk 
At Lube Meeting 


DETROIT.—Three automotive ex- 
perts will be featured speakers 
when the lubrication committee of 
the American Petroleum Institute 
meets here Feb. 18-19. 

They are: Merle E. St. Aubin, | 
director of the service section of | 
General Motors distribution staff; | 
Lyle E. Calkins, chief chemist at} 
Willys-Overland, and Carl Doman, | 
national Ford division service man- | 
ager. 








to $387.21. OPS noted that while | 
the 1952 and 1951 Lincoln lines are | 
hard to compare, the Capri four- | 
door sedan has been increased | 
$99.98 above a roughly-equivalent | 
model and the Lincoln convertible 
has been slashed $272.95. 


The agency emphasized that Ford 
and GM themselves decided to ac- 
cept less than the full pricing lim- 
its allowed by supplemented and 
amended Ceiling Price Regulation 
1. In all cases OPS has granted a 
“Capehart adjustment factor” up to 
the limits permitted by regulations. 

Institution of Capehart price 
hikes is a two-step procedure. 





| reported.—{United Press-Acme photo.) 


Germany's Ford-Taunus 12M— 

The first German Ford, the ‘Taunus 12M," finishes the assembly line operations at 
the company's Cologne, Germany, plant, and is greeted by company officials and the 
press. The new 1.2-litre car has a top speed of nearly 70 miles an hour, it is 
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3 Other Makers Get Go-Ahead .. . | ’ 


Yord Co. Passes Up 
Full Price Hikes 


(Continued from Page 2) 








First a maker petitions for a per- 
centage cost adjustment affecting 
wholesale prices. This adjustment |before a maker can increase bill- 
factor must be approved by OPS. | ings to dealers. 

Secondly, the factory files new | Special Order 12, required for 
suggested wholesale and_ retail| dealers to post new “basic” prices, 
prices within the new allowed lim-|covered the Ford, Lincoln and 


\its. OPS must certify these prices | 


Mercury car and_ equipment 
changes. The advertised delivered 
price of Ford-O-Matic was hoisted 
to $184 from $177.22. 

(See current prices 
page 49.) 
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Buick Combining 
Car and Defense 
Output in Flint 


FLINT. Buick has converted 
eight of its Flint plants so that 
automotive and defense production 
are being carried on simultane- 
ously, Ivan L. Wiles, Buick general 
manager, reported last week. 

Buick, Wiles said, has already 
made nearly two million square 
feet of floor space available for 
defense work and will have an 
additional 2,200,000 square feet of 
neW construction ready by the end 
of 1952. 

Buick holds two prime defense 
contracts, one for production of 
tank transmissions and the other 
for jet engines for the Air Force. 

Wiles also reported that produc- 
tion of two-door Buick Rivieras, 
popularly known as hardtop con- 
vertibles, increased from 12 percent 
of total production in 1950 to 20.93 
percent in 1951. 

“One of every five cars Buick 
built in 1951 was a hardtop,” Wiles 
said. He added that this was the 
highest ratio of hardtop output in 
the industry. 


Sell More Trucks . . Make Bigger Profits . . in 1952 


featuring 


SPECIALIZED 
DELIVERY VEHICLES 


YOU HANDLE THE COMPLETE DEAL—WITH ABUNDANT HELP 





‘““Ask Your Truck Dealer’’ 


Says MONTPELIER Advertising in Leading 
BAKERY, DAIRY and LAUNDRY Publica- 
tions and in Direct Mail Programs. 








Many Large BAKERY Fleets are 
Engineered by MONTPELIER 


You Make More Sales, Bigger 
Profits — when you Give Them 
What They Need and Want.... 
Delivery Vehicles Engineered and 
Built to Their Specific Needs. 











The MONTPELIER “URBAN" is a 
ural" for Laundries and Bakeries. 


“Nat- 


YOU, the Truck Dealer, handle the complete deal— 


with the full cooperation of 


MONTPELIER Sales, 


Engineering and Manufacturing Specialists—wheth- 
er it be for one vehicle or a large fleet. 








JERSEY 
DAIRY 





WANT TO SELL DAIRY FLEETS? 
MONTPELIER Will Help You. 


Here's How MONTPELIER Helps You— 


1. You tell us the nature of your customer's business, 
the weight and size of commodity to be delivered, what 
specific features he needs and wants. 


2. Tell us the Make and Model of Chassis to be used. 
3. MONTPELIER will submit “abe pe and quotations to 


YOU—our recommendations 


ased upon almost twenty- 


five years of experience in building delivery vehicles 
specially designed for maximum delivery efficiency, 


minimum cost. 


4. Simple, isn't it? It will help you make More Plus-Profit 
Sales. MONTPELIER is especially interested in helping you 
get MORE FLEET BUSINESS—both Local and National. 


WRITE, PHONE OR WIRE FOR COMPLETE DETAILS 


THE MONTPELIER MANUFACTURING CO., MONTPELIER, OHIO 


SPECIALIZED MOTOR VEHICLES 

















Power Steering Explained— 

Harold M. Metzel (right), chief Olds 
engineer, watches as C. W. Lincoln, chief 
engineer of Saginaw Steering Gear divi- 
sion, demonstrates the power steering sub- 
assembly for Oldsmobile at Mid-Michigan 
SAE meeting. See story on page 40. 





Jerge’s Parts Chief Named 

Walter A. Golnick, parts manager 
for Jerge Sales Co., Inc., Buffalo, 
has been elected president of the 
Genesee - Moselle Businessmens 
Assn. 
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Colbert Rips Cutbacks 


Tells Parts Makers New Curbs on Production 
Would Bring Needless Sacrifices 


(Continued from Page 2) 


decisions by a few men in Wash- 
ington. Their wisdom falls short in | 
comparison with the wisdom of the | 
free market, he said. 

“When it came to examining 
transportation,” Colbert said, “the 
fact that this country had volun- 
tarily organized itself into tre- 
mendously increased dependence 
on road transportation was ap- 
parently taken to mean that 
Americans had enough or too 
much of that every-day commod- 
ity. 

An increase in number of trucks, 
from less than 5,000,000 at V-J day, 
to more than 9,000,000 in 1951, ap- 
parently did not signify to planning 
minds an important continuing 
trend. 

“It was merely seen as an abund- 
ance—enough if not, in fact, too 
much. 

“The same with passenger cars, 

even though 40 percent of those 
in use are still over-age, prewar 





Mr. E. H. T. Crowper, 


President of Crowder Motor Co. 





How to Sell Automobiles 


Via Radio 


The technique, in a nutshell: Sponsor a program with a ready- 
made, loyal audience, and a nationwide reputation. The hitch is 
usually excessive cost. Here’s an effective way around that: the 
Fulton Lewis, Jr. Co-op program at low local time and tal- 
ent cost, with the prestige and impact of the largest national 


network. 


Among the 623 local sponsors of the program (on 370 Mutual 
stations) is the Crowder Motor Company, Chrysler-Plymouth 
dealer in South Charleston, West Virginia, which sponsors it 
on their local Mutual station. Says Mr. E. H. T. Crowder, in a 
letter to Radio Station WTIP, Charleston, “We are renewing 
our Fulton Lewis contract for another year. Mr. Lewis’s com- 
mentary has unequivocally proved to our satisfaction to be the 
best medium in the Kanawha Valley. 


been most gratifying.” 


Further evidence of the ability of the Fulton Lewis, Jr. pro- 
gram to sell automobiles: There are 122 automotive sales and 
service organizations currently co- 


sponsoring the broadcasts. 


Definite results have 


Eg ET ero YE EMR ore 


If you want a ready-made audi- 
ence of solid citizens who are 
logical prospects for automobiles, 
investigate this program. Though 
currently sponsored on more than 
370 stations, there may be an 
opening in your locality. Check 
your local Mutual outlet—or the 
Co-operative Program Department, 
Mutual Broadcasting System, 
1440 Broadway, NYC 18 (or Trib- 
une Tower, Chicago 11). 








models, and people, in war as in 
peace, need cars to get to work 
and perform the regular chores 
of living.” 

Colbert recited other shortcom- 
ings of the control system: 

1. The attack on the symptoms of 
inflation, with tremendous books 
of rules, while ignoring the roots. 
Thus inflation is not halted. 


2. Admission by the planners that 
they failed to understand the 
urgency of machine tools until 
about six or eight months after 
Korea. 

Colbert pointed out that busi- 
ness men operate with more sig- 
nificant information, and with 
better protection against wrong 
guesses. 


“For where wrong guesses are 
made by one concern,” he said, 
“others usually are quick to move 
in competitively, and so offset the 
damaging effects on other busi- 
ness.” 

Competition, he said, never leaves 
a void for long. But when the gov- 
ernment planners slip, there are no 
competitive forces great enough to 
right the situation. 


Colbert U rges 


More Caution 


On Output Work 


MIAMI, Fla.—Lester L. Colbert, 
Chrysler president, told a group of 
the corporation’s dealers here that 
the government “should go slowly 
in carving out large segments of 
the nation’s economy.” 

Several hundred Chrysler, De- 
Soto, Dodge and Plymouth dealers 
of south Florida sponsored a lunch- 
eon in Colbert’s honor. 


Colbert predicted that dealers 
will have 40 percent fewer cars to 
sell as a result of production cut- 
backs already ordered. “But no 
one,” he said, “can forecast what 
conditions may be in months to 
come because of the defense pro- 
gram.” 

If necessary, he said, the auto 
industry stands ready to shut down 
all civilian production. At the same 
time, Colbert attacked what he 
called governmental “slide-rule 
theories and _ bureaucratic for- 
mulas.” 


AAR Establishes 
New Group at 
Charlotte, N.C. 


CHARLOTTE, N. C.—The 2ist 
group of Automotive Affiliated 
Representatives has been formed 
in this area, it is announced by Ed 
L. Lee, executive secretary of AAR. 

Named the Virginia-Carolinas re- 
gional group, it is made up of the 
following members: Charles A. 
Glover, Fayetteville, N. C.; James 
W. Rankin, Richmond, Va.; Chaney 
& Co., Darling & Stroud and John 
R. Poag & Associates, all of Char- 
lotte, N. C. 





t e t 
Family Day 
7,000 Tour New HQ 

Of Ford Division 
LIVONIA, Mich.—“Family Day” 
for employes of Ford division’s gen- 
eral offices and central parts depot, 
highlighted by a preview of the 
1952 Ford cars and trucks, was held 
Jan. 26 at the company’s plant here. 
L. D. Crusoe, vice-president of 
Ford, said about 7,000 persons vis- 
ited the division’s headquarters 

during the day. 





30-Year Dealers 
Choose Officers 


NEW YORK. — The newly 
formed 30-Year Club of NADA 
elected officers last week. Offi- 
cers for 1952 will be William L. 
Mallon, Irvington, N. J., presi- 
dent; William L. Hughson, San 
Francisco, vice - president, and 
Harold A, Lanphear, Providence, 
R. L, secretary. 











Dealer's Stunt Pays Off in Sales— 

The above display is profitable for Huntress Nash Motors, Fort Wayne, it states 
D. K. Huntress, president, cooperated with High Quality Gasoline, in staging a give 
away of the cars on display. Some 76,000 persons stopped to inspect the Rambler 
Country Club hardtop convertibles and registered for the drawing. 





NAM Office at Detroit Holds Open House 

DETROIT. — The Michigan-Ohio | business organizations held an open 
regional office of the National Assn.|house here Thursday, the first in 
of Manufacturers and affiliated | NAM history, 
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* SAVE FUEL 
* PREVENT LUGGING! 


] * REDUCE WEAR 
with BEPE 


ELECTRIC 
TACHOMETERS 


Every engine has a speed range where 
horsepower and fuel consumption are most 
efficient and economical. Leading fleet 
operators report a substantial savings in 
fuel, maintenance costs and increased 
safety by having drivers operate in this 
R.P.M. economy range. Sun Electric Tach- 
ometers are simple to install, they have no 
drive cables or rotating parts. Models are 
available for gasoline engines in any speed 
range up to 7,000 R.P.M. Write for name 
of your local distributor and complete data 
sheet TODAY! 


. 


FOR CARS, TRUCKS, 
TRACTORS & BOATS 


NO DRIVE CABLES 
EASY TO INSTALL 
ILLUMINATED DIAL 
SENSITIVE 
ACCURATE 

EASY TO READ 


* *+* + + 


Manufactured and Guaranteed by 


SUN ELECTRIC CORPORATION 


INSTRUMENT-TACHOMETER DIVISION 
6327 Avondale Avenue 





5821R Chicago 31, Illinois 
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| Current Ceiling Prices on New Cars 


The following advertised-delivered prices 
ere based on factory retail prices at the 
vwtories, as established by the Office of 
Vrice Stabilization, These prices include 
federal excise taxes and factory handling 
,arges, and dealer delivery-and-handling 
harges. They do NOT include transpor- 
tation charges, state and local taxes or 
optional equipment. 
AUSTIN—A-40—Devon 4-dr. 
5; Conv., 
$1,865. A-90—hardtop, $3,295. 
U. 8S. ports.) 
BUICK—Special—4-dr. 
2-dr. sed., $2,133.91; cl 
bus. cpe., 
ed., $2,239.14; 2-dr. 
viera, $2,278.95; conv., 
t-dr, sed., $2,545.16; 
conv., $2,848.38; stat. 


sed., 


sed., 
cpe., 


sed., $2,181.13; 

$2,615.22 

Riviera, 
wag. 


$3,282.83; 
$3,948.70. 


conv., $3,428.29; stat. 


(Dynaflow 
Super. GM _ power steering optional 
$198.98 on Roadmaster.) 
CADILLAC—Series 62—4-dr. 
683.70; cl. cpe., 
$4,012.97; conv., 
cial—4-dr. sed., $4,323.38. 
pass. sed., $5,427.89; Imperial 
642.94. 
60 Special, 


sed., 


Series 
sed., 


Hydra-Matic models. ) 


CHEVROLET—Styleline Special — 4-dr. 
cpe., 
$1,533. Styleline Deluxe 
—4-dr, sed., $1, 765; 2-dr. sed., $1,710; cl- 


sed., $1,674; 2-dr. $1,617; cl. 


$1, 623; bus. cpe., 


sed., 


epe., $1,730; Bel- Air, $2,010; conv., $2, 132; 
stat. wag., ’$2,301, 
sed., $1,710. (Powerglide 
$178.35 on Deluxe models.) 

CHRYSLER— 
409.97; cl. 


optional 


$1,- 
$2,195; Countryman stat. wag., 
(Delivered 


$2,191.92; 
$2,099.50; 
$2,040.48. Special Santas; te 

i- 

Super— 
$2,460.16; 
, $3,272.47. 
Roadmaster—4-dr. sed., $3,177.88; Riviera, 
wag., 
standard on Road- 
master, optional at $192.50 on Special and 
at 


$3,- 
$3,587.20; Coupe de Ville, 
$4,162.68. Series 60 Spe- 
15—8- 
$5,- 
(Hydra-Matic standard on 62 and 
optional at $199.66 on 75. GM 
power steering optional at $198.43 on all 


Fleetline Deluxe—2-dr. 
at 


‘Windsor — 4-dr. sed., $2,- 
epe., $2,387.64; Town & Coun- 
try wag., $3,082.55; 8-pass. sed., $3,217.14. 





bet ACTION 


...When you want it! 








WHEN WILL 
JONES’ CAR 
BE READY? 


IT'S READY 
NOW! 


Give instructions, get 
information instantly with 
Executone Intercom! 


You'll be amazed at the way Executone 
speeds up production—helps you get 
more work done faster! 

Executone lets you TALK to employ- 
ees or associates instantly, anywhere in 
office or plant. No waiting on busy 
phones. No running back and forth 
hunting for “lost” personnel. You get 
action right now! 


World’s Most Advanced Intercom! 


With Executone, voices are distinct, 
clear, instantly recognizable. Exclusive 
“CHIME-MATIC’® signalling announces 
calls by chime and signal light. 

Executone lowers costs — soon pays 
for itself in many ways. Ask for full 
details. No obligation! 


Lecilone 


COMMUNICATION AND 
SOUND SYSTEMS 


EXECUTONE, INC., Dept. B-8 
415 Lexington Ave., New York 17, N. Y. 


Without obligation, please let me have: 


2 The name of your local Distributor 
[] Complete descriptive literature 








NAME. TITLE. 
FIRM. 
ADDRESS. CITY 





ee cer = Se 





Windsor Deluxe — 4-dr. sed., $2,628.43; 
conv., $3,091; Newport, $2,972.79. Saratoga 
—4-dr. sed., $3,040.58; cl. cpe., $3,013.93; 
Town & Country wag., $3,706.33; 8-pass. 
sed., $3,937.14. New Yorker—4-dr. sed., 
$3,402.81; Newport, $3,822.89; conv., $3,- 
940.84. Imperial —4-dr. sed., $3,698.76; 
Newport, $4,067.05. Crown Imperial—4-dr. 
sed., $6,622.79; lim., $6,740.39. (Fluid- 
Matic optional at $131.81 on Windsor, 
standard on Windsor Deluxe and other 
series. Fluid-Torque optional at $166.51 
on Saratoga, New Yorker and Imperial 


series, standard on Crown Imperial 
Guide standard on Crown Imperial, 
at $225.75 on other models.) 

CROSLEY—stat. wag., $1,001.64; bus. 
coupe, $943.38; Hotshot, $952.07. Super— 
2-dr. sed., $1,032.82; stat. wag., $1,076.77; 
conv., $1,035.38; Sports roadster, $1,028.72. 

DeSOTO—Deluxe—4-dr. sed., $2,247.37; 
cl. cpe., $2,235.38; Carry-All sed., $2,- 
476.71; 8-pass. sed., $3,020.73. Custom— 
4-dr, sed., $2,457.65; cl. cpe., $2,437.70; 
Sportsman, $2,780.52; conv., $2,881.69; 
8-pass. sed., $3,231. 24; stat, wag. $3,- 
066.55. (Tip- -Toe Shift ‘optional at #5131. 97 
on Deluxe, standard on Custom.) 

DODGE — Wayfarer — 2-dr. sed., $1,- 
953.31; bus. cpe., $1,812.38. Meadowbrook 
—4-dr. sed., $2,076.90. Coronet—4-dr. sed., 
$2,165.01; cl. cpe., $2,149.81; Diplomat, 
$2,495.11; conv., $2,585.41; stat. wag.. $2,- 
785.40. (Gyro-Matic optional at $102.61 on 
all models. ) 

FORD—Mainline 6—4-dr. sed., $1,677.50; 
2-dr. sed., $1,629; bus. cpe., $1,525.50; 
stat. wag., $2,004. Mainline 8—4-dr. sed., 
$1,753.50; 2-dr. sed., $1,694; bus. cpe., $1,- 
601; stat. wag., $2,079. Customline 6— 
4-dr. sed., $1,769; 2-dr. sed., $1,720.50; cl. 
cpe., $1,730.50. Customline 8—4-dr. sed., 
$1, 844 -50; 2-dr. sed., $1,796; cl. cpe., $1,- 
805.50; stat. wag., $2, 248. 50. Crestline 8— 
Victoria, $2,104; conv., $2,213.50; stat. 
wag., $2,384. (Ford-O-Matic optional at 
$184 on all models.) 

HENRY J VAGABOND — Four — 2-dr. 
sed., $1,448.55. Six—2-dr. sed., $1,593.68. 

HUDSON—Pacemaker — 4- dr. sed., $2,- 
296.54; 2-dr. sed., $2,250.13; cl. cpe., $2,- 
296.54: bus. cpe., $2,102.77. 
sed., $2,448.33; 2-dr. sed., 
cpe., $2,448.33; Hollywood, 
conv., $3,025.78. Commodore S! 
sed., $2,654.60; cl. cpe., $2,627.91; 
wood, $2,975.59; conv., $3,223.65. 
—4-dr. sed., $2,749.18; cl. cpe., 
Hollywood, $3,071.19; conv., 24, 
Commodore Eight—4-dr. sed., $2,749.18; cl. 
cepe., $2,722.51; Hollywood, $3,071.19; 


Ford Is Granted 
$30,000,000 Order 
For Jet Engines 


DEARBORN.—A $30,000,000 con- 
tract to build Pratt & Whitney J-57 
jet aircraft engines for the Air 
Force was announced here last 
week by the Ford Motor Co. 

The engines will be produced in 
the government - owned Chicago 
plant in which Ford is producing 
Pratt & Whitney R-4360 reciprocat- 
ing engines. 

The Air Force specified that the 
Chicago plant be used for produc- 
tion of J-57 engines, it was said, in 
order to spread operating costs of 
that plant over more production 
than is presently planned. 

E. R. Breech, Ford executive vice- 
president, said that an “extensive 
portion” of the contract would be 
subcontracted in Detroit-area plants 
in order to alleviate unemployment 
there. 

Breech added that it would “be 
at least a year before initial pro- 
duction can be started because of 
the inherent lead time required for 
tooling.” The engine will be used 
in several new high performance 
aircraft, including the YB-60, a 
mammoth eight-jet heavy bomber. 

In other defense news, AC Spark 
Plug announced in Flint that 20 
percent of the company’s present 
work force of nearly 11,000 is now 
working on defense projects. 


Hydra- 
optional 








Mich. Gas Dealers Leave 


Price War to Refiners 


DETROIT.—More than 600 
members of the Retail Gas 
Dealers Assn. of Michigan voted 
last week to pass along whole- 
sale price cuts to the customer, 
but to protect the five-cent-a- 
gallon cost margin for dealers 
as required by state law. 

The association also went on 
record as opposed to any use of 
display signs advertising gas 
prices, feeling that it would 
tempt dealers to undercut one 
another by small amounts and 
bring on a retail war. 

Sun Oil Co. has dropped its 
Detroit retail price on gasoline 
to 25.7 cents a gallon in three 
successive cuts, and the figure 
has been matched by Shell, Mo- 
bilgas, Standard and Sinclair. 

In Flint, where the price bat- 
tle was strongest, one Sunoco 
gas station dropped its price to 
18.4 cents a gallon Wednesday 
to meet independent station 
price-slashing. 








conv., $3,318.24. (Hydra-Matic optional at 
$168 60 on all models.) 
JAGUAR—XK-120—Super Sports, $4,039; 
hardtop, $4,065. Mark VII—4-dr., $4,170. 
(Delivered at U.S. ports.) 
KAISER VIRGINIAN — Special — 4-dr. 


sed., $2,212.26; 2-dr. sed., $2,159.79; bus. 
cpe., $1,991.89; 2-dr. Traveler, $2,264.72; 
4-dr. Traveler, $2,317.21. Deluxe — 4-dr. 
sed., $2,327.70; 2-dr. sed., $2,275.23; cl. 
cpe., $2,296.22; 2-dr. Traveler, $2,380.17; 
4-dr. Traveler, $2,432.63. (Hydra-Matic 
optional at $162.30 on all models.) 
LINCOLN — Cosmopolitan — 4-dr. sed., 
$3,483; spt. cpe., $3,587. Capri—4-dr. sed., 
$3,626; spt. cpe., $3,828.50; conv., $3,985. 


(Hydra-Matic extra on all models.) 

MERCURY — Custom — 4-dr. sed., $2,- 
227.50; 2-dr. sed., $2,171; spt. cpe., $2,293; 
6-pass, stat. wag., 2,751; 8-pass. stat. 
wag., $2,799.50. ae 4-dr. sed., 
309.50; spt. cpe., $2,427.50; conv. 
582.50. (Merc-O- Matic optional at $190 on 
all models. ) 

NASH—Rambler Super—Suburban, 
885.15. 
sed., $1,968.25; conv., 


$1,- 
Rambler Custom — Country club 
stat. wag., $1,933.25. 
Statesman Deluxe — bus. cpe., $1,841.40. 
Statesman Super—4-dr. sed., $i, 955; 2-dr. 
sed., $1,928.50; cl. cpe., $1, 951.80. States- 
man stom—4-dr. sed., $2,125.45; 2-dr. 
sed., $2,099.05; cl. cpe., 

sador Super—4-dr. sed., 
sed., $2,303.65; cl. cpe., $2, 325.85. Ambas- 
sador Custom—4-dr. sed., $2,500.65; 2-dr. 
sed., $2,474.20; cl. cpe., $2, 496.40. (Hydra- 
Matic optional at $166.65 on Statesman 
and $166.95 on Ambassador models.) 


OLDSMOBILE—Deluxe 88 — 4-dr. sed., 
$2,311.25; 2-dr. sed., $2,246.23. 
—4-dr. sed., $2, 444. 94; 2-dr. 
378.94; cl. cpe., $2,328.96; Holiday, $2,- 
655.16; conv., $2,833.12. Classic 98—4-dr. 
sed., $2,766.81; Holiday, $3,001.11; conv., 
$3,206.77. (Hydra-Matic optional at $178.35 
and GM power steering optional at $198.90 
on all models.) 

PACKARD — 200 — 4-dr. sed., $2,528; 
2-dr. sed., $2,475. 200 Deluxe—4-dr. sed., 
$2,675; 2-dr. sed., $2,622. 250—Mayfair, 
3 293; conv., $3, 450. 300—4-dr. sed., $3,- 

P clan 400 — 4-dr. sed., $3, 767. 
(Ultramatio standard on 400, optional at 
$189 on other models. Easamatic optional 
at $39.45 on all models.) 

PLYMOUTH—Concord — 2-dr. sed., $1,- 
738.21; bus. $1,551.97; Suburban, 
$2,078.93; 


4-dr. sed., 
—4-dr. sed., 
ae .95; Belvedere, $2,129. 12; conv., $2,- 

PONTIAC—Chieftain 6—4-dr. 
000.95; 2-dr. 
$2,597.24. 
$2,104.11; 2-dr. sed,, $2,046.26; conv., 
427.54; stat. wag., $2,680.99. Chieftain 8 
—4-dr. sed., $2,075.40; 2-dr. sed., $2,- 
017.63; stat. wag., $2,670.64. Chieftain 8 
Deluxe—4-dr. sed., $2,178.58; 2-dr. sed., 
$2,121.78; conv., $2,500.48; stat. wag., $2,- 
753.52. Catalinas — Deluxe 6, $2,288.60; 
Super Deluxe 6, $2,354.27; Deluxe 8, $2,- 
363.77; Super Deluxe 8, $2,429.32. (Hydra- 
Matic optional at $178.35 on all models.) 

ROOTES—Hillman Minx — sed., $1,533; 
conv., $1,890; stat. wag., $1,938. Sunbeam- 
Talbot—sed., $2,685; conv., $2,911. Hum- 
ber—Hawk sed., $2,041; Super Snipe sed., 
$3,369; Pullman lim., $5,110. Rover 75— 
sed., $2,552; Land-Rover, $2,011. (Deliv- 
ered at U.S. ports.) 

STUDEBAKER — jon Custom — 
4-dr. sed., $1,667.42; 2-dr. sed., $1,633.85; 
cl. cpe., $1, 661.75. Champion Deluxe—4-dr. 


sed., 


sed., $1,749.30; 2-dr. sed., $1,715.76; cl. 
cpe., $1,743.64. Champion Regal — 4-dr. 
sed., $1,833.48; 2-dr. sed., $1,799.94; cl. 
cpe., $1,827.82; Starliner, $2,120.35; conv., 
$2,157.50. Commander -dr. sed., 
$2,032.01; 2-dr. sed., $1,997.04; cl. cpe., 
$2,026.10. Comman -dr. sed., 
$2,143.05; 2-dr. sed., $2,108.08; cl. cpe., 
$2,137.14; Starliner, '$2, 437.52; conv., $2,- 
481.01; Land Cruiser, $2, 289. 33. (Auto- 


matic optional at $208.29 on Champions, 
$217.12 on Commanders.) 
WILLYS-OVERLAND—Aero—Lark 2-dr. 
sed., $1,731.30; Wing 2-dr. sed., $1,988.96; 
Ace 2-dr. sed., $2,073.97. Four—-stat wag., 
$1,783.30. Six—stat. wag., $1,866.14. 








San Francisco East Bay Dealers Elect— 


Left to right are Carl L. Scott of Oakland, retiring president of San Francisco East 
Bay Motor Car Dealers Assn.; Vad Jelton of Oakland, director and three-time president 


of the associ 


ation, and Morris J. Landy of Alameda, 1952 president. 





Wondering how new-car and truck production and sales are making out? 


AUTOMO- 


TIVE NEWS gives you the entire story every week throughout the year, 












PROVED SYSTEMS 
TO CHOOSE FROM 


OF 


World's Largest Manufacturer of Exclusive Garage Ventilating Equipment 


Dept. A2 


GUARANTEED Why pay as much- 


“NATIONAL” Exhaust Removal Systems 


T4237 Actually Cost Less! 


and 





-or more— 

for an uncertain gamble in 
makeshift exhaust removal equipment when you 
can get a “NATIONAL” System that’s been de- 
signed, tested and approved to do the job. One of 
the oldest in the business, ‘“‘NATIONAL” has 
spent years perfecting their Overhead and Under- 
floor Systems that they guarantee, in writing, to 
meet your requirements. You have a choice of 6 
“NATIONAL” Systems that are adaptable to 
present buildings or new construction. Delivered 
complete, with motor and blower units, there is 
nothing else to buy. Find out about all of the 
“NATIONAL” Systems and how little it costs to 
own one. There is a qualified “‘NATIONAL” man 
near you. Write today for literature. 


y nw 






































OVERHEAD Systems... standard kit, two inlets 
serving any two of four cars ina ny $206.25 
F, O. B. Decatur 


The NATIONAL SYSTEM 
GARAGE VENTILATION INC. 





330 N. Church St., Decatur, Ill. 








MODEL D-12: Contractor's 
body. Reinforced throughout 
for hardest work. Tailgate 
braced both horizontally and 
vertically. Reversible tailgate 
hardware for extra convenience. 














Whatever your hauling or dumping job, there’s 
a Hercules body to meet your needs . . . and 
every body is built extra strong to withstand 
toughest duty and last years longer. Only a few 
of the many outstanding models are shown 
here. Look them over, then send for full infor- 
mation on these bodies or any other types you 
may require. Act today. HERCULES STEEL 
PRopuUCTs CORPORATION, GALION, OHIO. 








MODEL D-1: Rub rail body with MODEL D-7: Straight side cool MODEL D-12T: Similar to Model MODEL D-24: Enclosed garbage 
removable sides for platform body with high ends. Note lower D-12, except inclusion of built-in body, completely watertight. 
service. Corner posts removable tailgate with permanent upper tire and tool pack. No sacrifice Handles large capacity loads. 


or stationary. Hinged sides 
optional. 


cross panels. Equipped with coal 
door and chutes. 


of body capacity, no increase in 
mounting height. 


Sliding arch cover. Also availa- 
ble with rounded tailgate. 
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Despite Climb to 97 


AUTOMOTIVE NEWS, 
.994 Vehicles in Week .. . 





FEBRUARY 


Output Still Below Quota Pace 


(Continued from Page 1) 
the industry that this can be 
done. More and more plants are 


La. Haulers Plan 
Parley Feb. 7-9 


NEW ORLEANS.—The 12th an- 
nual convention of the Louisiana 
Motor Transport Assn. will be held 
here at the Jung hotel Feb. 7-9. 

Convention committees include: 
general convention committee, Har- 
ry Stevens as general chairman, W. 
L. Billups, H. Vance Greenslit; 
transportation committee, A. J. 
Poche as chairman, William R. 
Pohlmann, Arthur J. Naquin; food 
committee, B. B. Mullikin as chair- 
man, George V. Kussman jr., Ben- 
ny Montalbano; publicity commit- 
tee, Sherman R. England as chair- 
man, George M. Miller, D. M. Bran- 
don. 


OPS Cites Auto Shops 


As CPR-34. Defendants 


WASHINGTON.—The govern- 
ment has filed approximately 75 
injunctive actions against serv- 
ice trades _ establishments 
throughout the country for fail- 
ure to keep and file records and 
reports as required by Ceiling 
Price Regulation 34, Edward P. 
Morgan, OPS director of en- 
forcement, disclosed here last 
week. 

Auto service stations and ga- 
rages are included in the list 
against which action has been 











|tion technique 


finding out that NPA material 
allotments are in sharp contrast 
with the unit ratings that go 
with them. 

Car makers are finding the pro- 
duction going rough even though 
they are utilizing every conserva- 
available to them, 
without turning out an inferior 
product. 


* * * 

F THEY can’t build up to per- 

mitted levels in the first-quarter 
of this year, auto makers say the 
outlook will be even darker after 
Apr. 1 when material allotments 
will be in even sharper contrast 
with unit allowances. 

For the second-quarter, 
has decreed that the auto indus- 
try may build a maximum of 
930,000 cars but has alloted steel 
enough for 900,000 and aluminum 
and copper enough for only 800,- 

Car makers think they might be 
able to achieve the 930,000 maxi- 
mum if additional aluminum sup- 
plies are allocated to them. If not, 
they say, actual car production for 
the period will be nearer the 800,000 
mark. 

Last week, the auto makers were 
still hoping that they might get 
about 2,000,000 pounds of aluminum 
out of 20 to 50 million pounds re- 
cently released by the Air Force. 

* * * 

OWEVER, Manly Fleischmann, 

defense production administra- 























taken, it was stated at OPS /|tor, was quoted in Washington as 
headquarters. saying that all the aluminum re- 
leased by the Air Force probably 
° * * * 
Car, trash Output Estimates 
By Automotive News 
PASSENGER CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan, 1 Jan. 1 
Ended Same Ended Total to 
Feb. 2, Week, an. 26, January, Feb. 3, Feb. 2, 
1952 1951 1952* 1952 1951* 1952* 
CHRYSLER ..... 18,926 25,501 13,314 77,815 97,395 81,562 
Chrysler 2,667 3,029 2,520 10,794 8,814 11,342 
DeSoto ........:....... 2,124 1,902 1,992 8,809 6,829 9,233 
Dodge ..... e 5,039 6,726 4,814 22,310 24,482 23,339 
Plymouth .............. 9,096 13,844 3,988 35,902 57,270 37,648 
FORD 11,417 22,966 9,117 25,759 124,724 28,440 
Ford .... 8,779 =—-:17,775 6,707 =—-:18,571 96,320 20,471 
Lincoln 452 725 343 887 3,602 978 
Mercury .... 2,186 4,466 2,067 6,301 24,802 6,991 
GENERAL MOTORS 32,8383 50,182 33,243 139,991 226,170 146,463 
Buick ........... 5,850 9,220 5,831 24,918 38,844 26,088 
Cadillac ........ ; 1,630 2,377 1,617 5,880 11,222 6,246 
Chevrolet 16,616 24,941 16,514 69,594 117,399 72,753 
Oldsmobile 4,131 5,711 4,287 17,818 21,864 18,589 
Pontiac ....... . 4,606 7,933 4,994 21,781 36,841 22,787 
KAISER-FRAZER . 1,208 1,050 836 4,297 13,594 4,538 
I cin lesodthes x eo a 2 
Kaiser .......... 1,208 1,050 836 4,297 13,594 4,538 
CROSLEY 60 197 49 244 1,038 255 
os giicones sonsnon 1,622 3,287 1,600 7,032 20,633 7,350 
NE itianiy Sachearkstess 1,348 2,873 921 3,308 11,309 3,628 
PACKARD . / ; 2,178 ; 3,756 8,292 3,756 
STUDEBAKER . 4,695 5,237 4,760 20,544 28,254 21,483 
WILLYS-OVERLAN Di 937 712 730 3,779 3,810 3,972 
Total Cars, U. S. . 73,046 114,183 64,570 286,525 535,219 301,447 
+Includes station wagons and Jeepsters. *Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan. 1 Jan. 1 
Ended Same Ended Total to to 
Feb. 2, Week, Jan. 26, January, Feb. 3, Feb. 2, 
1952 1951 1952* 1952 1951* 1952* 
CHEVROLET . 6,438 8,755 6,626 27,256 43,894 28,508 
CROSLEY ........ : ‘ 5 9 1 22 81 22 
DIAMOND T... 140 208 144 523 940 551 
DIVCO 80 89 66 326 509 342 
DODGE ....... 3,577 3,761 3,466 14,946 14,165 15,659 
FEDERAL. ........ (itiataeus 67 60 152 219 152 
. ree 4,532 5,247 4,554 16,011 29,206 16,909 
GMC ......... 2,209 3,177 2,181 9,454 13,653 9,958 
INTERNATION AL 3,412 3,404 3,488 15,478 17,984 16,109 
aE nos coves spdavacens 274 384 236 1,080 1,844 1,157 
aes cbine 366 352 356 1,604 1,586 1,682 
STUDEBAKER | 1,280 712 1,344 5,760 4,040 6,016 
WHITE ...... are 320 352 261 1,374 1,585 1,438 
WILLYS-OV ERLAN D 2,003 1,126 1,912 8,903 6,684 9,306 
MISCELLANEOUS . 312 268 312 1,360 1,300 1,422 
Total Trucks, U. S..... 24,948 27,911 25,007 104,249 137,690 109,231 
Total Cars, Trucks, 
) Fae 97,994 142,094 89,577 390,774 672,909 410,678 
Total Cars, Trucks, 
Canada .......... ‘ 6,834 9,162 6,912 28,492 42,042 29,868 
Grand Total 
Cars and Trucks, 
U. S. and Canada 104,878 151,256 96,489 419,266 714,951 440,546 
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* Revised. 
Drive, Sterling, Nash, etc. 





Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


[allocated to the auto industry. 


NPA 


|would have to be put back in the 


allocation system. | 


“This is because strikes and_| 
|other production delays have re- 
|}duced the anticipated supply of 
aluminum,” said Fleischmann, “and 
|because we have perhaps been too} 
generous in giving civilian goods| 
producers permits to use alumi-| 
num. 

“We want to be sure that man- 
ufacturers with aluminum tickets 
(under the Controlled Materials 
Program) can really cash them.” 

Fleischmann said, however, that | 
it was possible that a small amount 
of additional aluminum might be 


Canada Boosts 
Shipment of Zinc, 
Copper to U.S. 


WASHINGTON. — The Canadian 
government has arranged to make 
available for export to the U.S. this 
year 15,800 more short tons of cop- 
per and 31,700 more short tons of 
zinc than were imported from 
Canada in 1951, according to Ga- 
briel J. Ticoulat, of DPA. 


The increase will bring Canadian 
shipments of copper and copper 
base alloy products to the U.S. to 
about 16 percent of the total Cana- 
dian production, it was stated. 

“While these amounts are not 
large in relation to total U.S. con- 
sumption, they will be very helpful 
under the present conditions of ex- 
treme stringency with regard to 
these metals,” Ticoulat said. 


Specifically, Ticoulat said, the 
Canadian government has arranged 
to make available for export to the | 
U.S. each month of this year 3,500,- 
000 pounds of copper base alloy | 
products, made up as follows: 

Copper wire, 750,000 pounds: brass 
rod, 1,750,000 pounds (70 percent 
copper content); hard copper tube, 
500,000 pounds; brass strip, 250,000 
pounds (80 percent copper content), 
and brass cartridge discs, 250,000 
pounds (70 percent inc th content). 








Texas Extends 
Inspection Date 


AUSTIN, Tex.—The deadline for 
inspection of motor vehicles, orig- 
inally set for Apr. 1, has been ex- 
tended to Sept. 6. 

The formal order was announced 
by Col. Homer Garrison, of the 
Texas department of public safety, 
who said that it was virtually im- 
possible to inspect 3,500,000 vehicles 
in Texas before the April deadline. 

He said that the new deadline 
would relieve some of the pressure 
on dealers, garages and others des- 
— to make the safety inspec- | 
ions 


Geller, 2 Others Freed 
Of Title Abuse Counts 


DETROIT. — NUCDA Secretary 
Jack Geller, his business partner 
and a former Buick dealer were 
freed Thursday of four-year-old 
charges that they violated the 
Michigan motor vehicle act in 
transfer of auto titles. 

Recorder’s Judge Gerald W. Groat 
dismissed the indictments against 





of C&G Motor Sales, and Waldo 
Andrews, all of Detroit. Andrews 
lost his Buick franchise after he 
pleaded guilty in 1948 to grand-jury 
charges of sales-tax violations. 








Auto Stocks 

Jan. Jan. 1951-52 

30 23 High Low 
Chrysler 6914 69% 82% 65% 
Crosley 2% 2% 5% 2% 
GM 51% 5154 54 46 
Hudson 12% 18% 20% 122% 
K-F 6 5% 834 5% 
Nash 19 19 22% 17% 
Packard 4% 4% 6% 4% 
Stude. 32% 33%4 35% 25% 
Willys 9% 9% 12 1% 
Average 23.13 23.30 


Compiled from reports of trading on the 
N. Y. Curb and N. Y. Stock Exchange. 











Geller and Saul Charnes, co-owners |! 





4, 1952 


New NADA Directors 





Collins, Colo. 





Three More Directors— 


|From East and West—They Do Meet— 


Here (left to right), taking time out from the busy convention agenda are Charles 
Haight, Burley, Id., Walter M. Duncan, Beckley, W. Va., and Walter B. Copper, Fort 


Clockwise are Allen Mims, Rocky Mount, N. C.; Joseph Heaston, Albuquerque, N. M., 


| and Robert Parsons, Farmington, Conn. 


Elected at '52 Parley— 





Shown (left to right) are J. Melford Sanders, Washington; A. H. Easterby, Greenville, 


S. C., and Spencer T. Honig, Los Angeles. 





Chevrolet Realigns 
Engineering Staff; 
Collins Promoted 


DETROIT. — P. A. Collins has 
been named executive assistant 
chief engineer of Chevrolet in a 
new alignment of 
the company’s en- 
gineering organi- 
zation, it is an- 
nounced by E. H. 
Kelley, chief engi- 
neer. 

Collins started 
with Chevrolet as 
an experimental 
engineer in 1934, 
and has been as- 
sistant chief engi- 
neer since 1949. 

E. J. Premo has been named head 
of design engineering, and C. W. 
Frederick, chief of experimental 
and production engineering. 

Premo started with Chevrolet as 
a draftsman in 1935, and since 1950 
has been a staff engineer in charge 
of all body and pressed metal de- 
sign. Frederick started in the Gen- 
eral Motors research laboratory in 
1926, and has been with Chevrolet 
since 1932. In 1949 he was named 
a staff engineer in charge of all 
chassis design. 

W. T. Burwell, who started with 
Chevrolet in 1941, succeeds Freder- 
ick and E. J. Luxmoore, with Chev- 
rolet since 1926, succeeds Premo. 

R. C. Stolte, who has been a 
product studies engineer at the 
GM technical center, succeeds Bur- 


P. A. Collins 





well as engine engineer. H. H. 
Schroeder, formerly chief drafts- 
man who has been with Chevrolet 
since 1939, has been named to suc- 
ceed Luxmoore as passenger car 
body engineer. H. W. Krieger, who 
joined Chevrolet in 1945, was 





E. J. Premo 


CO. W. Frederick 


named chief draftsman, succeeding 
Schroeder. 


F. G. Torrance, with Chevrolet 
since 1926 and superintendent of 
Chevrolet tests at the GM proving 
ground, was named assistant ex- 
perimental engineer. C. L. Caswell, 
who has been an assistant at the 
proving ground, succeeds Torrance 
as superintendent of Chevrolet tests 
there. Caswell has been with Chev- 
rolet since 1927. 





School Bus Needs Set 


At $1,059,900 in Vermont 

MONTPELIER, Vt.—An outlay of 
$1,059,900 should be provided for 
purchase of 240 buses for school 
transportation purposes in Ver- 


mont, according to a survey of edu- 
cational needs by the state depart- 
ment of education. 
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From 47 Lands 

3 Million Tour Chrysler’s 

Engineering Show 

LOS ANGELES.—The 3,000,000th 
sitor to tour the “New Worlds in 
ngineering” show has been record- 
by Chrysler Corp. Attendance 
1 the present show here passed 
1e 100,000th mark on the sixth 
aay. 

The 70-exhibit show, which has 
been overwhelmingly received in 
New York, Boston, Pittsburgh, Dal- 
las, Salt Lake City and San Fran- | 
ciseo, gives visitors a behind-the- 
scenes look at the modern develop- 
ments in engineering. 

Glackin Named in Bank 

J. T. Glackin, owner of J. T. 

Glackin Chevrolet, Mt. Vernon, O., 


has been elected a director of the | 
Knox county savings bank. 


ome me 
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|NPA Warned of Bankruptcies . . . 





Cutbacks Held Peril 
To Small Dealers 


(Continued from Page 1) 


are receiving as few as two cars 
a month to sell. 
* * * 

OWEVER, George R. Curtis, 

chief of the automotive branch 
in NPA’s motor vehicle division, 
insisted that new cars are now in 
good supply on a national basis. 

Curtis predicted that 1952 pro- 
duction would total about 3,750,- 
000 cars if factories can get along 
with less scarce metals than are 
normally used per car. He said 
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MONOXIVENT 


FIXTURES 


EXHAUST ELIMINATING 
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If you were to sit down and write out a description of the “perfect” exhaust eliminating system 
for a service department, chances are you'd end up with a word picture of the Kent-Moore 
J 2980 MONOXIVENT Set. It’s designed for use with any underfloor system, and its four important 
advantages are: LOW INSTALLATION COST— Readily installed in upturned “Y” section of 
main duct. No individual “T's” or branch duct required. CONCEALED HOSE ASSEMBLY — 
Asbestos packed flexible stainless steel tube and special tailpipe adapter slide down under 





floor for safe keeping when not in use. No storage problem, no 
unsightly hoses hanging from overhead. QUICK, CONVENIENT 
USE—Just lift the floor cover-plate and MONOXIVENT is ready 
for use. . . quickly, easily attached, detached and stowed. LONG 
LIFE, LOW COST OPERATION—Fully protected against dam- 
age, can’t get lost or “borrowed”. Minimum frictional losses 
assures efficient, economical operation. Complete installation 
data furnished upon request .. . 


write for it today! 


KENT-MOORE ORGANIZATION, inc. 


GENERAL MOTORS BUILDING ¢ DETROIT 2, MICHIGAN 





Engii sand Manuf; ers of Special 
Automotive Service Tools and Equipment 


Ke 


Soles and Service Engineering Represent- 
otives in Principal Cities Coast-to-Coost 





More than 4,000 leading dealers use the ._ 
STEMAC SERVICE EMBLEM to insure that — 
the new cars they sell will be returned J 
to them for servicing. H 
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HOW IMPORTANT vem Civtee Business? 


Is it worth less than a dollar to make sure the new cars you sell will 
come back to you for service? Actual tests prove that Stemac 
Service Emblems pay dividends in service profits during the life of 


the car because: 


It’s @ constant r to the ¢ 

he will get friendlier, better service from 

you... 

y' tells your shop personnel here is a 
new car customer... one who deserves 

top notch courtesy and service... 





uw 





It tells the second and third owners they 
can get authorized parts and service 
from you... 

It advertises your business every doy— 
yeor in, yeor out. 
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Mail Coupon for FREE swe )——- STE MAC ¢€O. ~~ 7 
| 1281 South Cherokee Street | 
| P- O. Box 4019 — Denver, Colo. | 

We want you to see the | Please send FREE typical Stemac Service Emblem | 

quality, design and work- | for inspection and comparison. | 

hip that kes these 

emblems the world’s finest | address | 

—gives life-of-the-car dur- =| Firm Nome | 

ability. Mail coupon today | City Zone___State | 

for FREE typical sample. By Title i 


that copper would be the main 
problem. 


Curtis predicted that demand for | 


cars will exceed supply by mid-sum- 
| mer. He described 1952 models gen- 
erally as “facelifted” jobs, but said 
that new engines and body designs 
will be on the market in 1953. 

The dealer group made a plea 
for elimination of restrictions on 
new cars equipped with automatic 
transmissions. They said that auto- 
matic transmissions conserve scarce 
metals because they require less 
repair work than conventional 
transmissions. 

* * 
PA INSISTED that its restric- 
tions on automatic transmis- 
sions were in line with the govern- 
ment’s program to conserve scarce 
metals. 

NPA said that up to five pounds 
more copper and up to 30 pounds 
more aluminum are consumed in 


the manufacture of automatic 
transmissions than in conventional 
transmissions. 


More than a third of the 
aluminum requested by auto mak- 
ers for the second quarter of 1952 
is planned for automatic trans- 
mission equipment—almost the 
same quantity scheduled for use 
in engine pistons, NPA said. 
The dealers said that decisions 
on how many cars. should be 
equipped with automatic transmis- 
sions should be made by them- 
selves and by their factories. 

* * * 

PA TOLD the dealers that 1951 

output of automotive replace- 
ment parts was about 115 percent 
of 1950 production, and that suffi- 
cient materials have been allotted 
to meet all parts manufacturing re- 
quirements in the first quarter of 
this year. 

Production of automotive main- 
tenance equipment, NPA said, is 
now running about 125 percent of 
pre-Korean rates and no short- 
ages exist. 

The following made up the deal- 
er committee: 

Gilbert Illch, Alexandria, Va.; C. 
E. Kline, Allentown, Pa.; Clell 
Forsythe, Syracuse, N. Y.; Haywood 
M. Davis, Fort Wayne, Ind.; Dick 
Price, Wichita, Kans.; Hilary T. 
Martin, San Francisco; Tom Gar- 
rott, Tunica, Miss.; J. G. Heaston, 
Albuquerque, N. M.; Frank J. Kohl, 
West Warwick, R. I.; Jack Rose, 
Detroit; William Dysart, Tulsa, 
Okla.; J. A. Cochran, Chester, S. C.; 
Stanley Peeler, West Palm Beach, 
Fla.; Leon T. Titus, Tacoma, Wash.; 

Lansing W. Thoms, St. Louis, and 
Donald P. Nelson, Washington. 

Ross Williams, deputy director of 
the wholesale, retail and service 
trades division of NPA’s office of 
civilian requirements, presided at 
the meeting for the government. 


. 7 
PR Clinic 
(Continued from Page 42) 
is, to a certain extent, a mirror of 
what you want the public to think.” 

The third step is cooperation with 
your local association, Hastings 
stated. 

More than one-fourth of the 
NADA members returned ques- 
tionnaires sent out by the associ- 
ation, and the data will be used 
in the NADA public relations 
program. The material from these 
questionnaires will be sent back 
as soon as it is completely com- 
piled. Conclusions from them are 
now being drawn up by the sta- 
tistical department. 

In the near future, Hastings said, 
the local and state associations will 
be asking dealers to join the public 
relations program. Hastings urged 
dealers to accept the invitation and 
do whatever they can to promote 
the goodwill which is so earnestly 
sought. 

“Working together, answering 
the challenge together, we can and 
will move forward,” Hastings de- 
clared. “The results of the work 
will be felt in the years to come.” 

Following Hastings’ address, a 
drama, “Public vs. Private Rela- 

tions,” was presented to the clinic. 
The play pointed out the impor- 
tance of the dealer in the commu- 
nity as a prominent example of the 
| free enterprise system. 








| 
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$4,000,000 War Memorial auditorium, it 


of the show committee. 





AAA Jubilee | 
Starts March 4 | 
At Chicago Fete | 


WASHINGTON.—American Auto- | 
mobile Assn. will celebrate its gold- | 
en jubilee this year with a series | 
of events depicting a half century | 
of national motoring progress, J. E. | 
O'Neill, president of the AAA, an- 
nounced last week. 

The theme of the anniversary, 
said O’Neill, will be “50 years of 
service to the motorist and the na- 
tion.” It will be celebrated by the 
association’s 750 affiliated clubs 
and branches, which now have a 
membership of 3,500,000. 

The first event on the jubilee! 
calendar will take place in Chicago | 
on March 4, the AAA president de- | 
clared. Then the Post Office depart- | 
ment will place on sale a postage | 
stamp honoring the school safety | 
patrols and commemorating the | 
founding of the association. | 

In the evening a founders’ day 
dinner will be held at the Drake 
hotel, with guests including auto 
pioneers, government officials and 





Syracuse Auto Show To Be Held Here— 


The Syracuse (N. Y.) auto show, set for Feb. 19-23, will be held in this new 
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ats 


has been announced. More than 40,000 


square feet of exhibits has already been assured for the 45th anniversary exposition, 
with more than 50 exhibitors taking space, according to Robert J. Purcell, chairman 


,leaders in the fields of industry, 


travel and auto racing. 

The climax of the jubilee activi- 
ties, he added, will be the associa- 
tion’s 50th annual convention, to be 
held in Washington Sept. 22-24, 
with a cavalcade of antique autos 
arriving in the national capital. 

Also in September, McGraw-Hill 
is due to publish a popular history 
of the AAA, being written by Bell- 
amy Partridge, author of “Coun- 
try Lawyer” and “Excuse My 
Dust.” 





Chrome Stainless Steel 


Decontrolled by NPA 


WASHINGTON.—W ith steel 
mills turning Out more chrome 
stainless steel than there is de- 
mand for, NPA last week re- 


moved the metal from its 
Controlled Materials Plan. 
Effective immediately, users 


of the metal will not need to 
offer CMP “tickets” when they 
order. NPA said that the metal 
will be decontrolled almost com- 
pletely as a result of the action, 
the first of its kind under the 
CMP system. 
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Counter insert 


225 NORTH HIGH STREET 
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Patent No. 2501608 


The Lyaway Catalogue Cabinet 


No more lost catalogues or parts lists ! 

No more fruitless searching for information while the customers wait 
| and sales slip by! 
Check these points and see how the Lyons Lyaway would speed up 
YOUR catalogue reference and do a needed job in YOUR place of 


1. All your catalogues in one place for fastest possible 
2. Life time construction — sturdily built of heavy 


Additional counter space when not in use. 


easily operated. All book 


holders move on a single steel rod on a bronze 


If you use catalogues, directories, reference books, the Lyons Lyaway 
Counter Catalogue can save you time and speed your counter service. 


size is $87.50 


Larger size $107.50 


F.O.B. UNION CITY, INDIANA 


LYONS-MEE, INCORPORATED 


UNION CITY, INDIANA 


A 


Ai el A 





52 





AUTOMOTIVE NEWS, FEBRUARY 4, 1952 





| Car Prices Held 
A Slow Riser 
Despite Taxes 


DETROIT.—The price of an auto- 
mobile has remained exceptionally 
low compared to many other com- 
modities within 
the last five years, 
says David A. 
Wallace, president 
of Chrysler Corp. 

“Many purchas- 
ers are inclined, 
however, to at- 
tribute the in- 
creasing cost of 
an automobile to 
the manufactur- 
ers,” Wallace 
declared. “They 
do not realize that taxes represent 
nearly one-third of the cost of the 
auto. 

“This means that the automobile 
is the most heavily taxed essential 
family possession.” 

Wallace pointed out that in the 
case of a $2,000 car the total tax 
burden is estimated to be $628; on 
a $2,500 car, $785, and on a $3,000 
car, $942, 

Pointing to U. S. Bureau of Labor 
Statistics indices, Wallace noted 
that the price increase on cars in 
the last five years has been 35.6 
percent and on trucks 40.7 percent, 
as compared to the 57.7 percent 
jump on all commodities in the 
five-year period. 

On the other hand, he said, the 
increases in average weekly wage 
earnings were up 52.1 percent in 
the five years contrasted with 49.4 
percent in all manufacturing. 








D. A. Wallace 


Obituaries 


Harry H. Canada 
KANSAS CITY. — Harry Hugo Canada, 
60, president of Steering Wheel Publishers, 
Inc., for the =< 16 Fae | died Jan. 17. 


Joseph M. Rosenberger 
PITTSBURGH.—Joseph M. Rosenberger, 
53, died at West Penn hospital after a 
short illness. Rosenberger, an auto dealer 





since 1922, owned and operated Delrose 
Motors, Inc. (Nash), since 1932. 
. * s 
George C. Brown 


BUFFALO.—George C. Brown, 54, for- 
mer automobile dealer here, was killed in 
an accident near Phillipsburg, Pa. Mr. 
Brown came to Buffalo in 1928 and entered 
the auto wustnaes. . 


Carlo E. Ghiringhelli 

MINNEAPOLIS.—Carlo E. Ghiringhelli, 
head of purchasing for National Bushing 
& Parts Co., died of a heart attack Jan. 
22. Mr. Ghiringhelli had been with the 
company 22 years. 

© * 

Harry W. Fincher 

MIAMI, Fla. — Harry W. Fincher, 54, 
owner of Fincher Motors, Inc., and a na- 
tionally known horseman, died Jan. 25 at 
his home in Miami Beach. He had suffered 
from heart trouble for several years, but 

continued “a = a ae 


Samuel S. Evans 

PHILADELPHIA, — Samuel 8S. Evans, 
sales manager of the replacement division 
of Wilkening Mfg. Co., was a passenger 
on an airplane which crashed and burned 
while trying to make a radar landing at 
the fog-shrouded Newark (N. J.) airport 
Jan. 22. He joined Wilkening in 1927. 

* * * 


Isaac R. Cobb 
BURLINGTON, N. C. — Isaac Russell 
Cobb, 77, owner of Cobb Motor Co. for 33 
years, died in a local hospital Jan. 21. 
* * ~ 


Frank L. Girard 
NORTHAMPTON, Mass.—Frank L, Gir- 
ard, veteran automobile dealer, died Jan. 
23. For 30 years, he operated Girard 
Motor Co. here. 


Corder to Build 
Construction of a new building 
for Corder Motors (Oldsmobile), 
Vancouver, Wash., is slated for 
early May. The building is to be 
175 by 108 feet. 





CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 100,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 


EIGHTEEN CENTS (18c) 


PER WORD for each insertion. Cash in advance. Position 


Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing read- 


ers. Count initials and groups of numbers as one word. Ads may be signed with your full name and address 


at regular rates, but if signed ‘Box No. ......, in care of Automotive News, 
lar ($1) per insertion for address and extra service as replies are forwarded, 
$9.80 per inch, per insertion. 


received. Display Ads: 


Detroit 26, Mich.'' add One Dol- 


unopened, the same day 


WANT AD DEPT., AUTOMOTIVE NEWS, PENOBSCOT BUILDING, DETROIT 26, MICH. 








HELP WANTED 


POSITION w ANTED 











Overseas Field 
Representatives 


Large automotive export firm requires 
services of four Foreign Field Service 
Engineers to meet expanding overseas 
needs. Firm prefers two with ability to 
speak French; one with adequote Span- 
ish; fourth, only English. 


Address Box 1054 
c/o Automotive News 
Detroit 26 








TRUCK MANAGER or sales manager, 
thoroughly experienced in all phases re- 
tail and wholesale truck selling, truck 
servicing and used truck merchandising. 
20 years with large truck manufacturer 
—salesman, sales manager, national fleet 
sales. Three years sales manager large 
‘“‘Big Three’’ dealer. Location secondary 
to future potentialities. Best of refer- 
ences furnished. Box 1078, c/o Automo- 
tive News, Detroit 26. 








SALES-GENERAL MANAGER available. 
Dealer employer passed on. Exceptional 
background of experience and volume 
sales production over a period of years. 
Capable of training and developing sales 
force. Excellent closer and sharp ap- 
praiser of used cars. Supervise advertis- 
ing and sales promotion. Have pleasing 
personality with ability to carry out your 
policies and work harmoniously with all 
departments. Box 1103, c/o Automotive 
News, Detroit 26. 


ACCOUNTANT and OFFICE MANAGER. 
12 years’ experience in automotive ac- 
counting, General Motors and Chrysler, 
college graduate. Desires position with 
large dealer operation in the east or 
south. Box 1104, c/o Automotive News, 
Detroit 26. 








DISTRICT SALES MANAGER. If you have 
had at least five years’ experience sell- 
ing automotive body hardware, small 
parts and accessories to new car dealers 
and can personally produce high sales 
volume and are capable ef hiring, train- 
ing and overseeing salesmen, we have an 
excellent proposition. Salary or commis- 
sion—expenses and overwrite. Write in 
detail. Replies confidential. Lee Rodgers 
and Company, Box 182, West Richfield, 
Ohio. 





SERVICE MANAGER—Prefer man with 
Chrysler experience capable of taking 
complete charge of volume shop opera- 
tion, Ability to get along with people 
essential. Located in one of the most 
attractive cities in the midwest. Salary 
commensurate with ability plus profit 
sharing. If you can meet these qualifica- 
tions, write or wire Madison Motors, 
Inc., Madison, Wisc., Dodge and Plym- 
= Dealer, 332 W. Johnson St., Phone 
-1414. 


SALESMEN WANTED. Some choice terri- 
tories still available with rapidly expand- 
ing company. Will consider only those 
capable of earning upwards of $12,000 a 
year. Requirements are the experience 
and ability to make and maintain top 
level contacts with automobile dealers. 
Write Box 1059, c/o Automotive News, 
Detroit 26, 








SERVICE MANAGER 


Largest eastern foreign car —— desires 
service manager le full 

mechanical and bodywork shops. Salary excel- 
lent. Only superior man considered. 


Box 1083, c/o Automotive News 
Detroit 26 
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SERVICE MANAGER — Lincoln-Mercury 
dealership, midwest city. Must be able 
to supervise 20 men. New modern build- 
ing, well equipped. Salary plus bonuses 
on total business profits paid monthly. 
We expect 80-90% service absorption. If 
you can qualify, reply with full informa- 
tion. Box 1089, c/o Automotive News, 
Detroit 26. 





ASSISTANT SERVICE MANAGER for 
Studebaker agency — south Texas city. 
Must have Studebaker experience, good 
personality, be aggressive and under 40. 
Good pay and fine opportunity for right 
man. Box 1090, c/o Automotive News, 
Detroit 26. 





AUTO PARTSMAN for large Ford dealer. 
In addition to a salary of $4,000, a lib- 
eral commission is paid and therefore the 
employer will consider only men who have 
proven merchandising ability and several 
years of parts experience. Write Bixby 

i Co., 110 Pearl St., Buffalo 





Classified Want Ads 


Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Séction are requestéd to ad- 
vise all régpondents if and when their 
wanfs have been fulfilled. A postcard 
will do and your courtesy will help 
us figifitain the present high regard 
whith this départinent enjoys. 


AUTOMOTIVE NEWS 











SALESMEN. Manufacturer of custom auto 
seat covers expanding territory. Highly 
successful with complete line for new 
car dealers. Good commission. Write for 


information, giving qualifications, etc, 
Fabric Mfg. Co., Inc., Box 1259, New- 
ark, N. J. 





WANTED — Parts counterman. Babcock 
Bros., Sales, ame. 10268 W. Jefferson, 
Mich. VInewood 1-1377. 


River Rouge, 











POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 9 cents per word for each 
insertion. Cash in advance. (Half-rate 
does not apply to display ads in this 
section.) 











THOROUGHLY EXPERIENCED automo- 
bile executive interested in locating in 
the southwest or Rocky Mountain region 
as sales or general manager of a ‘Big 
Three’’ dealership on a profit sharing or 
part ownership basis, Thirty-nine years 
of age with a seventeen-year successful 
background in all phases of the automo- 
bile business. Now general sales manager 
of a volume deal in the midwest. All 
replies confidential. Write Box 1105, c/o 
Automotive News, Detroit 26. 





OFFICE MANAGER-ACCOUNTANT, now 
employed by a small but progressive new 
ear dealer, desires a connection with a 
larger agency. Thoroughly familiar with 
all business management functions in- 
cluding income tax and service promo- 
tion. Can keep you posted daily on all 
departments of your operation. Age 36. 
Box 1106, c/o Automotive News, De- 
troit 26. 





USED CAR MANAGER 


25 years’ experience in both 
new and used cars 


Presently employed but believe 
change beneficial 


Finest references available 
Box 1115, c/o Automotive News, Detroit 26 





SALES-GENERAL MANAGER. Can apply 
Hull-Dobbs system. Have profitably op- 
erated Chevrolet and independent deal- 
erships. Four years recent sales and gen- 
eral management, Close supervision every 
deal, Get production from inexperienced 
salesmen. Mature, 55, capable, no habits, 





responsible, energetic, can invest. Prefer 
midwest. Box 1073, c/o Automotive 
News, Detroit 26. 

GENERAL MANAGER, 35, thoroughly 


experienced in all phases of new and 
used car operations. Have been new car 
dealer. Prefer Texas, New Mexico or 
Oklahoma but would consider other loca- 
tions. Box 1107, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER—25 years of retail 
and owner dealership experience in a 
large city and a suburban area. Have 
thorough knowledge of present and 
emergency period market conditions and 
capable of managing any size dealership. 
Employed at present, but would be inter- 
ested in a permanent affiliation with a 
medium size successful dealership in a 
suitable area; preferably eastern terri- 
tory. Well known in the industry. Box 
1092, c/o Automotive News, Detroit 26. 


MANAGER. Employer-employe relations; 
public; operational; new-used cars; what 
have you? Family health, must move 
south. Nominal salary plus profit-sharing 
or commission. Interested part purchase 
later. Central or west Florida preferred. 
Box 1093, c/o Automotive News, De- 
troit 26. 


FIELD SERVICE REPRESENTATIVE. 
Engineering background. Experience in 
technical observation, writeup and service 
in GM, Kaiser cars and military tanks. 
Prefer southwest or overseas assignment. 
For full particulars write Box 134, 
Dearborn, Mich. 


USED CAR BUYER, complete knowledge 
every phase of used car merchandising. 
Long experience, finest references. De- 
sires position as buyer with Los Angeles 














POSITION WANTED 
| | OFFER MY SERVICE as 





‘‘General Man- 


ager to a dealer who wants a large, 
fast, profitable operation with no head- 
aches. I have twenty-five years’ experi- 


ence in the automobile business and have 
built three of the largest dealerships in 
the country, My record speaks for itself. 
I am not interested in a small or medium 
sized dealership unless it has sales poten- 
tials that can be developed. Let’s make 
a deal. Harry Herzog, 2468 Downing 
Drive, Cincinnati 8, Ohio. Phone Popular 
2160. S. I can sell trucks, too—and 
make money. 


DEALERSHIPS AVAILABLE 


IN THE HEART OF TEXAS. _ Texas’ 
largest truck stop, handling GMC trucks. 
1951 sales almost $1,000,000. Property 








DEALERSHIPS AVAILABLE 


OLD ESTABLISHED DEALERSHIP, nov 
handling Studebaker in southern Cali 
fornia. Excellent location, lease and ver 
modern facilities. Gross sales approx 
mately one million per year with sub 





stantial net. Price, $75,000, which in 
cludes machinery, shop and office equip 
ment, furniture and fixtures, leasehol 


improvements and a certified audit o 
large parts inventory. Owner retiring 


Factory approval required. No agent 
need apply. Write Box 1101, c/o Auto 
motive News, Detroit 26 





DEALERSHIP, now handling leading inde 
pendent in town over 15,000. Upper 
Michigan peninsula. Available now. New 
building with 6,160 square feet, well lo- 
cated on main thoroughfare. Building 
directly across street with 5,280 square 
feet with gas pumps and station equip- 
ment also available. Principals only 
Box 1045, c/o Automotive News, De- 
troit 26. 

DEALERSHIP WANTED 

FORD DEALERSHIP WANTED. Approxi- 
mately 250 units. Prefer Ohio, Indiana 
or Illinois, Have finances and factory 
approval. Guaranteed strictest confidence 
Will answer all replies. Box 1065, c/o 
Automotive News, Detroit 26 


WANTED AUTO AGENCIES 


We have qualified buyers for all size fran 
chises throughout the United States. All re 
plies held in strictest confidence. 


DAVID JARET CO. 
Established Over 28 Years 
150 Montague St. Brooklyn 2, N. Y. 
ULster 2-5600 














consists of new modern building especial- 
ly built for economic operation, floor 
space over 16,000 square feet. Modern 
coffee bar. Also service station doing 
over 40,000 gallons monthly. Land con- 
tains two city blocks completely cyclone 
fenced. Located on four highways, Main 
truck route through city of over 80,000. 
Ample space additional operation lines. 
Will deliver property and inventory for 
reasonable cash payment. Terms on bal- 
ance. Franchise on factory approval. 
Southern Realty Co., Exclusive Agents, 
Hed Austin Ave., Waco, Texas. Phone 
3-4506. 


DEALERSHIP, now handling Studebaker. 
Located in modern building, best section 
of business district of southeastern town 
of 30,000, trade center of 10 surrounding 
counties. Completely modern equipment 
in shop and in paint and body shop. Well 
located used car lot. Will sell business 
and lease real estate or sell entire works. 
Requires $35,000 to handle. Reason for 
sale, other business interests. Address 
on i c/o Automotive News, De- 
ro 6. 


DEALERSHIPS — Buyers — Sellers. We 
specialize in automobile dealerships and 








handle all matters confidentially. Have 
qualified buyers, experienced and finan- 
cially responsible. Interested in ‘Big 


Three,’’ located in midwest states only. 
McHugh, Inc., Realtors, Long Blidg., 
Kansas City, Mo. ‘‘Our Business is to 
sell your Business.’’ 


AUTOMOBILE DEALERSHIP, formerly 
one of the ‘‘Big Three,’’ now handling 
foreign make car. Old and well estab- 
lished firm—New York City vicinity. Well 
located on main thoroughfare. Conven- 
ient to all transportation. Brick build- 
ing, 5,000 square feet, corner. Will sell 
property or give good lease. Modern 
equipment. $38,000 to handle. Box 1099, 
c/o Automotive News, Detroit 26. 








WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 
LEO J. KLEM 


411 Curtis Bidg. Detroit 2, Mich. 





DEALBRSHIP, now handling Ford, located 
in LaGrange, Ga. Population about 30,- 
000, 175 to 200 new units per year. Will 
sell or lease building. Contact Loeb C. 
Ketzky or Horace E. Richter, Attorneys, 
LaGrange, Ga., for details. Factory ap- 
proval necessary. 





FORMER GENERAL MOTORS DEALER 
wants to buy Florida dealership—Miami 
or vicinity. Prefer Ford, Plymouth, Lin- 
coln-Mercury, Chrysler, Dodge or DeSoto. 
Replies contidential, Box 1097, c/o Auto- 
motive News, Detroit 26. 


FLORIDA AUTOMOBILE DEALERSHIP 
wanted. Prefer Miami or vicinity. Strict- 
est confidence. Factory approval assured. 
Box 1030, c/o Automotive News, De- 
troit 26. 








OLDS or OLDS-CADILLAC dual deal in 
south or southwest. Minimum 100 car 
contract, Box 1096, c/o Automotive 
News, Detroit 26. 


FORD DEALERSHIP 
WANTED 


Can pay cash if real estate not in- 
volved for Ford dealership with 
planning potential of 125-250 
cars per year. Prefer west of Mis- 
sissippi River but would consider 
other location. Can qualify with 
factory. All replies held in strictest 
confidence. 


Box 1086, ve Automotive News 
etroit 26 














BIG THREE DEALERSHIP wanted within 
75 miles New York City. Hammond, 54 
Riverside Dr., New York, N. Y. WAtkins 
4-6754 

WANTED—GM dealership, exclusive or 
dual. Approximately 200 units. Lease 
real estate, Factory approval already ob- 
tained. Box 1108, c/o Automotive News, 
Detroit 26. 

GENERAL MOTORS or Lincoln-Mercury in 
western Pennsylvania, Have factory ap- 
proval and available cash, Replies strict- 
ly confidential. Box 1109, c/o Automo- 
tive News, Detroit 26. 

WANT “‘BIG THREE” Dealership, 100/200 
car. Prefer Pacific northwest but loca- 
tion secondary to opportunity. Will pay 
cash. Will consider Studebaker. Box 1110, 
c/o Automotive News, Detroit 26. 














®URD DEAL WANTED in northwest, 100 
to 200 units. Have factory approval. 
Am dealer now. Strict mutual confidence. 
Box 1043, c/o Automotive News, De- 
troit 26, 





DEALERSHIP FOR SALE, now handling 
DeSoto-Plymouth. New building 60’x110’. 
All tools and equipment—$40,000. Box 
1098, c/o Automotive News, Detroit 26. 

FOR SALE. Very exceptional buys in deal- 
erships, now handling Nash, Studebaker 
and Chrysler franchises in the midwest- 





volume dealer. Box 1094, c/o Automotive ern states. Leonard J. Schrader, 509% 
News, Detroit 26. East Green St., Champaign, Ill. Phone 
9094. 





a MANAGEMENT 
ANAGER 


Experienced in — prewar and postwar 
phases of factory and dealership operation. 


IMMEDIATE AVAILABILITY 


BOX 1102 
c/o AUTOMOTIVE NEWS, DETROIT 26 





SERVICE MANAGER — Lincoln-Mercury 


FLORIDA DEALERSHIP — One of “Big 
Three,’’ handling cars and trucks. Doing 
million dollar yearly volume, Netting 
approximately $75,000. Wonderful place 
to live and excellent trade area. This 
is big deal and requires all cash. No 
brokers. Box 1100, c/o Automotive News, 
Detroit 26. 

NOW HANDLING CADILLAC-OLDSMO- 
BILE dual in small north central states 
town. With or without building. Selling 
because of health. Box 1111, c/o Auto- 
motive News, Detroit 26. 





WILL BUY FORD OR GM 
Handling 300 to 700 cars 


| can definitely secure franchise from the 
factory. Strictest confidence guaranteed. 


| am now an automobile dealer 
No objection to territory 


Box 1116 
c/o Automotive News, Detroit 26 








BUSINESS FOR SALE 


FOR SALE—One, two or three wholesale 
automotive parts businesses, located in 
the northern tier of Pennsylvania and 
southern tier of New York. Population 
of towns from 4,500 to 5,500 and each 
the county seat. Present inventory from 
$24,000 to $36,000. Machine shop in one. 
Address inquiry to Box 1095, c/o Auto- 
motive News, Detroit 26. 














experience, factory trained, best refer-| FOR SALE. Very exceptional buy in deal- 
ences. South or southwest preferred. ership now handling independent line. 
Now working. Can take complete charge. Located in Texas Gulf’s biggest indus- 
Box 1091, c/o Automotive News, De- trial area. Reason health. Box 1112, c/o 
troit 26. Automotive News, Detroit 26. 

POSITION WANTED 








of profits. 


fied to exercise good, alert, constant 


Mr. Ford or Lincoln-Mercury Dealer 


| am desirous of assuming full responsibility for profitably managing a prin- 
cipal or multiple point dealership with an option to buy in from proceeds 


| have had ten years factory experience holding several positions of trust in ad- 
dition to past three years as general manager of a large successful dealership. 
1 am 37 years old, married, two children and can furnish the best of references. 
If you are interested and could use some one extremely capable and well quali- 





ership due to my past experience. 








It is my opinion, | could be of more benefit to a Ford or Lincoln-Mercury deal- 


Box 1087, c/o Automotive News, Detroit 26 


gement, then | should be contacted. 








BUSINESS OPPORTUNITIES 


BUSINESS MANAGER for medium size 
car and truck fleet maintenance garage 
on a 1% acre central location. We need 
third qualified key person between own- 
ers successful outside solicitation and our 
expert and respected shop foreman and 
personnel. We employe a bookkeeper but 
increased business requires office and 
business manager to watch and control 
the accounts, credits, collections, costs 
and finances, A small good will invest- 
ment of $10,000 is requested with partici- 
pation on profit and security. We are in 
a sound community (San Jose, Calif., 
population 100,000) and sound trade, 
showing a tremendous potential. Please 
write Box 1113, c/o Automotive News, 
Detroit 26. 


FOR LEASE. Fireproof brick garage build- 
ing, ideally located, which has always 
been occupied by the most popular na- 
tionally advertised-cars. The building is 
50’x150’ with showroom across the front 
plus basement with ramp approach, Also 
three modern apartments over the ga- 
rage. There are several good cars not 
represented in Findlay, Ohio, at present. 











Ben Fenberg, 211 Park Ave., Findlay, 
Ohio. 


Seo ire SARE 
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USED CARS FOR SALE | PARTS FOR SALE PARTS FOR SALE TRUCKS FOR SALE 


























































































































































































































































































































| NEW LINCOLN PARTS 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
KEN SCHAEFER’S 





"DEALER SERVICES l 
a : — 
FOR SALE. 1951 Cadillac 75—S8-passenger | FOR SALE—Immediate delivery. 25 model 
INVENTORY SERVICE | sedan. Color No. 4 Capri green, radio PRECISION REBUILT HDCR-752 GMC Diesel eracters. 153- 
Parte Acsoseories ake ake ake aes Re gg Id bil oo Ma ge oa ant 5 tires; two- 
£ visor, yhee scs. y | speed axies; mode ° 8 ; 
Large and Small Dealerships | equipped. Never has been licensed, used | Oo smo I e HYDRA-MATIC air brakes with and-conteet Sor cumt: 
|: ventories taken, price extended and com | oe ee gl gem ated Ree pee —o five-speed overdrive trans- 
’ 4 | guaranteed miles, also undercoated. oO hission; sé y tanks; 36- 
narized within 24 hours. Expert partsmen do| additional information and price, write Parts TRANSMISSIONS 5th wheels "commu poe 
o | the work. Accurate, unbiased and confi- Peterson Motor Co., Storm Lake, Iowa. semi-trailer operation. International Har- 
d-ntial. Inventories accepted by all account- | 24-HOUR DELIVERY SERVICE DYNAMOMETER TESTED Louie, Mo — a 
onts and by the government. |Performance guaranteed equivalent to a _ = 
| ALLIED INVENTORIES CO,, INC. | —AUTO— f jnew unit. | eee 
| 1831 E. 79th St. Chicago, Illinois Complete stock Hydra-Matics for all cars| 
ESsex 5-8300 AUCTIO N OLDS and PONTIAC 1940-1948 — $99.50 | WANTED TO BUY NEW 
224 E. 38th St., New York 16, N. Y. WRITE — PHONE — WIRE exchange. Eee te ohne Wee, vate PiCKURS 
Murray Hill 2-0064 Catalog sent on request. par gl a ten 
2 —— for USED CARS SHIPPED ANYWHERE — SAME DAY | a 
H Write—Phone—Wire THE PICKUP MAN 
EVERY DEALER NEEDS HORSEHEADS, NEW YORK WHOLESALE Ace Automotive Products — mae FOWLER'S 
A modern Prospect and Owner follow-up EVERY FRIDAY Late Models at Two Big 5416 N. — Longbeach f1N73 Illinois . State of 2-900 Jackson, Miss. 
system. This one eliminates office help. Locations 
Gets results. Write for free brochure. w 
cnifilici RECKER POWER CRANE, with or with- 
CHISHOLM-SYSTEMS Gage & Drummy, Inc. out truck chassis. Herman Davis Chev- 
‘ Genuine Oldsmobile Parts rolet, Ladoga, Ind. 
Box 1352 PALO ALTO, CALIF. DANVILLE NA 21710 WOODWARD AVENUE 
ILLE, PENNA. DETROIT 20, MICHIGAN Largest Olds parts wholesalers in the middle SHOP EQUIPMENT FOR SALE 
’ ' WHEEL BALANCED ri. SO 
INVENTORY SERVICE for all auto deal- EVERY WEDNESDAY JORDAN 4-6332 oe eee Manter, DALANCER. Manbee Balance 
ers—our crews consist of parts man in- GREBE OLDS power, 110 volt, 9 ‘me, Cow i oo 
ventory specialists for your kind of fran- . P RE aS TL lent. ‘ Complete $185 Condition exesl- 
chise. Our inventories are unbiased and You will always find real action at 3400 S. Kingshighway Buick Edinburg. Tex — 
used to buy or sell dealerships. We are both these auctions. Fland 0800 i ae 
nationally recognized oor oe, Sorkeane anette St. Louis 9, Mo. ae gy HARLEY - DAVIDSON 
ship. Phone, wire, write Bi t, - ‘ - : -cars. More busi , less 
hot's Automobile Dealers Inventory Serv. R. D. WEST, PROP. HARD-TO-GET ade Serve customers with mms 
ice, 124 Sout ward, Birmingham, |] jos £. Joh Tex Rickard man pick-up and delivery system 
Michigan, or 4690 N %, Detroit. los. E. Johnson ex Rickar Free bulletin. Knuth’ ‘ ‘ 
a on BUICK PARTS) BUICK PARTS (iii 
FOR SALE—Multigraph No. 80,” 
INVENTORY SERVICE Large Inventory “WORLD'S LARGEST DEALER Waites Decent neent Will sacrifice 
Parts and Accessories Depts. All the Scarce !tems OF GENUINE BUICK PARTS” 16 FOOT VERT a Eee 
Full-time experts. No pickup, part-time help; THE TUESDAY SALE — 11:30 A. M. . Wholesalers: We are Quantity complete asso conan > ga 
confidential and unbiased. Certified reports. Orders Shipped Same Day Shi f All G 1M ’ signs, Har aane 2 of neon window 
Also special buy-sell service. Experienced FO RT WAYNE ppers o' eneral Motors Detroit cate a © Sales, 20775 Harper, 
organization — in business since 1939. Free Phone — Wire — Write Parts . Same Day Service : lo 1-8850. 
booklet on Parts Department operation sent AUTO AUCTION On Mail Orders and Inquiries. ANTIQUE CARS 
on request. Call or write for service details. Ss 016 -WILLYs NIGH eee 
Automotive Inventory Service Co. DEALERS ONLY— MASSEY BUICK CO. All Shipments on C.O.D. Basis Jack Tallman "Saunas unrestored $95, 
9900 Freeland Detroit 27, Mich. WE 3-6449 2676 W. LIBERTY AVENUE acre Be 
| (In the Heart of the Nation) | PITTSBURGH, PA ROBERTSON BUICK CO. EN GTN E REO nOws 
: CARS WANTED | “e -_ “EDGE OF THE LOOP” grinding and metameoe rai, eet 
WHOLESALE CONNECTIONS wanted for Phones: E = Uanigh 1-7008 1000 S. Wabash Avenue Motor Co., ‘Ine., “800 rN ay 
buying used cars. Midwestern, western CHICAGO 5, ILL Lynchburg, Virginia. wy 
sources. Year around volume. Write Open all night, Monday night All Phones WAbash 2-103 
Export Car Buyers, 407 E. Pike, Seattle. No Reservations GENUINE ot sina 
WANTED—12 cylinder Packard. John Dar- AUTOMATIC BRAKING 
row, 35 S. Biggs, Belleville, Mich. Operated by Carl E. Marker F O R D p A R T S TOW BAR 
324 W. Main St. Ft. Wayne, Ind. Deli q y b PONTIAC PARTS Complete with controlled steering 
WANTED pind to Your Door TRY US ON ALL G.M. PARTS at fee $61 45 
i é rom— : | PPS vccescuns ° 
: 1951 Chevrolet and Pontiac : McFAYDENS : Shipped Anywhere Price includes Federal Excise Tax 
j Passenger Cars Again We Are Write— Direct Phone — AM 2-7117 Meets all 1.C.C. requirements 
: : FRANKLIN-WEBER PONTIAC 
: Must be new and untitled 20TH and HOWARD 6101-25 N. Clark St. Chicago, tt.|| QUICK-TOW, Bumper. $19.50 
"witl Pay Above || WHOLESALING |, “*;, ein a 
; Dealers Cost" ATLANTIC 7711 
7 ; Wi PARTS WANTED ALL TYPES TOWING EQUIPMENT 
We are authorized Chevrolet and OUR TRADEINS ire FOR AUTOMOBILES AND TRUCKS 
{ Pontiac dealers and need these cars OMAHA "Gaur wae ig ey —_ WE STOCK PARTS 
| | te fill an order.” ANY ITEM OR QUANTITY South LaBrea Ave., Los Angeles Se, | vere Comets a Chats ene Some 
: We guarantee these cars will not be — 
/ sold above OPS ceiling prices. Your Buyer Is Welcome TOW BAR SALES 
ACCESSORIES WANTED bichesl Fact D ° 
- mi clusive istri 
' Write, Wire or Phone H ARLEY BUICK MUST on som pee, peat 4-840! 
“MOE” BARRY ‘| SACRIFICE || We Pay en oe 
BOVE MOTORS, INC. INC. Selling out Nash parts inventory, metal AUTOMOBILE DE 
871 Taunton Avenue 3752 Cass Ave parts bins, Nash neon roof and window SPOT CASH omaanen E DELIVERY 
Seekonk, Mass. h |signs and shop equipment. Minimum Dealer Cost 
: HAYES AUT 
Tel. Chestnut 1-5344 Detroit |, Mic Phone or Write for surplus 9970 GRAND RIVER DETROIT 4 MICH 
WEbster 3-9259 ; ; 
TE |-4807 BOB SWANSON CHRYSLER PARTS, ENGINES, Refer: saa oy Sesings Association or 
etter Business Bureau 
° 6951 N. Western Ave. 
Midwestern aa i & ACCESSORIES 
TT LERS!! 
Chevrolet Dealers | ATTENTION DEALERS!: Rogers Park 4-1485 FOR Plymouth, Dodge, DISCOURAGED? 
SPECIALIZING IN THE SALE OF DeSoto & Ch dash die ak as 
| GM FLEET USER WANTS 1951 Chevrolets EX-TAXIS €30r0 rysler Cars ces Ei atee hc e 
for use in rental fleet also Std. 2-ton cab|¢y-ellent Bodies - Good Motors - Heaters SEURN GF SeRee aes 
and chassis in 161 or 179 W.B. Will pay eee u a like N B u I c K ACT QUICKLY !! can help you locate that hard-to-get 
$50 over invoice. | . ° no oa ca ll We HOLESALE part—or that experienced service 
: rT) w at Low Pri 
F “We guarantee that these cars will not be | af 1948 - 1949 P A R T Ss DEXTER MOTORS manager —or those used cars. 
: re-sold above O.P.S. ceiling prices.” . ONE OF THE EAST’S PT. Send your messa th i 
| Plymouths — Fords — Chevrolets Ist Ave. & 98th St. _N.Y.C..N. Y. " oe cee eae 
i DON BERRY LARGEST INVENTORIES Sioniintn 69000 oN. through an 
| 11637 E. Garvey ElMonte, Calif.| THE R. A. AGENCY Some Dey Service. on, Mall Orders ov AUTOMOTIVE NEWS WANT AD 
- 54TH & LINDBERGH BOULEVARD } 
FOrrest 8 1763 PHILADELPHIA 43, PA. Phone Parts Department \ ee ee ee ee ee ee ee ee ------------------- ees 
a | Morris Freedman, Mgr. Circle 5-5910 | | 
USED CARS FOR SALE | SARATOGA 7-2300 SHERWOOD 7-1700 521 W. 57th St. e e | 
wowucn wer co, we | New Subscription Order 
AUTO AUCTION EVERY TUESDAY 12 NOON "Buick's Largest Dealership" | | 
; TIM ANSPACH GREATER NEW YORK CITY AREA die Cite 0, Sew Duk | | 
« aidwey", Stop 20 AUTO AUCTION | Send Automotive News to Address Below | 
ALBANY NY A brisk market for clean ready cars | | 
tar Daakacs Gialy) WESTCHESTER AUTO AUCTION for One Year $8 C] or Two Years $14 C] 
EVERY MONDAY . 12 NOON | |New Rochelle, N.Y. nn NE 6-3125 | for which check is attached d bill | 
ae w Rochelle, N. Y. 
Member of N.U.C.D.A. and N.A.A.P.A. Conveniently located on U.S. Highway No. | GENUINE | r ich check Is atracne OC or sen ! CX) | 
2 minutes drive from all through parkways 
! | 
| 
| 
| 























The Only Indiana | ATTENTION! List on request. Will sell entire lot at more DP iw dipavenneseane ses besess ouebsaseensesenerseetnees 
auve Sesrtee iio vec ee 
In Continuous ation Since 19. | ° ' 
| n eve RHURSDAY™ Ke in: BO el Goatees Geet. Bi WOUNBTS © ohn 6.05 06865 5h co 0b eS 6p bi ced Ke sew as en Seoen scenes ooh ban ee nee seks ewan 
Dealers Meet at the Cross-Roads o merica We currently have for sale a nice selection| surplus equipment. 
INDIANAPOLIS, INDIANA et tow milleses 1900 end (96) Chowalote, Pp quip | TPE Te ETT TTT TVET TET TCT CT TT TTT TE TT TT Tere 
215 N. wate one. er 5383 | Fords and Plymouths in coupes, two and four | I OE CT Te ee ee rT ee eye Zone No.... 
— iia a a Ma: OE Dee a teenie eneronne etn ee eases ya ea 
a . , BD ccc icceccercccsseccccecscsebecsesencese SR onc ctcesesassanees 
| O00 GATS GOR BS S808 ae 4021 Frankfort Ave. Louisville 7, Ky. |] 
: TEN 1949 CHEVROLETS | ROBINSON AUTO RENTAL, INC. | TRADE CONNECTION: | 
In running condition — Ready to go Please note change of address | Car Dealer () Truck Cealer (] Manufacturer []_ | 
$525 each |229 S. HANSON ST., PHILADELPHIA 39, PA. | Jobber [J Insurance [] Financial 1 Supplier 0 | 
- CLARKS AUTO PARTS 1. E. Spatig, Used Car Manager AUTOMOTIVE NEWS : Make of Car......... or 
21st and West Broad Savannah, Ga. Phone: Granite 2-3013 } WANT ADS GET RESULTS So a Rei seria 2-4-52 











For 20 straight years Internationals have been 
first in heavy-duty truck sales. 


It will soon be 21. Another year will be added 
to International Trucks’ heavy-duty leadership be- 
ar wi 
pian truck operators who know hauling costs will @ The “roomiest, most comfortable cab on the road” — the 
continue to prefer the trucks that give them lower Comfo-Vision Cab designed by drivers for drivers. 
operating and maintenance costs, longer truck life. @ Super-steering system—more positive control, easier han- 
dling and 37° turning angle. 


@ Traditional truck toughness that has kept International 
first in heavy-duty truck sales for 20 straight years. 


Check these exclusive International 
sales advantages: 


@ All-truck engines—exclusively for truck work—built in the 
world’s largest truck engine plant. 


These are just a few of the reasons why Interna- 
tional owners value their trucks more . . . and why 


International Truck Dealers prize this franchise. 
@ 115 basic models . . . everything from 2-ton pickups to 


90,000 Ib. GVW off-highway models. 
INTERNATIONAL HARVESTER COMPANY - CHICAGO ®@ America’s largest exclusive truck service organization. 


| International Harvester Builds McCormick Farm Equipment and Farmall Tractors . . . Motor Trucks . . . Industrial Power. . . Refrigerators and Freezers 


INTERNATIONAL TRUCKS 


More than One Million Now on the Road 


Model L-195 Roadliner, 157 inch 
wheelbase, 48,000 Ibs. GCW. 











